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ANDROCK BEATER 
No. 532 for 1-quart 


NEW DESIGNS IN 
THREE EXCITING COLORS 








RED, YELLOW OR WHITE 
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Balance Your Stock to Meet 








ence! — Use Wooster’s specially Popular Demand — Wooster Dis. For the se 
designed display units for wall, plays include only the fastest selling retail pro 
counter or table. They put Wooster brushes, and Wooster Brushes are inter- vertising 
Brushes where they can’t be missed. changeable in all displays! post, Ya 


four best- 
featured u 
latch Exp) 

A new 
Reduce Your Brush Inventory — Wooster Displays for the de 
give you full stock coverage of Brushes for professional 
or consumer trade. Turnover is stepped up. Smaller 
investment — Greater Profit! What’s more, replacement 
brushes can be bought from open stock at no premium 


in price! , 
DON’T DELAY — Order from your Wooster 
Distributor Today! 


Sales come easier! 
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Swinging Wall Sam- 
40 — Strong all-metal 

@ttached to vertical shelving 
or | Holds 10? Wooster Pure 
Bristie Brushes. 





No. 179 Pure Bristle Wall " 
Brush Vender — Holds 12 contained 
Wooster Wall Brushes. 

No. 177 Pure Bristle Varnish Four 04 


— Holds 36 
ee nad totes , Wooster Counter Vender No. 75—A|! mete Two 04 








construction. Used singly or in combination 








No. 812 “Easyflo” Nylon in variety of positions. Singie unit holds % Two 
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Information about what 

YALE & TOWNE are doing 

to help YALE dealers 
make more money 








YALE DEALERS BUILD SPRING PROMOTIONS 
AROUND “NIGHTLATCH EXPRESS” PACKAGE 


For the second in its regular series of 
retail promotions highlighted by ad- 
vertising in THE SATURDAY EVENING 
post, Yale & Towne has selected 
four best-selling auxiliary locks to be 
featured under the title, ““The Night- 
latch Express”. 

A new and colorful merchandiser 
for the dealer’s counter is now ready 
for distributors. 
It is compact— 
yet gives promi- 
nent display to all 
four locks and to 
the packages in 
which they are 
contained. 

“This assort- 
ment appeals at 
every price 
range,” explains 
Raymond K. Watkins, Trade Sales 
Manager. ‘For quick impulse sales, 
there is the 040 ‘One-Arm’, the clever 
springlatch that has really swept the 
country. For extra protection there is 
the 042 deadlatch with the extra throw 
which deadlocks the bolt, and the 2 
deadlock with the extra long bolt. 
Finally, there is the popularly priced 
80 springlatch for general use.” 

YALE distributors are now taking 
orders for the special “Nightlatch 
Express” package of merchandise and 
display material. In each package are 
contained 





Raymond K. Watkins 


Four 040 springlatches 
Two 042 deadlatches 
Two 2 deadlocks 
Six 80 springlatches 


It is suggested that dealers tie in 
with THE SATURDAY EVENING POST ad- 
vertisement on the “One-Arm” night- 
latch. The ad runs in the June 24th 
issue. 


DEALERS ENTHUSE TO YALE’S 
FIRST PACKAGED PROMOTION 


In January, YALE announced its new 
merchandising program which prom- 
ised bi-monthly “promotion pack- 
ages” of timely merchandise and co- 
ordinated promotional material. 
Later the same month, the first of 
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the “packaged promotions” was in- 
troduced. Called the “Screen Star 
Parade”, it paved the way for more 
business on YALE’s perennial spring- 
time favorites, the 1011 Push-Pull 
Screen Door Catch and the 506 “‘Air- 
liner” Screen Door Closer. Included 
in the “package” were advertising 
in THE SATURDAY EVENING POST, an 
attractive display which supports the 
actual products, and mats for dealers’ 
local newspaper advertising. 

Dealer response exceeded expecta- 
tions. The number of orders received, 
beginning almost the same day the 
news was revealed in the hardware 
trade papers, has proved to the satis- 
faction of all concerned that hard- 
ware retailers are alert to intelligent 
merchandising and welcome the op- 
portunity to coordinate quality prod- 
ucts, attractive displays, timely adver- 
tising and aggressive salesmanship 
at the counter. 


ANOTHER NEW DISPLAY 
PROMISES MORE SALES 


This sturdily 
constructed 
display piece 
accompanies 
each shipment 
of the “Night- 
latch Express” 
promotion 
package. 

This litho- ba 
graphed red, blue and yellow mer- 
chandiser provides “spotlight” dis- 
play for one each of the four types of 
locks included in the package. 


A LONG WAY FROM 
“OVER SHOULDER” 
KEY TO 

“ONE ARM” LOCK 


A dramatic view of 
the great advance 
in lock design is 
given in the Yale & 
Towne ad to ap- 
pear in June 24th 
issue of THE SATUR- 
DAY EVENING POS1. 
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On the one hand: the picturesque 
but cumbersome key carried by the 
ancient Greeks. It fitted a lock which 
was probably the first to provide any 
real degree of security, but must have 
been exceedingly inconvenient to 
carry. 

On the other hand: The clever YALE 
“One-Arm” nightlatch, the lock that 
can be opened with one hand because 
the latch stays retracted when the key 
is turned and then locks automatically 
when the door is closed. It’s a pat- 
ented feature—a YALE exclusive. 

Items like the “One-Arm” are why 
all America looks to YALE for prog- 
ress in locks, and why dealers every- 
where look to their YALE merchan- 
dise for consistent volume and profit. 


“NIGHTLATCH EXPRESS” 
WILL DELIVER THE GOODS 


Following are the four locks included in the 

new YALE “packaged promotion”. 

040 SPRINGLATCH, One- 
Arm—Most Convenient 
Springlatch Ever Made 

A turn of key or knob 

holds the latchbolt re- 

tracted until door is 
opened. Can be opened with one hand— 
locks automatically when closed. 











2 DEADLOCK, The Streamlined Deadlock with 
the Big Bolt 
An extra turn of knob or 
key gives the latchbolt 
an extra throw and dead- 
80 SPRINGLATCH, Popular-Priced Pin-Tumbler 
Springlatch 
Operated by key outside jam 
The NameYALE 


Operated by key outside 
042 DEADLATCH, Extra Projection Gives Extra 
locks it so it cannot be 
and knob ipside. Latch- 


and knob inside. 
Protection 

pried open. 

bolt held back by stop. 
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excellent finish. 


en 4 SE ee ee 6’ 8’ 10’ 
File stock to the _ See oom 
; ba A Flat Chain Saw (2 rd. edges). . 8’ 


Note special spiral single 
cut in precisely right 
shearingangle and proper 
degree of fineness to com- 
bine fast cutting and 





EXAMPLE-Typical timber region files 


Nicholson Brand Pop. Sizes 
Special Crosscut (Saw) .... 7’ id 10 
| eer eee 8’ 10”’ on’ 
Mill Bastard (1 & 2rd. edges) . 6 8”’ 10’ 


Square Chain Saw ...... - 
. Round Chain Saw. ...... 8”’ 
APE : * Slim Taper (Triang.) .... . 5’’ 6 8’ , 
vs ar S Ou serve Ent. Bile Vapor. . 2... sos 5”’ 6”’ iad 
§ L Double Ext. Slim Taper ... . 5” _ ol . 


Loccers, pulpwood cutters, saw mills need saw files—lots of them and many 
kinds. Progressive hardwaremen located in the timber belts have found that they 
can boost their file sales very substantially by specializing on saw files and making 
known to the logging'and saw mill industries the fact they carry The 
right file for the job. The fast-rushing popularity of power-operated chain saws, 
for instance, has added a big new field for special types of files. (One—the new 
Nicholson Round Chain Saw File—is shown at the left.) In addition, the usual 
assortments of regular purpose files are carried for the general-user trade. 





What are the predominant file-using activities of your surroundings? Cultivate 
them. *Your hardware wholesaler will gladly help you study your territory and 
advise you conservatively on the stocks you need to make you “‘file headquarters” 
in your community. 


eSSo, NICHOLSON FILE CO. * 25 ACORN ST., PROVIDENCE 1, RHODE ISLAND ..4@.., 
U.S.A. 


(In Canada, Port Hope, Ont = y. 
one 


NICH 0 L$O % ... A FILE FOR EVERY PURPOSE 
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@ The uniformly high quality of AMERICAN 
WELDED and WELDLESS CHAIN is reflected in all 
AMERICAN CHAIN products. Shown here are 
ACCO Drop Forged Grab Hooks and Slip Hooks 
and a few of the many items your American 
Chain distributor either carries in stock or 
(O} can quickly get for you. 

In addition to these, a complete line of dog 
chains and farm chain assemblies is available 
through your American Chain distributor. 


Sell AMERICAN—the complete line of chain 
and chain products. 





York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CABLE 


YY In Business for Your Safety 
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Business Is Good, But 


Caution Is Desirable 


EADING the business news in today’s daily 
R newspapers and in some segments of the busi- 
ness press is like reading anew Grimm’s Fairy 
Tales—All is right, nothing’s wrong. Everybody is 
going to live happily forever and ever. We are ina 
boom. We are going to reach income levels never 
before obtained. 

Yet, if you can but tear your eyes for a moment 
from that beautiful dream structure and examine 
its foundations, you will find the underpinnings to 
be wobbly, termite infested and woefully inade- 
quate to support such a house. 

Repetition of this boom tune is beginning to lull 
many practical business men into a hypnotic twi- 
light wherein they begin to throw all normal busi- 
ness caution to the winds. Nothing could be more 
dangerous than to fall into that trap. 

Most signs at present point to continued good 
business for the balance of the year, with slowly 
rising costs and prices. But there are warning 
signs that demand caution. Installment credit, for 
example, is expanding at an uncomfortable rate. 
Too much of the present high level of activity 
comes from the bolstering of federal money poured 
into the economy, the largest and most unstable 
element being the cost of maintaining the cold war 
and the Marshall Plan. 

The tax situation today is in the most unhealthy 


Don't Make Loans To 


Persuasive Strangers 


ESPITE the fact that it would seem that every 

businessman would be alert to the dangers of 
cashing checks or making loans for strangers, 
the emergency-loan swindle is still being success- 
fully worked in the hardware trade. 

A manufacturer’s salesman in the East was re- 
cently taken for $40 by a stranger with a very 
persuasive approach and a very plausible tale. The 
stranger’s story was that he was a salesman for a 
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| fust Among Ourselves 


Informal Editorial Comments 


state this nation has ever experienced. Rising tax 
rates and unbalanced federal budgets in times of 
high business levels are warning signs that cannot 
be ignored. 

If all of today’s artificial stimulants were sud- 
denly removed, business activity would recede 
sharply. Of course, the Fair Deal does not intend 
to permit that. But history has shown too clearly 
that man has not yet learned to control his destiny, 
Mr. Keyserling to the contrary notwithstanding. 

It would be most unwise for any dealer to become 
blinded by these pretty pictures to the point where 
he becomes careless with his credit and collections. 
Certainly nothing will break a store’s back so 
quickly as overextended credit and a slight business 
recession. 

It would be most unwise to embark upon expan- 
sion programs except those based on solid, long 
term prospects. It would be dangerous for a dealer 
to become careless about stock control or turnover 
rates, or to fail to take action on slow moving 
merchandise, 

Mob psychology had much to do with the building 
of the 1929 crash. This same factor can again do 
great damage if you permit yourself to become 
blinded by the political blandishments of economic 
soothsayers who sacrifice the future for today. 
Certainly you want to take advantage of today’s 
opportunities for increased sales, but you must be 
ever on the alert to the possibility of sudden 
change. A little tinge of cynicism to today’s en- 
thusiasm would be a great insurance against to- 
morrow’s pitfalls. 


southern wholesaler (an actual wholesaler who han- 
dled the manufacturer’s products) and while driv- 
ing through town his car broke down. This neces- 
sitated his remaining in the city for a day or two 
while the car was being repaired. He asked for a 
loan of $40 to tide him over the unexpected ex- 
penses. The loan was made, and that was the last 
anyone saw of the persuasive stranger. 

This racket is not a new one. It isn’t even a 
variation. If you have access to a HARDWARE AGE 
issue of May 4, 1939, turn to page 43. There you 
will find a warning almost identical with this 
present one. The technique described in 1939 was 


_ 





amazingly similar to this latest case, even to the 
use of a wholesaler’s name. 

For the businessman who wants to avoid being 
cheated, there can be only one rule . . . don’t lend 
money or cash checks for any stranger, no matter 
how authentic he may appear, until you have veri- 
fied his identity. If he claims to represent a whole- 
saler, check the wholesaler. A small phone charge 


A Salesman’s Time Is 
Worth Money to You 


OME wholesalers’ salesmen complain that they 
must wait unreasonably long periods to see the 
proprietors or buyers of retail hardware stores, 
despite the fact that the dealer may be merely pass- 
ing the time of day with an acquaintance. As one 
salesman puts it, “dealers should be more consider- 
ate of a salesman’s time, because in the end it costs 
the dealer money.” This suggestion makes sense 
to us. 

There probably never was a gathering of hard- 
waremen at which the idea that the cost of dis- 
tribution must be reduced was not advanced. Yet 
when you attempt to nail down some suggestions, 
you find a dearth of concrete proposals. All too 
often the subject is just an interesting conversa- 
tion piece. 

However, here is a simple suggestion that will 
save time and money for wholesalers, who, if they 
are to reduce their selling costs, must have co- 
operation from their dealer-customers. The aver- 


Back Ordering Is 
An Urgent Problem 


N editor’s mail gives a good clue to what is 

bothering the trade. And judging from cur- 

rent comments from dealers, the subject of back 

ordering holds a very high position on their list 

of urgent problems. Feelings of many dealers 
are rather strong on this. 

The wholesaler most certainly has his own prob- 
lems; some very real and serious ones. But the 
growing number of complaints on the frequency 
and volume of back ordering commends itself to 
the wholesaler as requiring urgent attention. 

Back ordering has many facets. It can seriously 


Random Thoughts 


N editorial feature of a magazine devoted to 
chain store selling carries the headline 
“They’re Using Newspaper Ads, Sharper Windows 
and Gimmicks to Bring More Traffic Into the 
Store.” That’s certainly sensible procedure. And it 
doesn’t sound at all like the mysterious voodoo 
tulisman which so many independent dealers seem 
to think the chain stores use to bring in business. 
You'll find that same theme in many of the feature 
articles in this issue, in articles that tell how hard- 
ware dealers are successfully applying those same 
ideas to their business. What are you doing? 
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may save many times its cost. If the stranger is 
honest, he won’t object to being checked. If he’s a 
fraud, you’ll be saving yourself money. 

Be particularly on the alert for a man about 48 
to 50 years of age, with a dark complexion, well 
dressed and an engaging speaker, who claims to 
represent a southern wholesaler. This is the man 
who worked the swindle in the East recently. 


age dealer could well afford to be ready for the 
wholesaler’s salesman when he comes, which in 
many instances is on a regular schedule. 

To the wholesaler, whose salesmen do not follow a 
regular routine, we would suggest that they try it 
out. Some wholesalers have written friendly letters 
to dealers pointing out the extent to which costs 
are increased all along the line when a salesman’s 
time is wasted, costs which must eventually be 
passed back to the dealer. In many wholesale 
houses, salesmen’s remuneration is the largest 
single factor in overhead expenses. 

The wasting of a salesman’s time takes many 
forms. Often it involves doubling back because the 
dealer says, over his shoulder, “Come back later 
today, I’m busy.” Sometimes it is a matter of 
making the salesman cool his heels for hours be- 
fore getting attention. Wholesaler’s who have their 
dealers informed of the approximate hour and ex- 
act day the salesman will call seem to have pretty 
much of an answer to the unnecessary practice of 
doubling back. 

Think of the other fellow’s time, it will save you 
money in the long run. 


disturb carefully built up dealer-wholesaler re- 
lationships. It imposes added costs on the whole- 
saler’s operations. It tends to encourage direct 
buying. 

One dealer tells of some seasonal merchandise 
that was back ordered. Rather than risk missing 
the seasonal sales, he succeeded in obtaining a 
supply by a direct purchase before the wholesaler 
shipped the back ordered merchandise. Another 
dealer had the experience of a back order on some 
merchandise featured in a seasonal consumer cata- 
log. The degree of back ordering varies, but one 
dealer reports a recent order with 20 pct of the 
merchandise back ordered. In many cases there 
are no doubt reasonable causes for the back or- 
dering, but the entire problem deserves discussion 
and attention. 


Lamson & Sessions new quick bolt pricing system 
(see page 13) looks like the answer to a perennial 
dealer headache. This, following Armstrong Bros. 
Tool adoption of net pricing on its lines of tool 
holders mark two important steps toward simplified 
pricing. Who will be next? 

The competitive ironing demonstration used to 
introduce Universal’s Stroke-Sav-r iron was dra- 
matic enough to keep a group of rather cynical 
members of the press awake throughout the pitch, 
which is quite an accomplishment. If you get a 
chance to visit Darien, Conn., be sure to stop in 
Ed Norvell’s new store. Housed in a 200-year old 
building, its a stimulating combination of the old 
and new. 
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IS YOUR STORE 
USING THIS 
" TOLPROFITS® 







*A prominently located 
key cutting service 
attracts customers and 
builds store traffic. 


Thousands of hardware dealers have unlocked the door 
to extraordinary profits! Any of these ILCO key cutting 
machines will “pay off” by turning blanks into vitally 
needed keys in a jiffy . . . at an extraordinary profit 
margin. 


ILCO key cutting machines take very little bench space 
».. cost little to own .. . will pay their way from the 
Start... are guaranteed 100% against defective materials 
or workmanship. 


There’s an ILCO model to fit your particular needs. Get 
in touch with your ILCO distributor today or write us 
for full information and prices . . . easy payment terms 
++. generous “trade-in” allowance! 





ery 


| LC0 INDEPENDENT LOCK COMPANY 


FITCHBURG @© MASSACHUSETTS 





The new ILCO DUPLIMATIC cuts 
any cylinder type key avtomati- 
cally. Starts when you press lever 





builder in your store. 
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. « « Stops automatically after two 
passes of cutter, first and finishing cuts com- New PADLOCK CATALOG | 
pleted in 20 seconds. Can be used for manual and 


duplication if desired. Machine (only) requires “GUIDE TO SELECTION” .™. 
but 10”x6” bench space: Fascinating avto- a@ new invaluable aid to re- 
matic action makes this model highly profitable tailers for increasing padlock 


for general key cutting business and as a traffic sales. Send for your copies now. 







The ILCO Improved 
DUPLEX is always ready 
for cutting cylinder or flat 
steel keys and lever cuts on 
bitted keys. Will also cut automobile keys by code 
or number by means of depth keys and codes 
(extra equipment). Features include—more rugged 
carriage spindle . . . improved key guide adjust- 
ment . . . pivoted, sturdy key gauge . . . V-type 
drive pulley and belt. Ball bearing operation. 


The ILCO Improved 

AMERICAN cuts cylinder and 
flat steel keys. Automobile keys cut from code or 
number by means of depth keys and codes (extra 
equipment). Newly engineered features—improved 
key gauge . . . accurate adjustable key guide . . 
new heavy carriage spindle . . . new “V” type 
pulley. The AMERICAN is indispensable in busy 
shops to cut one type of key or as the only ma- 
chine in a store where time permits changing from 
cylinder to flat key type cutters. Bronze bearings. 
Automatic carriage stop and reversible block for 
handling narrow, special type keys. 


The ILCO Improved 
MINUTE is the first choice 
by hardware dealers and professional locksmiths. 
Cuts cylinder keys, flat steel keys (both side and 
end cuts) and bit keys (all pass, lever and ward 
cuts) without changeovers or adjustments and with- 
out once removing the key or blank from the 
clamps. Cuts automobile keys by code or number 
by means of depth keys and codes (extra equip- 
ment). Duplicates practically any type key in 
general use in less than 60 seconds. Improvements 
make this machine extremely accurate . . . always 
popular because of its versatile performance. 





















Congress Postpones Co-Op Tax 
Proposals Until 1951—Maybe 


Despite the slam-bang campaign staged by 
businessmen this year for taxation of co-ops, 
congressional leaders have decided to put the 
proposal on ice—until next year. 

This decision was emphasized recently when 
the House Ways and Means Committee voted to 
continue the tax-free privilege enjoyed by the 
co-ops. The committee did, however, agree to 
make co-op dividends and rebates subject to a 
10 pet federal withholding tax. 

Representative Robert L. Doughton, D., N. C., 
chairman of the tax-writing House committee, is 
being severely criticized by business organiza- 
tions as a result of his recent crack at Garner 
M. Lester, president of the National Tax 
Equality Association. 

When Lester accused the Ways and Means 
Committee of “playing politics’ in the co-op 
fight, Doughton replied irritably: 

“T haven’t got time to argue with a fool or a 
crank. He doesn’t know what he’s talking 
about.” 


OUTLOOK. A Republican majority in 
the House next January could result in 
action on co-op tax bills. Democratic 

e leadership continues to duck any sug- 
gestion that it tap this rich source of 
revenue. Even the withholding tax 
amendment (referred to above) hasn’t 
even a 50-50 chance during this session 
of Congress. 


Law Makers Still Promise Aid 
To Business—But No Delivery 


A grain of salt is the best seasoning for all 
those lush promises to small business you're 
hearing from Congress. 

Senate and House leaders are knocking them- 
selves out with pledges of government-guaran- 
teed loans. lower taxes, and “free” (government 
subsidized) research for small business, but so 
far beve foiled to deliver 
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Were 
NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


Public hearings on these proposals got under 
way in the Senate on June 12, and probably will 
continue for another week or two. At present, 
there’s no indication that the hearings will result 
in anything more than personal publicity for the 
congressmen involved. 


OUTLOOK. Don’t count on too many 
pro-business bills getting through Con- 
gress at this late stage. Time is run- 
ning short, and most members will balk 

# at the idea of staying in session much 
beyond August 1. A few more weeks will 
find the law-makers in a mood to whoop 
through a mess of appropriations bills 
and jettison all others. Promises can 
wait; election campaigns can’t. 


Census Shows Hdwe. Expansion 
Outdistancing Other Trades 


Additional details now emerging from the 1948 
Business Census indicate that the hardware 
business has expanded at a much greater rate— 
in sales volume, employment, and number of 
stores—than retailing as a whole. 

As previously reported, compared with 1939, 
retailing in general has tripled in dollar volume 
of sales although there was no change in the 
number of establishments and employment rose 
by 50 per cent. In the hardware field, sales 
quadrupled, the number of stores rose by more 
than 15 pct, and the employment doubled. 

For comparison, specific figures follow (1939 
statistics in parenthesis). Retailing: establish- 
ments, 1,769,993 (1,770,335); sales volume, 
$130 billion ($42 billion); and employment, 

927,800 (4,821,800). Hardware:  establish- 
ments, 34,681 (29,147) ; sales volume, $2,479 mil- 
lion ($629 million); and employment, 113,100 
(58,000). 


OUTLOOK. Privately, officials see no 
reason for any immediate shift in pat- 
tern and look for a good retail year. 


(Continued on page 115) 
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New ARISTO-MAT p!////))jjy, ‘ 


Display Merchandiser em 


WILL TRIPLE BN 
YOUR PROFITS 5 








Now...get more ARISTO-MAT sales with 
the new PD-1 display merchandiser. Stur- 
dily constructed of steel, takes up only a 
few inches of counter space, and packs a 
“Giant Wallop” in “EYE CATCHING 
BUY APPEAL.” ARISTO-MATS are 
used by millions of housewives from 
coast to coast, on STOVE TOPS, 
table tops and under electrical 
appliances; to protect fine sur- 

faces from heat, scratches, spilled foods, 
knicks, chips and stains. ARISTO- 
MATS are available in a wide selection 


of patterns and sizes, in a price range FREE TRIPLE PROFIT 



































to fit every pocketbook. MERCHANDISER 3S5 DEAL 
With 1 dozen fast selling assorted Aristo-Mats, 
Pre-sold through NATIONAL ADVERTISING which contains the 17 inch by 19 inch size only. 
on a full 12 month schedule in... YOUR | FAIR TRADE YOuR 
COST RETAIL PRICE PROFIT 
@ Better Homes & Gardens 
eo House & Garden Y%, Doz. 401 FLORAL QUEEN $4.66 $7.16 $2.50 
© House Beautiful Ys Doz. 1010 CANDY STRIPE 2.67 4.00 1.33 
@ American Home 
re © Good Housekeeping Ys Doz. 1200 Chrome Master 5.12 7.92 2.80 
© Lodies’ Home Joorne! $12.45 | $19.08 $6.63 








@ McCall’s © Parents’ Fair trade prices, Chrome Master $1.98 


Floral Queen $1.79, Candy Stripe $1.00 
Slightly higher in states west of the Rockies. 













a by > 
Good Housekeeping / > 
Stor 10 Po ANTE 















45 ove 





. 


‘|. f- PHOENIX TABLE MAT COMPANY 


- 





1315 West Congress Street ¢ Chicago 7, Illinois 
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Ejecto Water System 


The F. E. Myers & Bro. Co., 
Ashland, Ohio, offers the Deep- 
lift Ejecto water system, illus- 





trated, and the centrifugal 
pumps. Ejecto units are fur- 
nished in 114, 2 and 3 h.p. sizes. 
Features include: flow of water 
automatically divided in the 
separation chamber so water 
supply pumped by the lower im- 
pellers to ejector nozzle is main- 
tained at required pressure 
from 80 to 150 Ibs. Said to be 
ideal for crooked wells. Requires 
no well pit. For lifts from 100 
to 300 ft. For wells 3 in. di- 
ameter and up. Equipped with 
single phase of three phase 
motor. Centrifugal pumps are 
horizontal, single suction single 
stage type with enclosed im- 
pellers. General duty pumps are 
built in three types; motor 
mounted, or close coupled, direct 
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Whats New 


In Hardware Merchandise 


connected with base plate and 
coupling and belt driven models. 
Furnished, standard fitted all 
bronze or all iron in high or low 
head models at speeds of 3500 
RPM and 1750 RPM. For pump- 
ing 10 to 600 GPM against total 
heads up to 280 ft. at tempera- 
tures up to 220 deg. F. 


Mirro Treasure Chest 


Aluminum Goods Mfg. Co.., 
Manitowoc, Wis., offers a new 
Mirro Treasure Chest set which 
includes 15 basic Mirro utensils 
and the 304 page Mirro cook 
book. Blue and white gift chest 
is ideal for special occasions as 
weddings, showers, etc. Retails 
at $19.75 in the East and $21.65 
in the West. 


Re-Designed ‘Rifles 

Savage Arms Corp., 86 Broad- 
way, Chicopee Falls, Mass., of- 
fers two re-designed bolt action 
repeating rifles, model 340, il- 
lustrated and 342 .22 Hornet 
caliber. Former replaces the 
Stevens 325 and the 342 replaces 
the Stevens 322. Retail price of 
$42.95 is being maintained. No 
changes have been made in the 
original design but new features 
include an improved bolt handle, 


re-designed one-piece stock of 
walnut and Dockendorff ramp 


front and dise elevator rear 
sight equipment. 


Self Tapping Screw Sockets 
J. H. Williams & Co., 400 Vul- 


can St., Buffalo 7, N. Y., with 
the aid of the Carboloy Co., Inc., 





has developed a line of impact 
Supersockets for driving case- 
hardened, self-tapping screws 
with power tools of all types. 
May be used with hand drivers. 
Screw drive opening is formed 
of solid Carboloy which is per- 
manently inserted into a hard- 
ened steel blank. Two sockets 
available in 14 in. sq. drive with 
'4 and 5/16 in. nominal hexagon 
openings. Satin nickel finish. 


Crosley 14-Inch TV 

Crosley Division, Avco Mfg. 
Corp., Cincinnati, Ohio, has de- 
signed a table model television 
set with a 14 in. rectangular pic- 
ture tube, to retail for $199.95. 
Model 10-428, retains wide-angle 
viewing with proscenium arch 
type screen. Has polished ma- 
hogany plastic cabinet, front of 
which creates the effect of being 
all picture. Incorporates auto- 
matic built-in antenna and the 
black ultra-lite tube. 
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Latest Information on New Products 


And Services for the Hardware Dealer 


Luminous Fishing Floats 


Houston Fishing Tackle Co., 
Houston, Tex., offers Firetop 
fishing floats which glow in 
semi - darkness. Available are 
perch and crappie bobbers and 
four sizes of Firetop popping 
floats. Floats are finished with 
a daylight fluorescent coating 
called Firelacquer. Tops with 
fire-orange lacquer and bottoms 
with green. Both coatings said 
to be virtually fade-proof and 
non - absorbent. Available in 
boxes or on red and black mer- 
chandise cards. 


Circle H Bike 


Hedstrom-Union Co., Fitch- 
burg, Mass., offers the Circle H 
bike. Has a rifle and scabbard, 








dispatch case, saddle bags, rub- 
ber grips with streamers and 
western decorations. Wheels in 
black or tan are 14 in. Equipped 
with outrigger. 


Narrow Stile Door Locks 


Adams-Rite Mfg. Co., 540 W. 
Chevy Chase Drive, Glendale 4, 
Cal., has added to its line of 
locks for narrow stile doors, the 
cylinder deadlock series with 
extra narrow backset of 13/16 
in. for use on glass door stiles 
measuring 15% in. Locks, which 
take any standard cylinders, 
may be master keyed to indi- 
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vidual job. Sizes range from 
13/16 in. backset and 1% in. 
deep to 134 in. backset and 2% 
in. deep. Available with %4 in. 
diameter pin tumbler cylinder 


44 Bor 


with 15/16 in. backset. Con- 
struction, steel and brass. An- 
other series of deadlocks avail- 
able for top or bottom channel 
of tempered glass doors. Four 
sizes available with single or 
double bolts. Handle operates 
bolts in sequence and cylinders 
lock and handle. Largest is 
115/16 in. high by 113/32 in. 
wide. 





Neoprene Coat 


A. J. Tower Co., Vernon and 
Simmons Sts., Boston 20, Mass., 
offers a line of garments made 
of fish brand Neoprene. Made of 
strong impregnated fabric, after 
which they are coated with Neo- 
prene Latex. All seams strongly 





stitched before waterproofing. 

Maker says temperature changes 

have no appreciable effect on 
(Continued on page 118) 





New Displays and Other 
Dealer Sales Helps 


The Lamson & Sessions 
Co., 1971 West 85th St., 
Cleveland 2, Ohio, has de- 
vised a quick bolt pricing 
system for dealers in its 
Ready-Reference Cards, 
covering carriage, ma- 
chine, and lag bolts. Dealer 
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merely checks the proper 
discount column to find the 
suggested retail] selling 
price for piece-by-piece or 
less than package sales. 
Suggested 100 pet markup 
has already been applied to 
provide approximately 50 
pet profit. If cost price 
discount falls between any 
two discounts shown the 
lesser one is used to give 
slightly more than 50 pet 
profit. Discounts shown 
range from 15 to 50 pet of 
base list and suggested re- 
tail prices are given in 
cents, each. Several lengths 


(Continued on page 134) 
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Business Indicators 
Approach Postwar High; 
Rising Costs a Threat 

How far is up? This is a 
question which is occurring to 
businessmen as they look at to- 
day’s business barometers, prac- 
tically all of which indicate ex- 
cellent business for the immedi- 
ate future. 

At this writing many major 
lines are at all-time peaks. Over- 
all industrial production ap- 
proaches the post-war high of 
1948. 

Home building and automo- 
bile-making continue at unprece- 
dented rates and there isn’t the 
slightest sign of any weakening 
in these two fields which have 
such controlling effect on the 
economy. 

No slackening has been noted 
in the public’s demand for homes 
or cars, although real estate 
leaders are giving much consid- 
eration to the effect of the higher 
price tags they will have to tack 
on new homes as the result of 
greatly increased costs of build- 
ing materials. 

The price situation is one 
which bears watching. A resis- 
tance of the buying public to still 
higher prices could quite easily 
tip the scales and start a sales 
decline. 

The demand continues strong 
for all home equipment lines, al- 
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Industrial production up—so are manu- 


facturers’ 


inventories . . 


. Wholesale 


prices rose in May ... Consumer prices 


down 1%, over past year... Metals rise 


though a spottiness is evident in 
major appliances. 

Soft lines have been getting a 
bigger part of the consumer dol- 
lar lately but there is such an ex- 
panded market for the furnish- 
ing, hardware, plumbing and 
other necessities of new homes 
that the hardware dealer’s fu- 
ture will be determined largely 
by his own sales efforts. 





Business Activity 


April business generally 
showed little change, on a 
seasonally adjusted basis, 
from the preceding month, 
according to the Index of 
Business Activity of the 
Guaranty Trust Co. of 
New York. The index ad- 
vanced only four fractional 
points. In the previous 
month it went up 13 points. 





Nickel, Other Metals 
Show Price Advances 


Nickel led non-ferrous metals 
in recent price advances. The 
price of this metal was advanced 
8 cents per pound by Interna- 
tional Nickel Co. The increase, 
to 48 cents per pound, represents 
the first change since July 22 
1948, when the price was raised 
from 34 cents per pound. 

Other metals which rose in 
price recently include zinc, alu- 
minum, copper, brass and bronze. 


April Hardware Sales 
Declined Just 1°, 


Hardware sales for the month 
of April are estimated at $162,- 
000,000, which represents a de- 
crease of 1.2 pet from March 
sales, which were estimated by 
the Dept. of Commerce at $164 
million. 

Total retail hardware sales for 
the first four months of this year 
totaled $661 million, as compared 
to $714 for 1949—a decrease of 
7.6 pet. 

The estimated monthly sales 
follow: 


(000,000 omitted) 
1950 1949 1948 











(er $185 $163 
ee 168 181 151 
Mar. . 164 171 186 
April. 162 177 218 

Total—4 mo. 66! 714 718 
May . ; 183 218 
JUNO ..... 177 221 
July ... 177 203 
Aug. ...... 165 198 
Shree 168 205 
Oct. .. 166 205 
ewe 165 194 
Dec. . 173 248 

TOTALS . $2,088 $2,410 


Source—U. S. Dept. of Commerce. 





Wholesale Price Levels 
Higher Last Month 


The Federal Reserve Board 
found that the general level of 
wholesale prices rose about 2.5 


(Continued on page 170) 
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What'll you have? 


SALES SPACE? {i> WASTE SPACE? 


Additional two feet 
must be allowed at sides 
and front for access to rack. 


“ACHines, 
PPL ances 





HE new SerVomatic — only counter display in 
V-Belt merchandising — means actual dollars in 
your pocket. Here’s proof: 





Display up to 60 V-Belts in less space than a cash re- 
gister takes—only 11 sq. ft. of counter or shelf for a 
whole V-Belt Sales Department! Compare that with 
average V-Belt floor racks. 


No excess service area is needed. You free valuable 
space for related items like tools, lawn mowers, etc. 
instead of wasting it. 


AND the plus value of Goodyear assortments that 
handle more of your customer’s needs means more 


sales. “4 Jae — 
i? Pl rT . . a l7~ 
Goodyear’s ALL-NEW V-Belt merchandising aids : ee 4 





make selection so simple that your customers them-  nttiang 

selves handle your sales for you. They choose the Sede of Gee eatin bitte 69 Genitend ¥-Bom. 

right belt, pick it from the handy SerVomatic. All Note how Goodyear's SerVomatic takes only 1% 

you do is ring up the sale—and the profit. sq. ft. of counter space — ordinary rack needs 
14 sq. ft. of floor area for service space, cutting 

Get the full story now by mailing the coupon below. down display and sales areas in your store. 


Or write Goodyear, Akron 16, Ohio. 


GOODFYEAR 


THE GREATEST NAME IN RUBBER 


} j 
Eos ig = ie tod 


led eek S B 


Tue GoopYEAR TiRE & RuBBER Company, INnc., Dept. 742C, Akron 16, Ohio 


Please send me full information about the new SerVomatic and the rest of your V-Belt story. 
I am a dealer ( ) a jobber ( ) 














Name. 
Firm name My title 
Street address City and State 








SerVomatic—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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These New Pumps Will Mean Greater Profits For 
Delco Water Systems Dealers 





The new Delco-Jet “Convertible” is a revolutionary new 
pump with many important new features—features that give it 
extra dependability, extra ease in servic- 
ing and extra economy in operation. 
Now, with the addition of this new line 
of “Convertibles” — Delco Dealers can 
serve every domestic water system need! 


For information about the Delco Water Systems franchise, write to: 


DELCO APPLIANCE DIVISION 


General Motors Corporation, Dept. HA-6, Rochester 1, N. Y. 





Also facturers of aut tic Delco-Heat for homes — 
fractional horsepower electric motors—electric automobile clocks 
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Shallow Well — Convertible to Deep! 


In case of falling water table after installation, the Delco- 
Jet “Convertibles” can be economically modified to 
pump water from lower levels. And Delco Water Systems 


dealers needn’t stock separate pumps for deep 


and 


shallow wells—just the new Delco-Jet “Convertibles” 


which may, with adapters, be installed for either. 





No Belts...No Pulleys...No Wheels! 


Pumps— Famous Delco-designed impeller 
and volute for greater efficiency—internal air 
separator to prevent loss of prime. Rotary seal 
protects against leakage. Pump close-coupled 
to motor—impeller fastens directly to motor 
shaft. Diaphragm-type regulating valve stream- 
lines flow of water. Pebble trap in double pipe 
jet assemblies keeps dirt from jet and nozzle 





Motors—Delco Rigidframe, 115 or 230 v., 
60 cycle. Condensor start. Lifetime lubricated 
ball bearings. Automatic overload protection 
Motor and all moving parts of pump assembled 
as unit—removable without disturbing pipes 
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—to create new 
customers for you 


Want us to send YOU inquiries we receive 
from folks in your neighborhood? 

Here’s the story: Every month we adver- 
tise our “Wizards with Wood” — Firzite, 
Satinlac and Weldwood Glue—in over 20 
magazines like those illustrated. These 
magazines are read by over 10 million 
people. Many write us for dealer’s name... 
and more information. 

Here’s where you come in. We refer 
these local inquiries to dealers like yourself 
— providing you're registered with 
us. All you have to do is mail the 
coupon below. 


Tames that wild grain 

Fl RZ | T in fir. As an under seal 

it tightly seals the pores 

.. Virtually prevents grain rise and check- 

ing . . . readies the surface smooth for 

paint, stain or enamel. For blond, pickled 

wiped or tinted effects on all woods, rec- 

ommend WHITE FIRZITE. (In_ pints, 
quarts, gallons) 


SATINLA The modern 
trend is for nat- 
ural wood fin- 

ishes. SATINLAC brings out and pre- 
serves natural grain and beauty of any 
plywood or solid wood. Avoids that 
“built-up” look — will not turn yellow or 
darken with age. “Water-white”, easy to 
brush or spray; dries ready for next coat 
in 3 or 4 hours. (In pints, quarts, gallons) 


WELDWOOD GLUE 


To make things or fix things, recommend 
Weldwood Glue—America’s largest sell- 
ing glue, for all wood-to-wood bonds. 
Mixes easily with water. Stain-free, rot 
proof, highly water-resistant! /5¢, 35¢, 
65¢, 95¢ and larger sizes. 


Every foot of fir ply- 
wood sold—(over 40 
million feet per week!) 
— means business for 
FIRZITE. And there 
are similar fine sales possibilities 
for Satinlac and Weldwood Glue. 
Don’t lose customers—carry all 
3 in stock! 











ee ae ee ae ee ee ee es oe oe oe ~ 
re , : | UNITED STATES PLYWOOD CORPORATION | 
Display panels o-* litho | Dept. 66, 55 West 44th Street, New York 18, N. Y. | 
displays . . . metal signs We auer te ctedn 
. 1] these . . . Newspaper ad mats.. | (J Weldwood Glue CO Firzite DC Satinlac 
wit folders, we go all out to | Glad to have you refer your od inquiries to us. | 
0 ‘a | 0 We are interested in Firzite, Satinlac and Weldwood t 
help you—the dealer—tie in Glue. Please send full information free. | 
to our national ad pro- — 

, gram. Mail coupon for full 1 didi 

information. 1 ae 
ey | | Jobber’s Name ee | 
few eee eee Gm me Ge Ge Ge ee ee ee ee ee ee ee ee ee ee oe a 
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Your industry’s one and only meeting on 
a national basis in this all-important 
year is the 13th National Housewares 
and Home Appliance Exhibit at Atlantic 
City. There, under one roof, you will 
find the latest output of more than 500 
of the country’s foremost Housewares 
and Appliance manufacturers—all wait- 
ing with new products, new merchandis- 
ing ideas and new display techniques. 
There is no more efficient nor more 
economical way to cover these two huge 
industries. 











NATIONAL 
HOUSEWARES 
and HOME APPLIANCE | nosr 


IN OU 


MANUFACTURERS | ‘isi 
EXHIBIT s,- 


ALL-N 
PLATED 








JUL y 10 “ 16 (Monday thru Friday) 
ATLANTIC CITY AUDITORIUM 


Atlantic City, N. J. 








* 
NATIONAL HOUSEWARES MANUFACTURERS ASSOCIATION (Gill | 
(Incorporated Not For Profit) f 
1140 Merchandise Mart ° Chicago 54, Illinois ° Phone: DELaware 7-8585 a UG 
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MOST SPECTACULAR SELLER 
IN OUR HISTORY 


‘ALSTEEL’ 
Mouse “rape 


SELF SETTING 
ALL-NICKEL 
PLATED TRAP « 













(Gill Metal Products Co. 
. f arEnga, Ninos 


5, 1950 [W YORK OFFICE: 17 East 42nd St., MUrray Hill 7-8952 
HICAGO OFFICE: 122 S$. Michigan Ave., HArrison 7-1677 











YOUR SOLDER SALES GO UP 


...when you stock Federated solders. 





There’s no trick to it. The products are the best... they are 


nationally advertised... customers know them. like them. and 


ask for them. 


Federated Acid Core and Solid Wire Solders ... other solders, 
too... are available in all commercial sizes and compositions. 


Packed on metal spools in colorful boxes. 


Sedtudac Meals Owiion 


American Smelting and Refining Company, 120 Broadway, New York 5, New York 
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CRESCENT 
N° 282 PINCER 


NEW IN PERFORMANCE. New in quality. While known as 
a Carpenter’s Pincer, No. 282 is a very versatile tool 


CUTS WIRE NAILS, ETC. 







for any professional or amateur mechanic. Cutting 
edges are keen and leverage is ample for easy cutting. 
In addition to the uses illustrated opposite, No. 282 
has a screwdriver point on one handle. Traditional 
Crescent quality. Polished jaws, parkerized handles. 
Three sizes, 6, 8 and 10 inch. Order from your jobber. 





f CRESCENT TOOL COMPANY PULLS TACKS 


{ 
Jamestown, N. Y. 


CRESCENT TOOLS) 





“Crescent” is our trade-mark, registered 
in the United States and abroad, for 
wrenches and other tools. Sold by lead- 
ing distributors and retailers everywhere 
and made only by Crescent Tool Com- 
pany, Jamestown, N.Y. 


Sign of the Artisan 
r Symbol f Crccllence 
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Complete, consistent and coordinated support 
means business for Lowe Brothers Dealers! 


Lowe Brothers’ complete, consistent and coordinated product-backing 
means bigger business and better profits for typical dealers like me! 


“NO SHOT IN THE DARK—when you take on Lowe Brothers! You 
know in advance what to expect by way of advertising, display and 
promotional helps that pull customers into the store. Lowe Brothers’ 
powerful, basic materials—such as signs, clocks, displays, color cards, 
literature, books, enclosures and cooperative advertising—all work 
together to build sales and profits. 


“AND THAT’S NOT ALL—Lowe Brothers doesn’t stop with just these 
fine basic support materials. They give you a steady flow of new 
ideas and materials for special traffic-building store promotions. They 
come up with complete packages like the PLAX COLOR CARNIVAL 
that are already proved as traffic and sales producers. 

“This great paint merchandising plan, featuring Plax, the universal 

finish for all enameling, includes everything from ads in your local 
paper and special mailing pieces—to streamers, displays, pennants, 
a special Plax demonstration and free samples! 
“HERE’S THE COMBINATION THAT COoUNTS—A powerful, basic pro- 
gram of product-backing—spiced regularly with special, paint-selling 
packages like the big PLAX COLOR CARNIVAL. This solid support 
moves Lowe Brothers quality-made products from shelf to consumer 
—faster, and more profitably! Write Lowe Brothers today for the 
complete information and agency particulars.” 


THE LOWE BROTHERS COMPANY e¢ DAYTON 2, OHIO 


Lowe Brothers 


PAINTS * VARNISHES 
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One typical product from Lowe 
Brothers Line Of Profit Leaders 


Universally Preferred 
for ALL Enameling! 


PLAX 


PLAX puts profit into your paint-selling picture 
in a big way. Many standout features make 
PLAX the universal finish for all enameling—¢ 
preferred, popular and very profitable produt 
for Lowe Brothers Dealers everywhere! 
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De-Moist 









ALREADY AMERICA’S 
FASTEST-SELLING 








Throughbut the hot and humid season, DE-MOIST’s intensive 
advertisibg will tell 60 million readers, over and over again, 
that dampness causes damage — and that DE-MOIST will dry 
up harmful dampness in closets — basement — pantry — and 
isocm other moisture-ridden places. 


EVERY USTOMER who reads a DE-MOIST ad is a prospect 
for several packages. Be ready to meet this demand — and 


DE-MOIST will prove one of the fastest-selling, most profit- 
able speGalties you’ve ever featured! 
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Heavy Newspaper 
Advertising in the 
50 Major Trading Areas! 
ORDER THIS FAST-SELLING ASSORTMENT 
FROM YOUR WHOLESALER 
Assortment #2646—in Colorful Counter Display 


Laas 
yseo Oca 


ip OY 


6 12-OZ. CLOSET SIZE 
(Fair Trade Retail Price $1.29 ea.).......... $7.74 


3 50-OZ. BASEMENT SIZE 





RETAIL SELLING PRICE 


retails af 


50-oz. Basement Size $4,95 


retails af 


12-oz. Closet Size $1.29 








PAIR TRADE PRICE PROTECTED (Fair Trade Retail Price $4.95 ea.)........... 14.85 
— 1 CARRY-HOME CARTON 
DE-MOIST IS ALSO AVAILABLE IN OPEN STOCK (Sell 3 Closet Size at a time!)..........0.. 3.87 


For Best Discount, order in Case Lots 





Total Retail Value... .. $26.46 








NO. SIZE PACK WEIGHT - PER CASE - ae ce Special Price 16.76 
D-12 12-0z. 1 doz. | 11 lbs. 15.48 1.2 ipping, 

ny “al YOUR PROFIT.... °9.70 
D-50 50-oz. Y2 doz. | 21 Ibs. 29.70 4.95 
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G. N. COUGHLAN CO., West Orange, N. J. * Manufacturers of “Chimney Sweep” and “Pantastic” 
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Here’s a new line of sandpaper tailor-made for your rapidly growing home 


workshop market... 


Packaged in sturdy, attractive packs . . . with just the right amount per pack to 
sell as a unit without breaking... 


Gives you a higher unit of sale and the simplified grit range: Fine, Medium, 





PRODUCTION PAPER 
DISCS iutmnoue 
Available in 5” and 6” diameter for use with portable 
disc sanders, electric drills, and flexible shafts. 3M’s 


exclusive universal centerhole fits any arbor from 
Y¥," to 1”. 5 discs to pack. 





Coarse, and Very Coarse, provides you with a minimum of stocking problems.. 





PRODUCTION PAPER 
FACE PLATE DISCS 
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Available in 8, 10, and 12 inch diameter for use 
stationary disc sanders and other home worksh 
tools which can be converted to face plate di 
sanding. 5 discs to pack. 





Other 3M Home Workshop items include—PRODUCTION CLOTH EVENRUN BAND} 
available in 3 sizes—'2 x Ya, % x %, and 1x1 inch, for use with man 
attachments on electric drills and drill presses—25 to box; REFILL ROLLS, availe 


| od 


Available in 2 
several standa 
2% x 9 inch s' 
Block. Both ; 


in 3 sizes—1! 


other sizes 11 
hand sanding 
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>r pack to 
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and pre-packaged sandpaper ¢ 


owner, contractor, farmer § | 


Gives your customers a complete line of industrial quality abrasive paper and 
cloth... 


Ask your 3M Distributor for complete information or write Dept. HR-650. 


tS 


MINNESOTA MINING & MANUFACTURING COMPANY 
900 Fauquier Street « St. Paul 6, Minnesota 









ee — of 
om ‘ ra , 


¢ 
"Iay, m= 





4 want 






4 


« 
Sty jf 
, t 


i see 






— & 








PRODUCTION PRODUCTION 
PAPER SHEETS CLOTH BELTS 


Available in the following sizes— 


wa 


Available in 2 sizes—32% x 9 inch sheets for use on 


Bay. 2 x 21 inches 3 x 24 inches 
several standard oscillating sanders and attachments; 21% x 215% inches 3 x 27 inches 
2% x 9 inch sheets for use with the new 3M Sanding 3 x 2334 inches 4Y, x 26 inches j 
Block. Both sizes packed 10 sheets to pack. For use on portable belt sanders. 5 belts to box. 


in 3 sizes—1' Yn, 1%, 1'%c inches for hand sanders—1!'/ inch size packed 20 to box, 
other sizes 10 to box; 3M SANDING BLOCKS—resilient rubber blocks for easier 
hand sanding—packed 6 to a counter display box. 












GET THIS COUNTER SALESMAN 


It's a real sales stimulator—and it’s avail- 
able without extra cost with the following 
blade assortment order: 

12 No. 1810 —10” 

12 No. 2410—10” 

12 No. 3210—10” 
















PLUMB 

















12 No. 2412—12” _ 
24 No. 1812—12” Suge 
. —Keeps 
° 
is well in hand _ 
— bets 
when you suggest ATKINS 
—Descri 
When you sell an Atkins ‘Silver Steel’ Hacksaw Blade, as al 
sure as sunrise your customer will be back for more of same! Sines | 






















Because he’s going to find out that metal can be cut easily— 
all it takes is a “Silver Steel’ Blade. The tough, milled teeth 
of an Atkins take quick, deep bites at every stroke. Made 
of the world’s finest saw steel, Atkins keep their edge long 








No. 2412 
noi8iz NONIZ MI 
yo 1010 no 200 ea peor nT a) 


40°: 18T 10° 24T 





Fifteen f 










after most other blades have been worn out and discarded. permane 
They'll cut some metals that ordinary blades won't even bionde fi 
touch! That's the sort of performance that makes for satis- eg 
fied customers —the kind who come back again and again by I wi 
—not only for more Atkins “Silver Steel” Blades, but for complem 







other hardware needs. Clinch your share of this “bonus” 
business. Get your order in to your Atkins Jobber now. 


CHner Chel’ SAWS 


E. C. ATKINS AND COMPANY 
Home Office and Factory: 410 S. Illinois St., Indianapolis 9, Ind. 
Branch Factory: Portiand, Ore. 

Knife Factory: Lancaster, New York 
Branch Offices: Atlant ° Chicag e New Orleans « New York 


tures. It j 
















“ATEIMS ALWATS AntAD™ 












MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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“SELL FILES THIS FAST MODERN WAY 



















You listen while the customer tries to describe the kind of 


BL ? ngs file he wants. Get out a box of files. Show the file, identify 
IT NOW TAKES it, tell him the price (you might have to look it up) and 
» 4 AT LEAST & size. Wait until he makes his decision, put the files away. | 
“| DISTINCT STEPS “sg. (Of course, if that wasn’t the type of file he wanted, you 
TO SELL A FILE of go through the whole process again.) 











PLUMB FILE DISPLAY BOARD 


—Suggests files to your customers 
—Keeps files permanently displayed 
—Gets those extra impulse sales 
—Describes files by type, size and price 


—Gives full information at a glance 








Fifteen fastest selling types of files are 
permanently mounted on a beautiful 
bionde finish hard wood board, 2' high 
by 1' wide. Its style and appearance 
complement the most expensive store fix- 


tures. It is built to last for years. 












5 amcae”® 


JOB 


90 a eT 


Philadelphia 37, Pa. 














Make this Universal Cool-Cooking Foursome the 
center of your summer appliance program 

and watch sales soar. Universal supplies the answer 
to every woman’s desire for relief from steamy 
kitchens and an easier, more pleasant way 


to prepare hot-weather meals. 


- Yl 


4 





Wixablead Universal's 2-speed 


puts new variety in summer foods and cooling 
drinks. The big 32-ounce glass container is ideal 
for satisfying milk shake lovers and the whole fam- 
ily will enjoy the hundreds of delicious fresh fruit 
drinks, cold soups and purees that can be prepared 
in an instant. Summer menus will prove easier and 
so delightful with Universal’s helpful Mixablend. 





28 | 
pare > 3. | HARDWARE AGE, JUNE 15, 1950 


pS eae ae tee Ses. ee ee a 





See LOOK ! 
on th 
Selling 

to 1! 

this po; 





HARDWAKF 








Beautiful Serving Tra 





eather Sales tor You 












boteemati 
ICED - COFFEE SERVICE 


Only $29.95 during June, July and August 


It will be the headliner of your summer 


sales because every woman will surely 
we 


want this fascinating Coffeematic combination. 


y — Light but large, 14” x 20” 
serving area. Surface of summery green Masonite with 
a charming fruit and leaf center patter 


hogany finish trim and handles. 


n. Rich ma- 


ated Iced-Coffee Glasses — SP4t- 
full 12 ounces with chip-resistant 
edges and heavily weighted bases, designed for iced- 
coffee serving. Beautifully hand-painted in pattern of 
cool green ivy leaves to match tray. 

I Coffeematic — Beautiful chrome finish w ith 
or-Selector .- _assures clear, strong brew 
ced-coffee. Completely automatic — 
1 Redi-Lite signals when cof- 


Eight Richly Decor 
kling crystalware, 


Universe 
exclusive Flav 
so important for i 
no watching, 9° waiting 
fee is ready to pour over ice. 











See L i 
OOK Magazine, August !st issue 
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Get the 
m Out of the Kitchen...into Your St 
r Store! 





on the newsstands July 18 


Selling Universal Cool-Cooking 
* 18,453,000 readers of 
this popular family magazine 


UNIVERSAL 
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PLAS-TEX HOUSEWARES CHECK LIST 


PATIO SET TISSUE DISPENSERS = ON HA STORE - IT 
PT-855 =a PT-400 PT-410 PT-965T 


ON HAND ‘ ON HAND ON HAND —HAMMERTONE TRAYS = ON HAND TILITY BOTTLES © ON HAND 
SHORTENING MEASURE —— POP-IT ICE TRAYS | ON HAN CUTLERY TRAY f . aaeece UTILITY B —— 
PT-800 ORDERED PT-820 PT-830 OrbeRED PT-840 ORDERED 7-862 SM6%''x4" ORDERED PT-888, PT-889 = GOroeReD 


ON HAND ON HAND ' ON HAND ON HAND ( 
MEASURING CUP SET > WASHBOARDETTE —— MEASURING PITCHER Se MILK PITCHER et BISCUIT & DONUT CUTTER 


PT-600 ORDERED ORDERED PT-895M RDER PT-895 ORDERED PT-750 ORDERED 


HORS D” OEUVRES TRAY ON HAND MUG, 1102. ON HAND — CAKE PLATE AND COVER ON HAND JELL MOLD ON HAN SUGAR BOWL, PT-887 CN HAND 


a ot et L——_| 
ORDERED CREAMER, PT-886 OrpbereD 


ORDERED PT-866 ORDERED PT-802 





ON HAND cuit g pepper set pt-890 ON HAND é ON HAND —20PC DINNER SET PT-874 ON HAND 
COCKTAIL SHAKER MEASURING SPOONS SUGAR PT-8908, FLOUR PT-8908 Py SEMI- DISPOSABLE PLATES ah D Plate PT-880, S.Plote PT-881 | = 


ON HAND 
a - ia } 
PT-894 ORDERED PT-100 ORDERED CHEESE PT-890€ ORDERED PT-870 ORDERED Cereal Bow! PT-884 ORDERED 


ON HAND ON HAND wn Hs CLOSPRAY 


SINK STRAINERS WASTEBASKET = (ON HAND BREAD BOX BABY LOU FEDING SET .975 ("TE 
PT-201, PT-206, PT-207 OroeRED PT-605 ORDERED PT-910 ORDERED =o ORDERED PT-905 


<< 


FUNNELS ON HANG JUICE BOTTLE «9 ON HAND —Parti-set_pt-873 = ON HAND picwic PLATE, CUP, TUMBLER = = HANDI-BAG = ON HAND 
| = PARTY PLATE PT-878 al fies —— | 
PT-775, PT-780, PT-785 Sepereo PT-844 ORDERED CUP PT-885 ORDERED PT-876,PT-885,PT-965 GroeReD PT-425 ORDERED 


j \ 
The famed line of Plas-Tex household, kitchen, patio, bor-b-q, gift ware §=(—>—“———— — "= Catalog sheets and price lists will be sent on request 
ond novelty items provides a wide range of bright standard colors. Many a 


ore also available in metallic plastics . . . including the new coppertone. ; 
<— — sinsenaiiasaviamea =. ; — —— > 


THE PLAS-TEX CORPORATION + 2525 MILITARY AVE., P.O. BOX F + LOS ANGELES 25, CALIF. 
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Immediate Delivery 
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“A GOOD 
DISPLAY BEATS 
AN EXTRA 
CLERK!” 


“TWO SALESMEN 
WITH EACH 
DOZEN!” 



















WITH 24-PIECE SET BONNIE 


This colorful little display stops the customer! 
And the Pantry-Pal itself is a self-seller. Available 
in two colors—your choice of beautiful irrides- 
cent pearl or Chinese red. Sturdy plastic, fits any 
drawer. Compact, space-saving. Two counter dis- 
play cards packed with each dozen Pantry-Pal 
trays. This display highlights the quality and 
economy of the new Bonnie pattern. A full profit 
for both jobber and dealer at the new low prices. 
Spot several sets around your store, and in the 
window ...they move fast! 




















Evvonmy s Beauty. im 


TONE Vevey 


BONNIE. 


V4 ews nro 
miearoet Fomrtree 















SELF-SELLER 
NO. 2! 


This dainty eye-catcher 
features an attractively 
boxed 24-piece set of 
“BONNIE, with teaspoon 
securely mounted on the 
display. You get one 
display card with each 
dozen sets. Requires very 
little space ...and sells 
merchandise! 




















The “BONNIE” pattern is a 
- S$ srett 
merchandising natural, natural STA ROLE WARE 






from the standpoint of beauty, 


price and quality. Customers can 







see and feel the difference over 


ordinary stainless steel. 





Graceful design, all 






surfaces mirror finished 


.. backed by the good-will 











and prestige attached to 
“IT CAN BE INEXPENSIVE WITHOUT LOOKING CHEAP” 
all Wallace patterns. 


Available in open stock \ | | ( | } I ) | lf ) l \ 
as well as sets. Ahi. | } } 4 ’ | 


Division of R. Wallace & Sons Mfg. Co. 
WALLINGFORD. CONNECTICUT 
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A NEW COLT .22 AUTOMATIC 
AT A NEW LOW PRICE! 











‘CHALLENGER 
L a, GE 


Caliber: .22 Long Rifle 


Here is a new Colt automatic that has everything the 
name “Colt” stands for—and at a price that will 
create new Colt customers for you by the thousands. 

The “Challenger” offers sport and fun aplenty. 
With rugged construction, fixed sights and a choice 


of 41% inch or 6 inch barrel, it is destined to become 


a favorite with sportsmen for camp or small game— Ask your jobber about the “Challenger” or 
write Colt’s Manufacturing Company, 31 Van 
a favorite with dealers for profit. Dyke Ave., Hartford 15, Connecticut, U. S. A. 


SPECIFICATIONS 








Ammunition: .22 Long Rifle cartridge, regular, high speed 
or high velocity. Magazine Capacity: 10 cartridges. 
Length of Barrel: 414 or 6 inches. Length Over All: 9 or 
101% inches. Weight: 30 and 32 oz. Sights: Fixed. Trigger: 
Grooved. Stock: Checkered Coltwood. Finish: Dual-tone 
blue, glareproofed. 


Caliber: .22 Long Rifle 
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NESCO 


Wuffalo Hunt 





wh 


SUPPLY THE DEMAND! 


Boys and girls will demand this new, popular western- 
style school lunch box! Mothers will eee these 
outstanding features: 


C) ACTION PACKED... . Brightly colored in Red, Yellow, Green, Brown! 
O OVAL SHAPE...... Plenty of room for extra large lunches! 

LY SNUG COVER...... Retains that just-packed freshness! 

A SEPARATE TRAY... . Ideal for packing pie, cake, cookies! 

L) TINNED INTERIOR. . . Sanitary, easy-to-clean, odor-proof! 

C) DOUBLE HANDLES. . . Extra sturdy, riveted to sides! 


Order NESCO “Buffalo Hunt"’ school lunch boxes 
NOW for your 1950 * Back-to-School” promotion! 


NATIONAL ENAMELING AND STAMPING COMPANY 
270 North 12th Street, Milwaukee 1, Wisconsin 


Sales Offices: 1430 Candler Bldg., Atlanta + 1166 Merchandise Mart, Chicago + 200 Fifth Ave., New York + Western Merchandise Mart, Son Francisco 
901 Ambassador Bidg., St. Louis 
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CYCLONE’S . 

EXCLUSIVE 
WELDED -? 
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that Cyclone’s Welded Selvage makes 


@ Builders and contractors who have used 
Cyclone “Red Tag” Hardware Cloth are con- 
vinced that it is the easiest material of its kind 
with which to work. 

Cyclone’s exclusive Welded Selvage makes 
some of the difference. This strong, flat, sym- 


metrical edge makes Cyclone Hardware Cloth , 


easier to cut square . . . easier to tack into a 
wooden frame... easier to weld to steel. Cyclone 
“Red Tag” Hardware Cloth lies flat .. . fits 
snugly under the molding. 

Straight, parallel wires and even mesh con- 
tribute to its workability and make the finished 
job better looking. And Cyclone’s method of 
galvanizing protects the mesh while adding life, 
rigidity and attractiveness to the cloth. 

Anyone who has used Cyclone Hardware 
Cloth doesn’t have to be shown these advan- 
tages. But keep them in mind to point out to 
new users. And never overlook the sales appeal 
of the familiar Cyclone “Red Tag” label... even 





new customers are quick to recognize it as a 
guide to quality for half a century. 


MESHES AND WIDTHS 


Cyclone Hardware Cloth is available in 2 x 2, 
3 x 3, 4.x 4, and 8 x 8 meshes. All meshes are 
furnished in 24, 30, 36, 42 and 48-inch widths. 
Cyclone also makes %” and %” mesh with 
woven selvage only. All Cyclone Hardware 
Cloth is made to comply with all requirements 
of Commercial Standard CS132-46 issued by the 
National Bureau of Standards of the U. S. De- 
partment of Commerce. 

If your stock is low on any of these meshes or 
widths, order from your jobber today. Cyclone 
Hardware Cloth is a fast mover all year around, 


CYCLONE FENCE DIVISION 


(American Steel & Wire Company) 
WAUKEGAN, ILLINOIS : BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


CYCLONE “fed jag” HARDWARE PRODUCTS 


HARDWARE CLOTH + INSECT WIRE SCREENING - LAWN FENCE - GATES - CATCH-ALL BASKETS - FLEXIBLE STEEL MATS 
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CUT SUMMER SALES SLUMP! 


Cunningham offers America’s greatest 
Sickle Bar Mower 
value! 


MODEL E \ 
erty 












4-Cycle, 
heavy-duty 
engine 















high speed 





sickle 


ESTABLISHED 1838 





CHECK THESE FEATURES 


Heavy duty parts for many long years 

of hard service. Powerful, easy-start- \s 
ing 1/%2 h.p. engine. Adjustable height q 
handle bars. Ratchet clutch for sharp 
turns and close accurate work. Big, 
sturdy frame .. . hard-tempered steel 
sickle bar. Case-hardened drive gears. 
Weighs only 175 Ibs. Heavy-duty rub- 
ber tires. Costs just pennies to use. 
Cuts a wide, even, 3-ft. swath. 


' James Cunningham Son & Co. 
Rochester 8, New York 


| Please send complete details on Cunningham Sickle 
| Bar Mower dealership opportunities. 


Ee eee ee 





DEALERS: Write for information today! 


City Zone State. .... 
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ALL-ALUMINUM SCREENS 


ror EASY SALES sano GREATER PROFITS 


ry 4 


ror WOOD 
WINDOWS 


No ladder needed— 
Reinforced by cross 
brace, screens can 
be hung or remov- 
ed from inside the 
house. Very light 
weight. Easily 
handled by Mrs. 
Housewife. 


et a he 








> ror METAL 
WINDOWS 


Attached with 
WING CLIPS (at 
no extra cost). Af- 
ter installation, no 
screwdriver needed 
to change or remove 
screen for windou 
washing. Flips off 
instantly. No loose 
screws to get lost. 


Because they are light in weight, they are easy 
to Handle — Demonstrate — Deliver. (Many 
customers will take them home in their own cars.) 


Made of rust-free aluminum and packaged in a 
handy carton. Do not deteriorate while in the 
warehouse. Take up minimum stockroom space, 
because carton of 10 screens is under 5” thick. 


Manufactured by modern methods—assembled 


on a production line — by people with a decade 
of experience in aluminum screens: Your Guar- 
antee for uniform top quality aud freedom from 
consumer complaints. 


All standard sizes for wood and metal windows 
available from stock — shortest delivery time on 
special orders. You can take all your screen prob- 
lems to Fabrico. 


Screens & Fabricated Metals Corp. 


DEPT. H, NORTH BERGEN, N. J. 








Why 


consumers 


go for 


FABRICO* 
ALL-ALUMINUM 


SCREENS 


"REGISTER APPLIED FOR 


IN ANY QUANTITY — IN ONE QUALITY — THE BEST! 


Light Weight. Screens are easily han- 
dled—quickly installed. 


Rolled Tubular Section. 18x14 mesh 
Alclad aluminum screening combines 
corrosion - resistance with maximum 
strength. Held at maximum tautness by 
specially-designed aluminum spline. Pre- 
cision engineered for maximum strength 
and rigidity. 


Uniform High Quality. 
Rugged Strength. 

Will Not Red-Rust. 

Need No Painting. No upkeep. 





Corner Locks give wedge-fit without 
corrosive effect or discoloration. 


fp" 


No Stains, no discoloration of walls, 
woodwork, draperies or blinds. 


Hardware Included—complete with 
rust-resisting hanging or attaching de- 


vices. Can be used also to 

hang storm windows. AVES 
WING CLIP for casement SS 
windows. a 
Protective — A glowing cigarette or 
windswept burning leaves will not harm 
the screen. 
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Lp) EXTRA LONG LIFE! 


TAKES SEVERE 
STRAIN! 


NOTED FOR 
TOUGHNESS ! 


<n Oberon Ore 
~ > 

3 7* Guaranteed by ~ 

——— Good Housekeeping 
A \S 


M \' 
Or AS apvenmistd WES 
















FOREIGN MATERIAL! 
For those 
extra sales... 


AND IT HAS THE 
GOOD HOUSEKEEPING 
> SEAL OF APPROVAL! 


LZUHAD 


Puritan Sash Cord is 
tops as a plow line, 
child's swing, tent 
or well rope. 


ty 
Write for additional literature and sales helps on the complete YS execu, 
Y, VE OF 
Puritan line which includes Puritan Maid, Eclipse and Planet Clothes C “heen an SRANCH py 
Line, Puritan, Regal, Kendale, Southgate and Magnolia Sash Cord. — Sse "MENS, Gtoperg 





PURITAN CORDAGE MILLS, Inc. (Manufacturers) Louisville 6, Kentucky 
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There's a Bright New Name 
On the Handle Horizon! 


Actually—it isn’t new! To thousands of business men all over America, the name 
“Fleischmann” has stood for highest quality products, backed by years of merchandising 


experience. 


Today, you'll find the name, “Fleischmann” on “Seasoned Hickory” Handles. 
As in the past, it stands for a financially strong company, a top quality product, and 


prices that are competitive. 


Drop us a line and let us send you samples so that you can compare for yourself. 


FLEISCHMANN HANDLE COMPANY 


Tower Building ° LExington 7290 . Baltimore, Md. 
Plant: Rocky Mount, Va. 
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Send garden hose sales soaring in your store by promoting the brand ‘ 
with proved selling power—Firestone Velon. No other name in plastic i 
garden hose says top quality so fast. And no other type of garden 

hose offers your customers such outstanding features. 

















e One-third lighter—easier handling for the whole family! 
e Easy to carry, easy to store! 

e Flexes to fingertouch control without kinking! 

af e Cleaner to use—resists dirt, grease and oil! 
wes. e Wears longer—Velon is weather resistant! 

e Looks attractive on lawn—Hunter green color. 
e Leak-free service; full-flow capacity — 
specially designed solid brass couplings. 


/ - 
bg? Za 
' d “We “ " S a ; 








Firestone WF wm, 


IA 7] 

— A Sregn Stuy "Ack 

» Jeli ep Aby Foy, ° HELp °D py 
f ste ’ Clo, A s.. 
Clon) vd Pac, - n08e tn ? 5 ~ Bus, : FOR 

erin. 4 ag bepind 5 NESs 

d e ° : a le 
2 ¥ 


PLASTIC 
GARDEN 







*Trademark 





When ordering your garden hose, include your order for Firestone Velon screening in aluminum grey, forest green, bronze brown, all standard widths. 
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also bulb and fuse tester 





HANDY... ATTRACTIVE 
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PLUGS INTO ANY WALL SOCKET 





This attractive light is a safety measure in the 


home. Helps prevent accidents by giving a 






soft glow when regular lights are out at night. 






No groping in the dark. Uses but little cur- 






rent. Takes a 6 watt light bulb and plugs into 





any 110 volt socket. It is perfectly safe to 


ATTRACTIVE COUNTER use ...no danger to children or novices. 
DISPLAY CARTON There’s nothing else like it. Every home 


holds 12 Night Light should have one or more. Useful also for 
olds ig ights testing fuses, lamp bulbs, Christmas tree 


. 25 
to retail at $1 each lights . . . and besides it’s a flash bulb tester. 


SEE YOUR JOBBER OR WRITE DIRECT 


Mauuactured by 


DAVIS MANUFACTURING COMPANY, PLANO, ILLINOIS 
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The 
STRONG STEEL LINE 
with 
LIFETIME COPPER PROTECTION 


STEEL CORE 
PROVIDES STRENGTH 







COPPER COVERING 
PREVENTS CORROSION 


TINNED SURFACE 
ASSURES CLEANLINESS 


THE COPPERWELD MOLTEN-WELD 
MAKES COPPER AND STEEL INSEPARABLE 


SELL COPPERWELD HOUSEHOLD WIRE, T00! 


It’s Very Profitable 


These Copperweld Household and Utility 
Wire Coils move fast. Handy men at home, 
and maintenance men in industry like 
Copperweld’s pliability, strength and per- 
manence. 25-F SFY Co 








Wall Or Counter 
Merchandising Disp 


With 12-25 Ft. Coils 










ze Coils Of Copperweld 
Wire--One To A Box 
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It will pay you to handle this Copperweld* Lifetime Clothes Line. It 
combines the best selling features of all clothes lines . . . smooth, bright 
surface—strength—pliability—ease of handling—no sag—no stretch. 
It can’t corrode or rust—won't stain. A permanent clothes line for the 
yard, basement, attic and roof. 

Explain its many advantages—and your customers will “go” for 
Copperweld. It is a fast selling line—will make you greater profits—and 
satisfied customers. Its colorful blue and orange carton is a sure eye- 
catcher. Individual cartons, either with 50-ft. or 100-ft. lengths, are 
shipped 12 to a case. 


COPPERWELD STEEL COMPANY, Glassport, Pa. 


SALES OFFICES IN PRINCIPAL CITIES *Trade Mark 


if YOUR JOBBER CAN’T SUPPLY YOU, MAIL THIS COUPON 


; COPPERWELD STEEL COMPANY, Glassport, Pa. ; 
§ Please send me complete information on Copperweld Lifetime Clothes Line and & 
' Copperweld Household Wire. ; 
8 nome ys 3 
: 1 
§ company ; 
: address 5 
a city zone state , 
tae ew = ea © on sf 8 Pn lh Uh UU US, UDG. UG. UD UG. UG call t 
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Up, Up, Up... go the sales of Kwikset locks. 
This phenomenal demand is the result of our 
determined policy to provide the building indus- 
try with the outstanding residential lock value 

. a top quality lock, competitively priced for 
volume sales. Our success in achieving this goal 
is evidenced by the millions of Kwixset locks 
now being sold every year. We have grown 
rapidly ... and we intend to continue growing. 
Our continued growth will necessitate certain 
changes. Our plant facilities are being increased. 
Factory-direct service will soon be established. 
New additions to our present line of locks will 
be announced shortly. We want you to know 
about these changes and to understand why they 
are being made. For all are designed to provide 
you with a truly outstanding lock value backed 


by one standard of quality, one source of supply 


and one responsibility. 





plant, prod 
inquiries an 


Anaheim, C 
MATERIALS AND WORKMANSHIP UNCONDITIONALLY GUARANTEED 
KWIK 


| Loox tro Kw 











Sales 


r '- -Awikset Reports 


Sales of Kwikset locks are at an all-time high. Millions are being sold annually. This 
tremendous demand is proof that Kwikset fills a long desired need in the building 
industry ... that they continue to be the outstanding residential lock value in the 
market. They provide a high quality, low cost lock of infinite beauty, simple to install 
and unconditionally guaranteed. 


What does this mean to you? KwikSET’s volume sales mean more profits for jobbers and 
dealers, greater value for builders and home owners. 













Marketing 
Plans 


Kwikset Locks, INc., is an independently owned and operated manufacturing com- 
pany. Today, Kwikset’s entire production is sold through an exclusive distributor 
whose contract expires before the end of the year. Kwikset will soon establish a 
factory-direct sales and service organization to comply with the trade’s overwhelming 
desire to deal directly with the factory. 

What does this mean to you? K wIksET factory-direct sales and service means traditional 
KwIksET product quality backed by one source of supply . . . one standard of responsi- 
bility . . . sound, friendly business relations. 










Distribution 


Policy 


KwiksET pledges complete protection and continued service for jobbers now handling 
the Kwikset line. Kwikset locks will be sold through recognized channels according 
to legitimate trade practices, at competitive prices and discount rates. Sales efforts of 
jobbers and dealers will be backed by Kwikset’s aggressive advertising program. 

What does this mean to you? To jobbers and dealers, it means greater sales volume, 


faster turnover, more profits. To builders, it means better and faster seryice because 
of wider distribution. 









mufacturing 


In the past three years Kwikset has increased plant capacity 1000 per cent. Demand 
continues to be so great that further expansions are now underway. Our plant is a model 
of modern mass-production efficiency. Thousands of locks come from our assembly 
lines every working hour. Employee productivity and morale are at an all-time high. 


What does this mean to you? KwikseT’s advanced manufacturing facilities mean cost 
saving mass-production. They insure top quality, precision built locks competitively 
priced for volume sales. 











ew Products 


Our research and engineering departments are continually developing new and 
improved products for the building industry. We will soon announce an important 
addition to our present line of 5-pin tumbler locks. These new locks are designed to 
complement our present line. Many revolutionary advantages will make them the 
outstanding lock value in their class. 


What does this mean to you? KwiksET will maintain product leadership and customer 
acceptance by continuing to provide the building industry with oustanding lock values. 












ming Ahead 


We approach the future with confidence. Our past success is history. Our future 
success is dependent upon our ability to provide better products and services to the 
building industry. We will establish our own factory-direct sales and service organ- 
ization. We will expand distribution. We will strengthen jobber and dealer relations. 
We will increase our production facilities. We will introduce new products. All of this 
will be done to keep Kwikset the outstanding residential lock value in the market. 








Anaheim, California. 





This Message has been presented to tell you about the Kwikset 


plant, products, policies and plans for the future. We sincerely invite your 


inquiries and comments. Write: A. Schoepe, President, Kwikset Locks, Inc., 












KWIKSET LOCKS, INC. ananeim, catirornia 


Loox ro Kwikset To BE First AND Foremost witH Top Qua.ity RESIDENTIAL HARDWARE 
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Nationally Advertised 


We tell the millions of 
readers in these leading 
national magazines to buy 
our products from you. 
Order today and keep 





i Youll open the 






Our Newest Alacrome 


FITS-ALL No. 
GRILLE 


The most beautiful, ornamental Fits-All Grille 
of them all! Its gracefully designed scrolls insure 
a wide sales appeal. Also fully adjustable for 
nearly all standard-size screen doors. Made of 
Alacrome metal with a permanent, silvery-satin 
finish that will not rust or tarnish. Note the in- 
genious patented holder in the lower right corner 
of the grille as installed on the door to the left. 
It permits easy adjustment of the scrolls to fit 
the door while being installed. Each grille packed 
in individual, attractive, fully illustrated display 
carton. We're sure this new grille will soon lead 
the field, so order your stock right away! 


IDEAL FOR 
COMBINATION 
SCREEN-STORM DOORS 


Our new FITS-ALL No. 5 
Screen Door Grille is fully 
adjustable for many styles of 
. screen doors. For example, 
2) on the combination §screen- 








ana eR 


storm door shown at the left, 
the scrolls may be installed 
2 in both the upper and lower 
{ sections to create a striking 
effect. Such grace- . 

ful designs have 
sales-appeal as ') 
well as eye- Fa 
appeal! ‘ 


‘A 
COLORFUL, a, 


SALES- 
MAKING 
DISPLAY 
CARTON 


a 


















Each grille is individually packed in 
this eye-catching, colorful display car- 
ton with complete instructions for in- 
stalling and suggestions for arranging 
scrolls. 
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door to new sales with 


SCREEN DOOR GRILLES 


THEY’RE PRACTICAL, POPULAR and PROFITABLE! 


With the addition of the beautiful new FITS-ALL 
No. 5 our line of Fits-All Grilles is more complete, 
more eye-appealing than ever before! Now, your 
customers have an even wider choice of these 
attractive grilles. 


Each one is fully adjustable to standard-size 
screen doors! Easily installed. Every Fits-All 


Grille is artistically designed and made of 
Alacrome metal with a beautiful silvery-satin 
finish that won't rust or tarnish. 


You'll want to have a complete selection of all 
5 styles on display because when your customers 
see ’em, they'll want to buy ’em—so stock up 
Now! 





FITS-ALL NO. 1 > 


























STANDARD GRILLE 


ADJUSTABLE TO DOORS AND WINDOWS 
This attractive grille will fit nearly 
any door. Its scissor-like, accordion 
action permits easy adjusting from 
18” to 37” between stiles. Also used 
as a window guard to keep prowlers 
out ... and to keep little children 
from falling out window. Packed 12 
to carton—screws furnished. 


<€- FITS-ALL NO. 2— Comes in pairs to 
fit the lower panels of doors with 
divided sections as illustrated. Fits 
doors from 30” to 36” in width. Also 
packed 12 to a carton. 


< 
FITS-ALL NO. FS 


A new, graceful 
full-size grille. Two 
top bars are flex- 
ible to allow easy 
fitting to door. 
Packed 6 to a car- 


ton. 

> ( OOOO 
Nu-WAY SCREEN 

DOOR GRILLE 

A sturdy, attrac- 
tive grille that any- OOOOH 
one can install. - 
Furnished in black 
enamel finish in 3 
sizes to fit doors 
from 30”-32”, 36” 
and 42”, 












































Nu-WAY PUSH GRILLE—An easy com- 
panion sale for screen door grilles. Fits 
above grille as shown at left. Made for 
32” and 36” doors—packed 12 to carton. 
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Your order will be shipped same day received! 


MACKLANBURG-DUNCAN CO. 


OKLAHOMA CITY 1, OKLAHOMA 



















2,082,012 
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Top performance 
for tough jobs! 


Chevrolet PeL Truck performance consists of many things. 
There is Chevrolet design—brilliant and functional—design 
with a purpose. There is Chevrolet construction—sturdy and 
dependable —for lasting usefulness. 

And there is Chevrolet power —power to deliver the goods — 
more power than Chevrolet trucks ever had before. Two 
great valve-in-head engines—the Load-Master 105 h.p. and 
the Thrift-Master 92 h.p.—make these the most powerful 
Chevrolet trucks ever built. 


These new PeL models are far ahead in features, too; yet they 
cost surprisingly little to buy, to operate, to maintain. And 
that adds up to value—the kind of outstanding value that 
year after year makes Chevrolet America’s fastest selling truck. 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICH. 


LEADING WITH ALL THESE PLus FEATURES: 


e TWO GREAT VALVE-IN-HEAD ENGINES: the New 105-h.p. Load- 
Master and the Improved 92-h.p. Thrift-Master—to give you greater 
power per gallon, lower cost per load e THE NEW POWER-JET 
CARBURETOR: smoother, quicker acceleration response e DIA- 
PHRAGM SPRING CLUTCH for easy action engagement « SYNCHRO- 
MESH TRANSMISSIONS for fast, smooth shifting e HYPOID REAR 
AXLES—5 times more durable than spiral bevel type e DOUBLE- 
ARTICULATED BRAKES—for complete driver control e WIDE-BASE 
WHEELS for increased tire mileage e ADVANCE-DESIGN STYLING 
with the "Cab that Breathes’’” e BALL-TYPE STEERING for easier 
handling e« UNIT-DESIGN BODIES—precision built. 
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CHEVROLET 


ok ye ok 

P-L 
ADVANCE-DESIGN TRUCKS 
Fepolesiiy Lewdees 


Chevrolet trucks outsell all others. In every 
postwar year truck users have bought more 
Chevrolets than any other make—proof of 
the owner satisfaction they have earned 
throughout the years. 


Po LS 
erformance Leaders 


The new Chevrolet P*L trucks give you high 
pulling power over a wide range of usable 
road speeds—and on the straightaway, 
high acceleration to cut down total trip time. 


Posteod Leeuiers The 


rugged construction and all-around econ- 
omy of Chevrolet P*L trucks cut operating 
and repair cosis—let you deliver the goods 
with real reductions in cost per ton per mile. 


Pr * 

rice Leaders From low 
selling price to high resale value, you're 
money ahead with Chevrolet trucks. Chev- 
rolet's rock-bottom initial cost—outstand- 
ingly low cost of operation and upkeep— 
and high trade-in value, all add up to the 
lowest price for you. 
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@ Sharp, Strong Corners 
@ Straight, True Sides 
@ Clean, Accurate Threads 





i Semi-finished and 
Cold, Pumched, Nuts! 


—from the more than 20,000 
members of the REPUBLIC 
UPSON Quality Line. 


* 
REPUBLIC STEEL CORPORATION 


Bolt & Nut Division 
CLEVELAND, OHIO © GADSDEN, ALABAMA 
Export Department: Chrysler Building, New York 17, N.Y. 


LN 


BOLTS AND NUTS 


96 YEARS FASHIONING THE FASTENING HABITS OF INDUSTRY 
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@ Non-cartoned, forged hand tools in the past have been 
awkward and expensive to handle and stock. But Warren Tool Corporation 
a has come up with Warren-Teed cartons, sturdy, efficient and reshippable. 
They're easy for stockmen’s fingers to grasp, receive and ship. They’‘re 
stored more conveniently in small spaces. Better yet, tools are promptly 
identified. | 

And packed in these cartons are precision-crafted Warren-Teed Tools. 


—_ 
~_ 


SLEDGES 


Look at the six mattocks above. Their cutting edges are true. They're 
tempered permanently. Every inch of these rugged implements is prepared 
to impress your customers, as well as perform like a champion on the job! 

For years past, as today, hardware jobbers and dealers have depended 


on Warren-Teed Tools. Our line is complete. The best there is—Warren 
WRECKING BARS 





Tools. 





JOBBERS OX EVERYWHERE 
/ 


WARREN TOOL CORPORATION 


General Offices ... Warren, Ohio 
General Sales Offices ...tI105 W. Adams St., Chicago 3, I 
Export Division . .. 30 Church St., New York 7, N. Y. 
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y Look for these 


Mew Ker Fekages 
IMONDS 


“Red Tang” Files 






— 
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Distinctively Designed... Easier Recognized 
... Shows First Quality at First Glance 





Simonds “Red Tangs”. . . the files that cut instead of scrape, 
because they have teeth like a Simonds metal-cutting saw... 
will soon come to you in these distinctive ALL-RED packages. 





SIMONDS 


This modern dress is designed for “family resemblance” to SAW AND STEEL CO 
other Simonds red-trademarked, red-packaged products... * : 


and for easier identification of the files that are made in first- ree 





quality only ... the files that workers like because they cut FITCH BURG, ASS. 


faster with less “elbow-grease.” 
8 Branch Offices in Boston, Chicago, 


So watch for these new ALL-RED packages...and make it Los Angeles, San Francisco and Portland, 
, ‘ ; Ore., Vancouver, B. C. 
a point to specify Simonds “Red Tang” on your next file order. Canadian Factory in Montreal, Que. 
HARDWARE AGE, JUNE 15, 1950 ae 
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CONNECTICUT!” 


--.and get fastest fastener- 
service from this modern, 
high-production plant 


Save time and “wrong numbers” by chang- 
ing yourrecords now to the address of Amer- 
ican’s new main plant and home office. 

This high-production operation... one of 
the most modern in the screw industry... 
is equipped and staffed to raise American 
quality and service to new high levels, both 
in American Phillips Recessed-Head 
Fasteners, and also slotted products. What- 
ever it takes to make better screws, American 
has it at Willimantic! 

Photos at the right give you a good picture 
of American’s present position on deliveries. 
So for either Phillips or slotted, mark your 
order American... and shoot it to 
Willimantic. 


AMERICAN SCREW COMPANY 
Plants at Willimantic, Conn., and Norristown, Pa. 


Warehouses at: 
589 E. Illinois St. 502 Stephenson Bidg. 
Chicago 11 Detroit 2 


Cut Threading Dept 


=> 


e call the NEW NUMBER..- 
at WILLIMANTIC 





















Wire Storage 
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Shipping Dept 
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NON-TIP 


CAMPBELL CHAIN ek : 
pen y | BALANCE 
kA (Aone 
DISPLAY STAND MWe . 
wtth it, é satis 
Special 


CHAIN CUTTER pi 


CUTTER 





Here’s the sturdy, well-balanced, modern merchandiser to in- 
crease your chain sales by making your stock handy and 
attractive. Smart styling adds to its eye appeal in your store. 
It inyites your customers to remember, and satisfy their chain 
needs. It helps you sell chain quickly and economically. 





as ee ee | 






The Campbell display stand and easy-to-use chain cutter are 
available with the chain assortment of your choice. Selection 
includes eleven different types of the most popular chain. 





a 


? 
Rta? & et ae 
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Ask your wholesaler or mail the coupon today for complete 
information. 


MAIL THIS TODAY 





























‘ 1 ! 

AYN 1-1-1148 | CAMPBELL CHAIN CO. a 

| York, Pa. | 

= HAI | | Please rush me complete information about your special introduc- l 

tory offer of chain merchandiser and chain cutter. 

YOUR NAME 

CAMPBELL CHAIN Goufauy | | 
| ADDRESS | 

(International Chain and Mfg. Co.) | l 

| ary STATE | 

York ° Penna. Siiceclosesstsiieiaeitasiteienield iinidaiaiiaaaienaitieeinii J 
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ORDER FROM YOUR GILMER WHOLESALER OR 
—----————CLIP AND MAIL-——-—-———— | 


L. H. GILMER COMPANY 


Division of United States Rubber Company 
PHILADELPHIA 35, PA. 


prerrrrrrn----s4 
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Y Gilmer 


WIRE DISPLAYS 


A 


CORD SETS hap 








GILMER 6-S 


SPOOL WIRE ASSORTMENT 


compact, eye-catching 


counter stand. Holds 6 pop- 
ular wire cords on 250 ft. 
spools. Measuring rule built 
on. Bulk wiresales are handled 
quickly, easily, profitably ! 


GILMER 17-wS MASTER SET 


Contains fast-moving 
cord sets for lamps, 
fans, washers, shop 
tools, milkers, cleaners, 
other appliances. Cords 
with connectors and 
open-end. 3 spools of 
replacement wire. 50 
3-way connectors. A 
complete wire depart- 
ment in one handy unit! 








Made of tough, soft rubber that looks slick— 
stands wear. Male plugand 3-way service block. 
Packed 25 to an attractive display carton. 


GILMER ELECTRIX® 
3-WAY OUTLETS 








TACONY, 


6-S Spool Wire Assortment 
ELECTRIX® 3-way Outlets 


NAME 


Please send me complete information and price lists on items checked. 
[_] 17-WS Master Wire Assortment 


[| V-Belt Displays 





ADDRESS 








ZONE ___ STATE 





| 
| 














Tew 
DIAMOND 
DIAMALLOY 


Metal 
Cutting 
Snips 


Are increasing in popularity every day. Electron- 
ically heat treated cutting edges so hard they hold 
with handles that are 


. and per- 


their edges indefinitely .. . 
light but so tough they never spring . . 
fect painstaking workmanship throughout—these 
are the reasons for the sudden popularity of Diam- 
alloy Metal Cutting Snips. 


Circular Pattern 








Heavy Duty Pattern 





Combination Pattern 


DIAMOND CALK 
HORSESHOE CO. 


4612 Grand Ave. Duluth, Minn. 
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“Qpen” for business ...and getting u, too 


ERCHANTS all over the country 
M have found that modernizing 
their stores with an “open-vision” 
front of Pittsburgh Glass and Pittco 
Store Front Metal has resulted in 
increased sales .. . and profits. An 
front turns the entire 
store interior into an eye-catching, 
sales producing display... helps make 
sales before the customers enter. And 
in “open-vision” 


Abed ” 
“open-vision 


front goes on “sell- 
ing” even after closing time. 
If your business needs a lift, ask 


your architect about Pittsburgh’s 














modernization materials. He is fa- 
miliar with these recognized leaders 
and will help you select a well- 
planned, economical design. Both of 
you can count on our fullest coopera- 
tion. If you wish, you can arrange 
for terms through the Pittsburgh 
Time Payment Plan. 

When you remodel, remember 
this: A half-way job isn’t half good 
enough. Do a thorough job—inside 
and out—for the greatest returns in 
increased business. 

For factual information and illus- 


_—_ 


NS | ED 


. i rail 
nN by” ‘i 


trations of many Pittsburgh 
and Pittco Store Front Metal instal- 
booklet. 


The coupon below Is for your con- 


Glass 


lations write for our free 


venience. 





THE “OPEN-VISION” FRONT of this hardware store in North Weymouth, Mass., is actually an 
after hours salesman. It presents the store interior and the merchandise for sale even after the store 


( is closed. The expanse of Polished Plate Glass is safely held in place by Pittco Premier Metal. The 
slanting glass reduces ‘‘veiling glare” of bright lights and flashing neon lights. An inviting Herculite 
Store fronts Door adds the finishing touch to the “‘open-vision” design. Architect: Bernard E. Healey, Weymouth. 
le a i a a an a a ae a A a A ip SE le a ee Ee Dee = 
e | Pittsburgh Plate Glass Company | 

‘ d | t | 2109-0 Grant Building, Pittsburgh 19, Pa. 
an n eriors | Without obligation on my part, please send me a FREE copy of your book on moderni | 
| zation, ““Modern Ways for Modern Days.” 

| 
by Pittsburgh } | = 
vy Pittsburgh | | : 
| Address | 
| City Stat 
= an cs es ces ces es ee ss ce es se ee ee ee ee ee ee ee ee oll 
PAINTS - GLASS -: CHEMICALS + BRUSHES - PLASTICS 


mapeee o's ee 
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WHITEY MOPZUM SAYS: 






EQUIPMENT 


ON YOUR 
CASH REGISTER! 






You've got the right mopping 
equipment for every customer and 
every job — when you stock and 


sell the complete White line. 
Lower inventories—higher profits 
— satisfied customers .. . that’s 
what you get when you sell White 


. .. And your customers get the 
best mopping equipment in the 
field! 


WHITE MOP WRINGER CO. 
Fultonville 2, N.Y. 





Here’s a “best-seller” mop outfit for the many users 
who prefer a round bucket. Sturdily constructed to 
withstand hard daily use. Wringer available with 
either hard wood or steel rollers—foot operated for 
greater pressure and easy handling of mop. In 18 
or 24 quart capacities. Built well—yet priced to sell! 


Send for Catalog No. 150 


Your Customers know... 
it’s RIGHT... If it’s 


A COMPLETE LINE OF FLOOR CLEANING EQUIPMENT 
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RINGS THE BELLI 





=49 PLATE STORAGE RACK 





CLEAN UP ON SALES AT FAST 


TURNOVER PRICES! 


4 tistic's Kiet, , d. 
with 


——Mastie Finishes 
MAKE REAL FRIENDS because they are convenient space 
savers. Highly functional, coated with sturdy, dependable 
VINYLITE, they will not rust or peel. VINYLITE PLASTIC 
cushions and protects; it is superior to any other coating. 
It outlasts rubber many times over. This finish, which is 
nationally advertised by BAKELITE, does not stain, discolor 
or become soft and sticky in soapy water. ARTISTIC Kitchen- 
aids are priced right for fast volume selling at real profit! 


ae 0 21 @1 8) 
Smart combination 
GLASS DRYER and 

DISH DRAINER 


Ck 


3s 


TWIN-SINK SIZE DRA!NER 
LARGE SIZE SINK RACK "4Yy x12V%_ x3% 
Te) 4 n12% x] 
=49-BB 
LARGE DISH DRAINER 
16> "x13Y_ "x4 


$ EGG BASKET 
11 xé 5p 7 23, 


4 


Contact your nearest distributor for 
cost prices and promotional allowances. 
— or write to our main office direct. 


ARTISTIC WIRE PRODUCTS CO., Inc. 
EAST HAMPTON ONN 
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Plastic Bags 


Colorful Cards 


All Cards are punched 
for use with LARSON 
display stands 





ce 
Me 

“Y 
Dy 


HOUSEHOLD HARDWARE 





25 STYLES OF 


DISPLAY STANDS 


J 


INCREASE COUNTER SPACE 
WITH LARSON’S 
REVOLVING STANDS 





J 


we 











See your distributor 
or write direct to... 
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SEND FOR Red Circular on 


Household Hardware Items. 


SEND FOR Violet Circular on 
Display Hardware and Stands. 


SEND FOR Tan Circular on 
Assortments with Stands. 


| Larsor’ 
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HOREMASTE 


FOR FARM AND GARDEN 


OUTSTANDING 


... in Sales... in Profits ...in Promotion 
...in ease of sales 





. . . in “complete line" 











CHOREMASTER 
GARDEN 
TRACTOR 


Precision Built 
Choremaster is fast 
assuming leadership 
as garden tractor and 
power mower. Thou- 
sands of customers 
read about Chore- 
master daily in lead- 
ing farm and home 
magazines. Customers buy 
more Choremasters because 
they can get attachments 
for eery type job around 
house, farm, yard or garden. 


CHOREMASTER cYcLONE ROTARY MOWER 


whizzes through grass, 
weeds and brush. “Fine 
cuts” 20 inch swath. 
Adjust cutting height 
without tools. Close 
trims—just remove 
either front wheel. 


FOR WEED-CUTTING 


CHOREMasTER 
with new 


double-action sickle bar, 


literally two sickle 
knives working’ simul- 
taneously in one plane, 


but in opposite directions 
PRACTICALLY ELIM- 
INATES VIBRATION. 





CHOREMASTER POWER 
HOLE DIGGER eliminates 
hand digging. Self-contained, 
power-driven mechanical digger 
requires only seconds per hole for 
limited or extensive fencing jobs. 


CHOREMASTER diision 


THE LODGE & SHIPLEY COMPANY 


828-6 Evans St., Cincinnati 4, Ohio 
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WELDING ELECTRODES 






MRAY 2.2/2, CHAIN | 
| THOUSAND cond ONE USES ! 


A “One Package” 


‘** CHAIN 
|___ DEPARTMENT 


Want to increase chain sales with- 
out a large investment of money, 
time or valuable floor space? It's 
easy when you get the McKay 
Silent Chain Salesman with its assortment of nine popular types 
of chains. Here’s a complete chain department in less than 
two square feet, that displays the chains which your customers 
need and buy. 


This unusual deal—the McKay Silent Chain Salesman and 
any one of four chain assortments—is yours for one low price. 
The all-metal Silent Salesman display rack is 53’ high, 834" 
wide, 12’ deep and is finished in a handsome red crinkle 
baked-on enamel. It comes complete with instructions for 
setting up, including proper arrangement of stock and sug- 
gested retail prices. 





DVANT AG ES 





| HECK THESE 


®@ The McKay Silent Salesman and chain assortment has a low “‘first 
cost.’’ It holds more chain than any other type of display. 

© Chains are dispensed from standard 50’ and 100’ cartons. 9 differ- 
ent chains with prices—can be displayed at one time. 

© You do no lifting or tugging to install reels and you are not limited 
to selling chains packed only on special reels. 





4 





* 





WRITE TODAY for McKay Silent Salesman Catalog 
Sheet which gives full details on the McKay Chain 
Display and ‘Best Selling’’ Chain Assortments. 


THE McKAY ‘COMPANY 


410 McKAY BUILDING * PITTSBURGH 22, PA. 


— 








CLEANER-WAX + CAR WASH 
METAL-FIL » CHROME CLEANER 


TIRE CHAINS + E-Z START 


1950 
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f’ HOUSEHOLD 
’  METALWARE 


os oe“ 7 She Complete Line 
— 7A & “ge A of Luality Products 
De, 









(fa Rc MEINY WETADWaRE 

For sound Profitable Merchandising, you 
need a COMPLETE line. De Luxe gives it to 
you—from simple Tinware items for special 
promotions to the heaviest and finest of 
Galvanized Ware. 

And you need a QUALITY line. De Luxe 


gives you that, too. De Luxe Tinware is 








les with- al smooth and sanitary. It is easy to use — easy 
oe? We F ~ to clean. De Luxe Galvanized Ware is hot 
bi Rs ; 2 a i} hand-dipped on heavy weight steel —an 
ss than ies. —— a assurance of long service. 

= Poco ak Choose De Luxe — feature De Luxe — sell 
an and De Luxe! It will make money for you. 

vy price. 


MANUFACTURING CO. 


a ee) ef Louis 


o = | __ JANialiaia: 
i 
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WASH 
LEANER 
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ANYWAY ee OK a1 iT 


ve PURAN = 


ls The Outstanding All-Plastic Toilet Seat 


You can’t beat it... see for yourself. From ¢ SANITARY...plastic Bumpers 
the top to the bottom ...inside and out... and Hinges...all enclosed 
side to side... ANYWAY YOU LOOK AT with no germ catching edges 
IT... THE PURITAN is the nation’s outstand- 
ing plastic seat! It’s modern streamlined 
design ...with PATENTED inner construction 
Solid Type Seat that makes it sturdy beyond any require- aie 
p”” ments... and it is guaranteed not to chip, Brass Fittings. 
More BEAUTIFUL crack or peel....in 8 beautiful marble- 
more SANITARY ized colors.... ¢ Chemically welded seams... 
because it is e WHITE * BLUE » BLACK *ROSE « YELLOW » PEACH smoothly polished edges. 
FULLY ENCLOSED *BURGUNDY + GREEN 
Retailing ‘profitably at only $8.95 (Slightly more VISIT US at the ‘Home Comfort Exposition” 
west of the Rockies) Booth 106 


CENTURY PLASTIC PRODUCTS, INC. 8219 Almira Ave. - Cleveland 2, Ohio 
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or corners. 


¢ Heavy duty chrome plated 
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why waste time 
on little ones when 
you can catch a WHALE? 








ALL CLEAR 
INTERIOR 
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\ 
PEARL-WICK CORPORATION «+ LONG ISLAND CITY 2, N. Y. 
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HARDWARE STORE MANAGER 


“We give Russermaip top display 
because it’s the fastest-selling house- 
ware line we carry. We display the 
complete line so our customers 
can be sure of finding the advertised 
RUvUBBERMAID items they come in 
to ask for and buy.” 


er 


Montigney Hardware 
Ravenna, Ohio 


JOBBER 


“The women who shop at our dealers’ 
stores know the RusBermarp line 
and ask for it by name. This is the 
best dealer influence we know of. 

It makes our sales work easier—and 
helps account for our 816% increase 
in RuBBERMAID sales last year.” 


. Bartlett & Company 
Evanston, Illinois 


MERCHANDISE MANAGER 
“Demand is so strong that we are 
giving more and more space to 

RUBBERMAID Houseware.” 


(Ls 


Merchandise Manager, M. O'Neil Company 
Akron 8, Ohio 
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| Yes...Hardware Dealers everywhere 


on we ™ hig Robert Rubbermaid, ‘rofies 


Sales records like Rubbermaid is piling up mean prove that customers /uy more than they came in 



















Pes, 


that somebody’s making money——dig money. for when they see more than they came in for. 
+1: : / hat’s exactly how simple it is for you to 
Hardware dealers are piling up bigger Rub- And that's exactl) pl 


bermaid sales gains than anybody else. cashin on Rubbermaid’s record-breaking success. 


The big money from Rubbermaid’s phenom- Show your customers more than they came in for. 
enal success is going to hardware dealers. Rub- — They'll buy two, three or four items instead of 
bermaid is a basic must in hardware dealer one. Your profits multiply. 


rofits—as essential as aluminum ware or nuts oy , 
P al as alumi Rubbermaid is a self-seller—backed by 


62,300,000 national ads this year that will reach 
Here’s how hardware dealers are cashing in 8 out of 10 of your customers. Your customers want 
big on Rubbermaid. to buy Rubbermaid. They consider your store 
THEY STOCK AND DISPLAY THE COMPLETE the logical place to buy it. Get them. Sell them. 
3 BASIC RUBBERMAID LINE Sell them more. 
we records and hardware 


and bolts. It replaces nothing you now carry. 


dealer records 






STEP-BY-STEP HERE'S YOUR WAY TO BIG RUBBERMAID PROFITS! 
ORDER the complete Rubbermaid line. 
2. DISPLAY it out front where people will 
see and buy. 


VARIETY STORE MANAGER 3. ADVERTISE Rubbermaid in your own 


newspaper ads. 














“In our stcre counter space is at a 


premium—and we can display only 4. REORDER often, Rubbermaid sells fast. 

sales-proven lines. We carry the You can't sell when you're sold out. 

complete RusBERMaAID line because 

our women customers know YOUR JOBBER IS READY NOW TO SEf UP 

RvuBBERMAID and ask for it by name. THE BASIC RUBBERMAID LINE IN YOUR STORE. CALL HIM. 

















We'd lose business if we didn’t carry 
a brand that’s so well advertised 
and so much in demand.” 


bbbewmaid GY ouseware 


R ' , . 
a J. C. Oliver Variety Store Fastest Growing Housewares Line In America 
to Dallas 6, Texas 


ompany 


or 


“THE WOOSTER RUBBER COMPANY—WOOSTER, OHIO 
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* Order now at 40% 
off for early 
~ fall profits! 
















Be an Early Bird! Profit now! 
Place your order NOW! Get these Arvin Chairs FREE! 


One chair with order for 
he 7 FE 12 heaters 
~ Two chairs with order for 


24 heaters 






What a premium! You receive one of these gaily colored, 
quick folding, high-styled durable yacht chairs FREE with 
an order for 12 heaters; two for an order of 24 heaters. Folds 
flat in a wink. Perfect for porch, lawn, picnics, camps or right 
in your own store. Here is an extra worth having! 


And Remember—We Pay the Freight! 


Freight is prepaid on any assortment of either 12 or 24 Arvin 
heaters provided 6 heaters of any one model are included. Yes! 
Here’s still further reason why Arvin is tops in favor with dealers, 
coast to coast! Get in on this great deal—NOW! 

















SAFE-GUARD HEATER 
Fan-Forced— 1320 Watts 


$1.29 


ARVIN MODEL 223 — Delivers 42 cu. ft. 
of warm air per minute. Handy toe 
switch. Automatic Safe-Guard safety 


SAFE-GUARD HEATER 
Fan-Forced—Glo-Light— 1320 Watts 


$1395 


ARVIN MODEL 223 A & B—A deluxe 
model with all the features of model 
223, plus red glow-light which shows 











switch cuts current if unit is tilted or i / when heater is on. Furnished in ivory 
overturned. No radio interference. Beau- { or burgundy enamel finish. No radio 
tifully finished in tan enamel. Operates « i interference. Operates on AC only. Size 
on AC only. N ~ “14” high, 10” wide, 7” deep. 
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Cool-R-I 
ARVIN MOI 
600 C.F.M 
weather w 
watt heati 
Automatic 


of 3 colors 
floor circul 


HARDW/A 














1950 





e Get free Arvin chairs! 


__ © Freight prepaid to your door! 


e Offer good June Ist to September Ist! 


Summer Electric Heater Deal 





Cool-R-Hot Fan-Heater 


ARVIN MODEL 5000 — Cools in hot weather with 
600 C.F.M. of refreshing breeze. Heats in cold 
weather with 200 C.F.M. of warm air. 1320- 
watt heating element; 8-inch ‘“‘air-scoop”’ fan. e 
Automatic Safe-Guard Safety Switch. Choice 

of 3 colors. Adjustable head. Can be used as 

floor circulator. AC only. 


9 5 New Low-Priced Fan-Forced Heater S 


ARVIN MODEL 91A — 1320-watt unit; delivers 42 cu & 5 
ft. of warm air per minute. Compact in size, only 

7 19"x719"x5". Tan baked-enamel finish. Chrome 

plated guard and handle brackets. No radio inter- e 
ference. Perfect for a price leader. 





World's best Radiant Heater 
Operates on AC or DC 


$Q95 


ECONOMY Fan-Forced Heater 
1320 Watts 














$995 


ARVIN MODEL 103—Same capacity 
as No. 223. Green synthetic enamel 
finish. No radio interference. Oper- 
ates on AC only. Rubber feet to 
prevent marring floor. Size 10” high, 
934” wide, 6'4” deep. 
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ALL ARVIN ELECTRIC HEATERS ARE 





ARVIN MODEL 52 — Heavy-duty, 
1320-watt heating unit, wound on 
porcelain. Brilliant corrugated re- 
flector spreads heat over wide area 
Beautifully finished. Rubber feet 
prevent scratching. Size 18” wide, 
14” high. 


UNDERWRITERS’ LISTED 
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A brand new 
Profit Maker 
ENTERPRISE 


“NO CLAMP” 
FOOD CHOPPER 


IT SIMPLY RESTS ON THE TABLE 
... BALANCED—AND STABLE! 





It took Enterprise . . . leading makers of 
meat and food choppers for 85 years. . . 
to design the first really mew chopper for 
home use. 

It simply rests on the table .. . balanced 

. and stable. No clamp—and no skid! 
New design makes it easy to turn. 

And, like all Enterprise Choppers, it cuts 
meat or vegetables properly, doesn’t mash. 

You can’t go wrong on this number. Has 
assorted cutters making this chopper a 
most useful kitchen tool for the modern 
home. 


And yes, we still make our whole full line of 
regular choppers... the same fine “tools” that 
built our reputation when you were a kid! 


THE ENTERPRISE MFG. CO. OF PA. 


3rd and Dauphin Streets, Philadelphia, Pa. 
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the world’s fastest selling 


. BOTTLE CAPPER 





When your customers come in and ask for a 
capper to “bottle my own,” just set a Climax 
Capper on the counter and LET THEM TRY IT! 
It's so simple and easy that the sale’s made 
right there! 


Big, heavy steel construction throughout, with 
a return-spring, man-sized handle and an 
oversize base that prevents spills. Enamelled 


fire-engine red. 


It's a natural for fruit juices, catsup, root beer, 
soft drinks and good old home brew. It's 
a profitable item the year ‘round ... and 
especially good during these summer days. 


SEE YOUR JOBBER now ... or write us for 
the jobber in your area. Be sure to ask for 
the Climax Capper or the large size gear- 
top capper—No. 150. 


The EVEREDY @. 


FREDERICK, MARYLAND 


LARGEST MAKERS OF CHROME KITCHEN UTENSILS 
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Get The Most for Your 
Ol Heater Dollars... 


Buy The Heater 





the OIL CONTROL 
BACKED BY A NATION- 
WIDE Factory-Trained 
SERVICE ORGANIZATION 


When the oil heater line you stock and sell is 
equipped with A-P Safety Oil Controls you can 
promise extra value in heating satisfaction to 
every customer. That’s a performance-proven fact. 





And to back up that promise, A-P has estab- 
lished special Service Stations in leading cities 
throughout the Nation to serve you. Each is fac- 
tory-staffed with factory-trained service engin- 
eers, equipped with the latest of factory-designed 
test equipment. That’s your final — and finest — 
guarantee that every A-P controlled heater will 
give your customers years of heating convenience 
and economy. 


A-P COMFORT MASTER 
Thermostatic 


Another Important Advantage Oil Control Kit 


Every A-P Controlled Oil Heater can mean an 
EXTRA sale to you. You can offer every customer 
the extra convenience of ‘“Dial-Controlled” heat- 
ing, with A-P COMFORT MASTER Thermostatic 
Kit —and Automatic Fuel Pumping with the A-P 
OILIFTER. Write today for complete selling in- 
formation on thesee NATIONALLY ADVER- 
TISED Oil Control Accessories. 





A-P OILIFTER 
Automatic Fuel 
Pump 





AUTOMATIC PRODUCTS COMPANY 


2442 North Thirty-Second Street © Milwaukee 10, Wisconsin 


DEPENDABLE Coutzols 


SYMBOL OF BETTER OUtL HEATING 
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the products }_ = 


The famous U-S'S Label on 
” 
3 Wi 
TRADE MARKS . w 


* CYCLONE 
¢ FENCE - 


> av 
“O states ° 







COPPER 
STEEL 


+. as 





Us \ 
TRADE MARKS 


* * 
AMERICAN 
% FENCE < 


+p 4 
S 
“O states 





UNITED STATES STEEL CORPORATION of DELAWARE, 436 Seventh Ave., Pittsburgh 30, Pa. AMERICAN BRIDGE COMPANY « AMERICAN STEEL & WIRE COMPANY and CYCLONE FENCE DIVISION * CARNE 
NATIONAL TUBE COMPANY + OIL WELL SUPPLY COMPANY * TENNESSEE COAL, IRON & RAILROAD COMPANY © UNION SUPPLY COMPANY © UNITED STATES STEEL EXPORT COMPANY » UNIT 
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Here’s built-in advertising 
for the steel products 
you sell 









you sell mor 


isplay will help 





WHEN YOU LOCK HORNS with shrewd compe- 
tition, sound advertising is one of your most 
powerful weapons. 

That advertising is built-in when your steel 
products bear the U-S:S Label. 

The U-S’S Label represents a solid adver- 
tising investment that’s unmatched by any 
steel producer. Your customers see the label 
advertised in Life, The Saturday Evening Post, 
Time, Newsweek, U.S. News and Business 
Week. They hear about it on the Theatre 
Guild on the Air. And they accept the label as 
a sure guide to quality in the world of steel. 

And always remember: this overwhelming 


easily —— 





public confidence can be turned into dollars 
and cents for you. Because shoppers every- 
where look for well-known trade-marks on 
the products they buy . . . and the US'S 
Label stands out as a silent symbol of quality 
steel to every buyer that sees it. 

Take advantage of the U-'S’'S Label — 
and put it to work for you. Just do two 
things: 1) Request that your suppliers pro- 
vide you with merchandise that bears the 
label, and 2) point out the label to your cus- 
tomers as their guide to quality steel. United 
States Steel Corporation of Delaware, P.O. 
Box 236, Pittsburgh, Pennsylvania. 





UNITED STATES STEEL 











DIVISION * CARNEGIE-ILLINOIS STEEL CORPORATION » COLUMBIA STEEL COMPANY » CONSOLIDATED WESTERN STEEL CORPORATION * GERRARD STEEL STRAPPING COMPANY 
COMPANY » UNITED STATES STEEL PRODUCTS COMPANY © UNITED STATES STEEL SUPPLY COMPANY »* UNIVERSAL ATLAS CEMENT COMPANY » VIRGINIA BRIDGE COMPANY 
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Theres more than 
meels the cyein 


Look inside a Kwikset lock. See the advanced design, the ..- beautifully hand-finished in satin or polished chrome or 
simplicity of operation, the rugged, precision-built construc- brass, or satin bronze. 
tion... the built-in features that make Kwikset locks first Dealers find that Kwixset’s high quality and striking 
choice with architects and builders across the nation. beauty simplify their selling job. Add to this Kwikset’s low 
KwIKsET’s unique cam action locking device provides posi- price and ease of installation and there is little wonder why 
tive knob locking. The ingenious half-round spindle reduces Kwikset locks are fast-moving, profit-making items. Get 
number of working parts. And fewer parts mean faster, more the complete story on Kwikset locks today. 
economical manufacturing operations... lower unit costs! 

But mechanical design isn’t the whole story. Kwikset 
locks are exceptionally clean and attractive in appearance MATERIAL AND WORKMANSHIP UNCONDITIONALLY GUARANTEED 

DISTRIBUTORS 


MANUFACTURED BY et O 


INDUSTRIES, INC. 


1107 East Eighth Street 
Los Angeles 21, California 


LOCKS INC. 


QNAHEIM CALIF 
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As can clearly be seen, a model kitchen had the greatest appeal for the 
women who visited this New Hampshire store's exhibit at the county fair. 


County Fair Exhibit Gives 
Year's Supply of Leads 


As a place to meet 


friends, neighbors—and cus- 
tomers—a county fair is hard to 
beat. 

Two years ago the Concord 
Hardware & Plumbing Supply 
Co., Concord, N. H., set up a full 
line of major appliances in a 
large tent at the annual County 
Fair, at Hopkinson, N. H., and 
the results were so encouraging 
that the store plans to make it 
an annual merchandising event. 

The personal contacts which 
the store’s salesmen made at 
the fair were still paying off a 
year later, as the salesmen fol- 
lowed up their “leads.” Bob 
Myers, advertising manager of 
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New Hampshire hardware store's salesmen talked 
with approximately 1,000 potential customers 
at their tent display. Cost was extremely low. 





the company, estimates. that 
salesmen had personal talks with 
at least 1000 of more than 20,000 
who attended. 

The 45-ft display booth was 
filled with major appliances and 
household equipment and most 


of it had been sold before the 
last day of the fair. Better still 
were the orders for future de- 
liveries. But, best of all, accord- 
ing to Mr. Myers, were the hun- 
dreds of selected leads which 
materialized into many sales 
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during the past year. The dis- 
play booth was the least ex- 
pensive part of the show for the 
hardware company, being only 
$1.25 a running foot. The ex- 
pense of transporting equipment 
to and from the fair was prob- 
ably the biggest cost incurred 
by the firm. 

Concord Hardware’s' booth 
was one of the most popular on 
the fairgrounds for it was the 
only one on the grounds at 
which ice cold drinks were dis- 
pensed free to all. 

“There’s nothing like a cold 
drink to make friends, and noth- 
ing that will attract people to 
your stand as will a ‘free some- 
thing or other’ even if it’s only an 
ice cool drink,” says Mr. Myers. 


The hardware firm also made 
friends with their fellow conces- 
sionaires. The weather was 
torridly hot for the three days of 
the fair so Concord Hardware 
demonstrated the water pumps 
it had on display by watering 
the area for several hundred 
feet on all sides of the booth 
area, holding down the dust. 
This helped keep the appliances 
looking clean. 

The best attractions were 
those that moved or suggested 
motion. Space heaters had 
Cellophane streamers fluttering 
to suggest the flow of air. A 
garbage disposal unit was placed 
near the drinking fountain and 
was in regular use to show how 
it would consume bones, vege- 





tables and other waste, includ- 
ing bottle caps. 

Concord plans to be at the 
fair again this year but expects 
to give more study to the ar- 
rangement of exhibits with the 
idea of drawing fair goers from 
one display to another. More of 
the carnival atmosphere is going 
to be introduced, and a closer 
check of live prospects will be 
made. 

It is expected that this year’s 
display will cost the company 
about $15 per running foot, this 
year. Store employees will be 
on hand from 10 a.m. until 11 
p.m., and drinks “on the house” 
is again supposed to be the chief 
attraction, aside from the at- 
tractive appliances themselves 


Efficient Service Department 
Builds Up Prospect List 


Oh. of the most 


complete hardware store service 
departments in the Chicago area 
is that maintained by the O’Neill 
Hardware, Lake Forest, Ill. An 
accurate record-keeping system 
is one reason why this shop is 
so profitable. Joseph O’Neill, 
owner of the store, states that 
his service department keeps 
an accurate record of every 
job performed for an appliance 
customer, including the date, 
number of parts supplied and 
similar information. 

“This is very valuable infor- 
mation for a hardware store to 
have,” he says. “For example, 
when a radio comes in from a 
regular customer, our service 
man turns to a card file. There, 
under that customer’s name, he 
has a record of everything he 
has done on that radio. A 
perusal of that record aids him 
in checking the radio for its 
present trouble, and also aids in 
telling customers when certain 
parts need replacing.” 

Mr. O’Neill states that cus- 
tomers know that the _ store 
keeps such a record on its appli- 
ance service and repairs. The 
store uses ordinary 6 by 8 in. 
card index cards, on which the 
service man makes his own en- 
tries in ink, after printing the 
customer’s name at the top. 

Sometimes, Mr. O’Neill points 
out, a customer will claim that 
the store serviced the radio or 
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other appliance just a few 
months ago. A checkup on the 
records reveals, in many in- 
stances, that it has been a year 
or more since the appliance was 
serviced. The customer all too 
often has merely misjudged the 
passage of time. 

When the record card reveals 





that a radio or appliance has 
been serviced a number of times, 
with quite a few charges over 
the months or years, the store 
can suggest to the customer that 
it is time for him to make a new 
purchase. The record helps back 
the case for purchase of a new 
radio or appliance. 





The appliance service man repairs a radio at an efficiently set up bench. 
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New Tools for Old 


By PAUL FORBES 


Tool Department Buyer, 
Palace Hardware Division, 
Chanslor & Lyon-Palace Corp., 
San Francisco, Cal. 


A “NEW tools for 


old” trade-in program has 
brought new life to our power 
tool department. 

Started in August, 1948, when 
the supply of power tools went 
on an_ immediate - delivery 
basis, this unique program has 
paid consistent dividends.— at 
least one of them unexpected. 

We believe this plan to be the 
first such to be carried out on 
an organized basis by a large re- 
tail hardware dealer. Gerald 
Dohrmann, general merchandise 
manager at Palace Hardware, 
suggested the idea three years 
ago. Its execution had to wait 
until supply exceeded demand— 
enough so that the trade-in cus- 
tomer could have his full and 
immediate choice of equipment, 
and not have to be put off by 
promises of future delivery. 

Last August, Mr. Dohrmann 
and I felt that the time had 
come, and the plan was insti- 
tuted. Newspaper advertising 
featured the new service, and 
window streamers plugged it to 
passers-by. 

Response was immediate and 
continuous. Homecraftsmen and 
professional woodworkers alike 
seem to have been waiting for 
this opportunity to trade in used 
equipment. They felt that they 
would have to sacrifice their 
power tools if they sold them 
through newspaper want-ads, 
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A California dealer sells power tools on a 
trade-in basis. This program helps predict 
merchandising trends and pyramids business. 





Paul Forbes, left, tool department buyer, and Marvin Burger, downtown store 
manager, look over a circular saw offered in the used power tool depart- 
ment. This department adjoins the store's displays of new power tools. 


and that they might then be 
without needed tools. 

Our system gives the owner 
the opportunity to replace his 
power tools quickly. And he 
can have the old equipment ac- 
cepted as partial or down pay- 
ment on new equipment, taking 
the new tool home right away. 

The majority of our trade-ins 
have been small power tools, 
many of which had been pur- 


chased from chain stores. The 
newly purchased tools have gen- 
erally been those of larger and 
better quality. All makes of 
power tools are accepted: for 
trade-in credit and seldom do 
any of them stay in the used tool 
department for longer than a 
week. When we began this pro- 
gram we hoped that the used 
tool section would help us at 


(Continued on page 102) 





How to Sell More Packaged 





FRED J. WALTERS 


7 wen it comes to 


display, hardware merchants 
need not take a back seat for 
anyone; yet many can profitably 
ask themselves these questions 
about their appliance depart- 
ments: 

Do you carry a leading line 
of matched appliances for com- 
plete kitchens and home laun- 
dries? Are you giving sufficient 
emphasis to the “newer” appli- 
ances that have the best profit 
potentials? Are you using com- 
plete kitchen and action dis- 
plays? Do you have facilities to 
help your customers plan kit- 
chens? 


Have the Reputation 


Few merchants enjoy the 
community reputation for qual- 
ity and reliability that the hard- 
ware dealer has built up through 
years of good customer rela- 
tions. An important factor in 
building this reputation is the 
quality of merchandise he car- 
ries. Most hardware stores fea- 
ture leading brands of tools, 
paints, and housewares. “Every- 
thing for the home” could well 
be the slogan for the modern 
hardware store with the com- 
pleteness and variety of its mer- 
chandise. Similarly, for the mer- 
chant selling appliances, the 
brand and completeness of the 
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Greater use of model displays and kitchen 

planning service are recommended by manu- 

facturer as important phases of kitchen and 
laundry equipment merchandising 


line are factors that should be 
considered. 

The hardware merchant like 
other retailers must make the 
best use of floor space. In fact, 
proper utilization of space will 
be more of a problem in the 
hardware store, with merchan- 
dise consisting of literally thou- 
sands of items, than in most 
other types of retail establish- 
ments. Since appliances will 
will take up more space than 
hand tools, cooking utensils and 
other houseware items, it will 
be advantageous for the dealer 
to study his appliance depart- 
ment to see that he is making 
the best use of available space. 


Complete Kitchens 


The practice of displaying 
rows of appliances has given 
way in many stores to ensembles 
and complete kitchens set up in 
the store. This method has the 
decided advantage of showing 
the customer how an appliance 
or group of appliances will look 
in a kitchen. The most favor- 
able position in the appliance de- 
partment should be occupied by 
the kitchen display, while indi- 
vidual models may be placed in 
a less prominent area. 

At first thought it may seem 
that a complete kitchen will take 
up more space than rows of un- 
related models. Actually the re- 
verse is true. It will be found 
profitable to.show an appliance 
grouping even if this necessi- 
tates reducing the number of in- 
dividual models displayed. The 
reason for this is that the com- 
plete kitchen will do the basie 
selling job; then the salesman 


can help the customer choose the 
model that best fits her needs. 


Operating Demonstrations 


Where possible, it is good 
business to have the kitchen dis- 
play wired and with water con- 
nections for operating demon- 
strations. This is especially 
helpful in educating customers 
as to the use of newer appli- 
ances such as automatic dish- 
washers, garbage disposal units 
and pushbutton electric ranges. 
More effective than any sales 
talk is a demonstration of these 
appliances working together as 
a unit in the assembly line effi- 
ciency of the modern kitchen. 
The complete kitchen also gives 
the hardware merchant an ideal 
background for displaying re- 
lated items such as kitchen fur- 
niture, utensils, utility shelves, 
etc. 

The question as to how much 
space for kitchen displays can 
best be answered by citing di- 
mensions of specific arrange- 
ments. It should also be pointed 
out that the kitchen can be as 
simple or elaborate as the mer- 
chant desires. A minimum dis- 
play could be a 5-ft. “package” 
kitchen. This can be set up 
against a wall, in the center of 
the floor, or in a window. One 
appliance manufacturer has 
ready-made 5-ft. backgrounds 
available for retailers. 

This display would include an 
apartment size electric range 
with three or four cooking 
units; a four cubic foot under- 
counter refrigerator; a 15-in. 
sink that can accommodate 2 
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Kitchens 


By FRED J. WALTERS 


Vice President-Merchandising 
Hotpoint, Inc., 
Chicago, III. 


garbage disposal unit; two 30- 
in. wall cabinets, and a counter 
top of stainless steel, plastic or 
linoleum. A slightly wider ar- 
rangement could include an 
automatic dishwasher which fits 
under the counter top. 

Complete kitchens also can be 
arranged in L or U-shaped dis- 
plays. The L-shape fits well in a 
corner and is probably best suit- 
ed for the average store. The 
background for this’ kitchen 
could include a window, and 
painted or papered walls. In a 
space approximately 10 by 12 ft., 
the merchant can show a combi- 
nation refrigerator-freezer; a 
48-in. dishwater-sink with a 
garbage disposal unit; a push- 
button electric range with one or 
two ovens; and base and wall 
cabinets. This basic kitchen can 
include deluxe, medium priced, 
or low-cost units. 


Let 'Em Look Inside 


If the dishwasher has water 
connections for operating dem- 
onstrations, it is important that 
it have a plastic door so that 
customers may look inside dur- 
ing washing, rinsing and drying 
cycles. Special demonstration 
models have interior lights, 
brightly colored china and glass- 
es and automatic timer devices. 

The U-shaped kitchen can in- 
clude a lunch bar or breakfast 
corner. This arrangement also 
provides enough space to display 
a combination kitchen - home 
laundry. The kitchen appliances 
would be arranged along two 
walls, with the laundry group 
against the third wall. The 


HARDWARE AGE, JUNE 15, 1950 


An L-shaped __kit- 
chen can be shown 
in a display room 
corner with either 
real or imitation 
window. The three 
basic appliances 
are range, dish- 
washer sink and re- 
frigerator. By omit- 
ting some of the 
base cabinets, the 
merchant can show 
the appliances in 
more compact ar- 
rangement. 


U-shaped display 
shows appliances 
grouped around an 
automatic dish- 
washer-sink-clean-up 
center under a win- 
dow. Other ap- 
pliances include re- 
frigerator and push- 
button range. 


This two-wall display 
combines kitchen 
appliances with 
lunch bar and tele- 
phone center in 
which housewife can 
keep household ac- 
counts. Kitchen dis- 
play is ideal back- 
ground for a hard- 
ware merchant to 
show utensils,  kit- 
chen furniture, and 
numerous other re- 
lated lines. 


























Straight line display 
shows simple ar- 
rangement of a 
complete kitchen 
along wall, taking 
up no more space 
than unrelated ap- 
pliances would. It 
shows shopper how 
matched models fit 
together. 
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laundry would have an auto- 
matic washing machine, electric 
dryer, ironer, and possibly a 
table-top or cylindrical electric 
water heater. 

An important adjunct to prop- 
er kitchen display is to include 
facilities for helping customers 
plan their kitchens. New tools 
developed by manufacturers for 
this important phase of kitchen 
merchandising are so advanced 
that any merchant with a little 
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Miniature models 
allow customer to 
see "dream kitchen" 
quickly set up ac- 
cording to their 
specifications. The 
walls, windows and 
doors are movable 
and floor is scored 
in |-in. squares for 
simplifying measure- 
ments. When set is 
arranged to satisfy 
customer's room it 
can then be photo- 
graphed as a "blue- 
print." 


QO O 





training can become an expert. 
The latest technique in kitchen 
planning is to set up a kitchen 
with miniature appliance models, 
then to photograph the scale 
room. 

The planning kit can be oper- 
ated from any table surface in 
the store. The scale models are 
arranged on a turntable that is 
scored in one-inch squares. Win- 
dows and doors can quickly be 
shifted around the walls to sim- 





ulate the customer’s existing kit- 
chen. Appliances and cabinets 
can be placed in the room to 
form any desired pattern. Then 
the turntable is adjusted for the 
most favorable angle, and photo- 
graphed. Some merchants use a 
camera that both develops and 
prints the picture, permitting 
them to give customers a photo- 
graph of their “dream kitchen” 
in one minute. 

In 1949 the average key vol- 
ume retailer was getting ap- 
proximately 80 per cent of his 
volume on appliances that have 
reached a high saturation point. 
These included refrigerators, 
fuel-type ranges and wringer 
washing machines. Greater prof- 
its, however, are coming from 
complete electric kitchens, auto- 
matic dishwashers, electric 
ranges, automatic washers, gar- 
bage disposal units, electric wa- 
ter heaters, freezers, and metal 
cabinets. Evidence of the trend 
toward complete kitchen mer- 
chandising can be seen in the 
number of leading refrigerator 
manufacturers now constantly 
adding other appliances. 

Because hardware merchants 
have a high per cent of repeat 
sales from well established cus- 
tomers, they are in a good posi- 
tion to build even better volume 
in their appliance departments. 
Good displays will help them to 
get this business; demonstra- 
tions will educate their cus- 
tomers. 


Ornamental Signs in Store's Traffic Lane Give Monthly Sales of $100 and More 


ALES of ornamental signs 
took an immediate upward 
turn when removed from their 
boxes and placed on display on a 
staircase leading from the main 
floor of York Paint & Hardware 
Co., York, Pa., to its offices. “Our 
monthly average for these signs 
previously ran from $35.00 to 
$50.00, but with this display they 
average from $100.00 to $200.00, 
without any extra effort.” says 
John Wallace, store manager. 
“With the ever increasing 
number of new homes in our 
area and the rebuilding and re- 
modeling programs going on, I 
felt that these signs had a defi- 
nitely larger market. They serve 
for both identification and orna- 
mental purposes,” in the words 
of Mr. Wallace. As pictured the 
signs are along the outer rail of 
the staircase, and below them 
next to the stairway to the base- 
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ment are an ornamental lamp 
post, a completely lettered sign 





and rural mail box on swinging 
bracket. 


— 


Staircase display featuring ornamental signs of various types and designs. 
Note rural mail box and sign on “lamp post," a bid for additional business. 
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The Legal Effect of 


Salesmen’'s Representations 


Tue retail hardware 
salesman in his selling efforts 
represents the dealer and the 
representation he makes to the 
customer in the selling of his 
goods are obligations for which 
the dealer is responsible if they 
are usual representations and 
relate to the goods. 

But when the zeal of the sales- 
man carries him outside his 
sales talk and he ‘obligates the 
dealer beyond the scope of his 
duties as a salesman, liability 
for performance does not rest on 
the employer. Provisions in an 
order blank to be signed by the 
customer are a well tried and 
seasoned method for protection 
against such extravagant claims 
and the misrepresentations that 
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A salesman has authority to warrant the goods 
he sells but that authority, says the author, does 
not extend to making of unusual agreements and 
may be limited by the provisions of dealer's 
order blank to be signed by customer. 


By ALBERT WOODRUFF GRAY 


frequently supplant the usual 
sales talk. 

An Oklahoma hardware dealer 
purchased for resale two cables 
for which he paid the manufac- 
turer $925.53. The manufactur- 
er’s salesman warranted the 
cables to be first class, of suit- 
able quality and adapted for use 
in the drilling, repairing and op- 
eration of oil wells. The dealer 
relied on these’ statements, 
bought the cables and delivered 
them to his customer. 


Shortly afterwards the cus- 
tomer complained of the cables, 
claiming that they were of ‘in- 
ferior quality and had become 
stranded and drew. In an effort 
to satisfy the buyer $300 was 
refunded by the dealer and suit 
brought against the manufac- 
turer for that amount as dam- 
ages from these misrepresenta- 
tions. 

The verdict of the jury was in 
favor of the dealer for that 
amount and from that judgment 
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"When the zeal of the salesman 
carries him outside of his sales 
talk . . . liability for performance 
does not rest on the employer.” 


the manufacturer appealed to 
the Supreme Court of that state. 

One feature insisted upon by 
the manufacturer in his defense 
to the action was that the sales- 
man had no authority to make 
the representations and warran- 
ties he made on which the dealer 
based his claim for a refund of 
this $300. 

The rule of law followed by 
the Oklahoma court in sustain- 
ing this judgment of the hard- 
ware dealer was laid down many 
years ago in a New York case 
in which it was held that, “‘A 
salesman is authorized to do 
whatever is requisite and neces- 
sary to be dune in and about that 
business as fully as his employer 
might do in case he was person- 
ally present. The salesman has 
all the power the business itself 
would indicate that he possessed 
to persons dealing with him.” 

The determination of whether 
the circumstances justified the 
assumption by the buyer that 
the salesman was acting within 
his authority in the making of 
the representations, said the 
court here, rests with the jury. 

A few years ago a contractor 
was assured by the seller in the 
purchase of blasting fuse, that 
the fuse was guaranteed to burn 
slowly, not exceeding a foot a 
minute. The contractor bought 
4,000 ft. of fuse for use in clear- 
ing stumps in the construction 
of a highway. 

The contractor said of the 
conversation at the time he had 
given the order to the salesman 
for the fuse, “I asked the kind 
of fuse that I would get. He 
said he would give me safety 
fuse. I told him that I couldn’t 
use anything except slow burn- 
ing safety fuse with a minute 
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per foot. He said, “hat is what 
1 will ship.’ ” 

Instead of one foot a minute 
and the margin of 20 minutes 
the contractor anticipated from 
the 20 ft. of fuse he had used, 
the ignition of the fuse and the 
explosion were almost simulta- 
neous. The customer’s eyesight 
was totally destroyed, his face 
and body bruised and lacerated 
and he was incapacitated for 
further work of any character. 

The jury returned with a ver- 
dict of $30,000 in favor of the 
contractor and the dealer ap- 
pealed. The salesman here, the 
court pointed out, was fully ac- 
quainted with the dangerous 
type of work on which the con- 
tractor was employed. Further, 
it was necessary to place reli- 
ance on the representations as 
to the burning speed of the 
fuse. Under these circumstances, 





“Instead of the margin of 20 minutes 

the contractor anticipated, the ignition 

of the fuse and the explosion were al- 
most simultaneous.” 


maintained the court, the cus- 
tomer had the right to rely on 
the representations of the sales- 
man that the fuse was fit and 
suitable for the purpose. There 
was no way for the customer to 
know the fuse was suitable or 
otherwise except by the state- 
ments of the salesman. 

“If in the sale of the kind or 
class of goods which the sales- 
man is empowered to sell,” said 
the court here in affirming the 
judgment for the contractor, “it 
is usual in the market to give a 
warranty and the salesman may 
give that warranty in order to 
effect a sale and the law pre- 
sumes that he has such au- 
thority.” 

This broad general rule, how- 
ever, was restricted by the court 
with this further comment, that 
if there is no actual authority to 


make these representations and 
ihe propercy is usually sold with- 
out such representations, as for 
example, used machinery sold 
“as is,” then no sucn authority 
will be implied as the authority 
of salesmen does not extend to 
unusual representations or war- 
ranties. 

The same type of warranty 
and misrepresentations were 
made by a salesman of a furnace 
company to a Minnesota hard- 
ware dealer, to the effect that 
his company warranted that the 
furnaces would warm the houses 
to the purchasers’ entire satis- 
faction and that if they failed to 
do so, the furnace would be re- 
moved at the expense of the fur- 
nace company. 

The furnaces failed to fulfill 


either the warranty of the seller 


or the hope of the buyer. Pay- 
ment of the account was refused. 
Suit was brought by the furnace 
company in which it maintained 
the salesman had no authority to 
make the warranties and that 
the company was not bound by 
his statements. 

“It appears,” said the court, 
“that Jones was its traveling 
salesman and solicitor. The evi- 
dence goes to show that the fur- 
nace company through its sales- 
man sold these furnaces and sold 
them with a warranty the sales- 
man was presumably authorized 
to make. The salesman had pre- 
sumable authority to sell upon 
the condition that the furnaces 
should answer the particular 
purpose for which they were 
sold.” 

Were the law otherwise the 
dealer would be permitted to 
gather the ill gotten gains from 
the fraud of salesmen covering 


(Continued on page 98) 





When the rope was put into use it was 

found so weak that it would not stand 

up under the load. In consequence, the 
camps were shut down.” 
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Sells a Television Set a Day 
With a Three-Point Program 


Separate salesroom, full service and trial 
home demonstrations combine to make sales 
zoom for Caiifornia hardware firm 


Merairt E. 
STOKOE who owns Merritt’s 
Hardware, 335 Camino Real, 
Hermosa Beach, Calif., is cash- 
ing in on the current popularity 
of television. In fact he has 
been selling on an average of 
one TV set a day since June, 
1949. 

His three-point program, to 
which he attributes his success 
is: (1) a separate television 
display room; (2) complete TV 
installation and repair service 
and (3) free three-day home 
demonstrations. 

Says Mr. Stokoe, “My tele- 
vision sales really got going 
when I opened a separate tele- 
vision room adjoining my hard- 
ware store, added an installation 
department and began offering 
free home demonstrations. Our 
TV set inventory comprises 
about 40 to 50 sets of which 10 
to 15 are usually out on three 
day demonstration periods. We 
install a temporary antenna with 
each demonstration set and find 
that it pays well to do so. We 
sell on an average of 75 to 80 
pet of the persons who try a set. 

The 17 by 40 ft. Video Shop 
has its own street entrance and 
is connected to the hardware 
display room by a large door- 
way, exposing customers in each 
section to the other department. 
Mr. Stokoe has found that his 
TV service department is a vital 
aid in selling television receivers 
and he now has two full time 
video servicemen, whose shop is 
in the rear of the display annex. 

Other factors which have 
helped the store in its increas- 
ing television sales and service 
are the use of the firm’s panel 
delivery truck for “traveling 
billboards” and participation in 
the local Trade Fair. 
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TV service and installation truck in front of the firm's hardware display 
room and Video Shop which advertises a "3-Day Demonstration" offer to all. 


Merritt Stokoe shows a 
prospect the fine points 
of a television set. 











Passers-by can see practically all of this 
attractive store through any point of 
the front. A kitchen equipment display 
runs to the window edge. Illustration 
courtesy Libbey-Owens-Ford Glass Co. 
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Color, Display and 
A Visual Front 
Make Eye-Appeal 


Best Lumber & Fuel Co. uses a three-point 
program for catching the eyes of prospects 
and turning them into customers. Exterior 
and interior alike are points of interest. 








Meanxy things are 


different about the hardware 
store operated by Best Lumber 
& Fuel Co., 4400 N. Green Bay 
Ave., Milwaukee, Wis. It is of 
colorful design, inside and out, 
is located several feet above the 
street level and is reached by a 
sidewalk that goes through a 
lush carpet of green lawn. Its 
glass and metal front, of the 
visual type, is topped by a 
canopy, with ornamental bands 
of neon lights and the firm name 
in large neon lettering. From 
almost any angle, pedestrians 
and motorists can get a sweep- 
ing view of the well lighted in- 
terior in which are featured 
hardware and a wide variety of 
building materials, hand and 
power tools, paints, varnishes 
and kitchen appliances. 


Color Scheme Changes 


The color scheme of the neon 
lighting equipment on the front 
of the store varies with the sea- 
sons. Pass the store of a Len- 
ten season night, for example, 
and the name “Best” is in green, 
but for Easter it will be white. 
Colored neon tubing forms a 
border along the upper and 
lower edges of the canopy. And 
self-contained flood lighting 
units throw a bath of light into 
the store. 
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Although the wall displays are 
kept basically the same, as 
shown in the picture of the en- 
tire store, center display units 
are subject to constant change. 
Changing both the exterior 
lighting plan and the center dis- 
plays, inside the store, help- keep 
the store’s appearance ever fresh 
and new. In the words of Louis 
J. Best, president of the firm, 
changes are made, “because a 
store looks too commonplace if 
it appears the same at all times.” 





Several types of woodwork, 
insulation board, and plastic 
tile, are used, in different colors, 
for walls, ceiling and display 
fixtures in the showroom, from 
which part of the company’s 
very modern and colorful offices 
may be viewed. Large alumi- 
num colored wooden lettering 
identifies different departments 
in the store. A green and red 
mottled effect asphalt tile floor 
covering adds further color and 
brightness to the showroom. A 


The tables and bins in the center foreground are subject to constant 
rearrangement in order to keep the store's appearance ever changing. 
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Part of a group using power 

tools in the company's shop. Jack 

Best, wearing the white coat, son 

of the president of the firm, in- 

structs users in proper methods 
of operation. 


complete model kitchen setup is 
part of the appliance depart- 
ment which runs right to the 
plate glass window of the visual 
front. 


Pleases Hobbyists 


In addition to the unusual ap- 
pearance of the display room 
the store merchandises a wide 
variety of tools, lumber and 
hardware,. through a_ unique 
plan under which qualified men 
and boys are permitted, at cer- 
tain times, to use power tools 
set up in another part of the 
building. Other than the re- 
quirement that all lumber, hard- 
ware, paint and other materials 
used by the hobby fans must be 
purchased from Best’s, there are 
no strings attached to the use of 
the equipment, although such 
use is at the risk of the visitors. 


Instruction Given 


Located about six miles from 
the center of Milwaukee, the 
store caters mostly to private 
home owners and while some of 
the men who avail themselves 
of the use of the power tool 
equipment later become _ pur- 
chasers of such units, much of 
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the profit accruing from the 
plan is the result of sales of lum- 
ber, hardware, paint, abrasives 
and a variety of other mer- 
chandise. Jack Best, son of the 
company’s president, supervises 
the use of the power tool equip- 
ment, giving instruction in its 
use, where required. Of those 


customers who do_ purchase 
power tools, many start with a 
circular saw. Usually nine saws, 
drills and attachments are 
hooked up for use. 

Power tools, like other major 
units of sale in the store may be 
purchased on time payment 
plans, some sales being financed 


by Best’s, others by finance or- 
ganizations. To let power tool 
users realize just what the value 
is of equipment they are using 
and to encourage sales of such 
units, wherever possible, signs 
in the shop and near the location 
of the units indicate the name 
of the unit and its sales price. 


Coral Gables to Use Vacant Lots as Parking Solution 


&- officials of Coral Gables, 
Fla., have come up with a 
new and unique answer to the 
old puzzler—where to park cars 
in the downtown business area. 

The American Society of Plan- 
ning Officials reports that city 
councilmen of the Florida mu- 
nicipality recently okayed a park- 
ing plan which will, it is be- 
lieved, solve the problem of 
growing congestion in the Coral 
Gables’ expanding business dis- 
trict. 


How It Will Operate 


Here’s how the scheme will 
operate: Owners of vacant down- 
town property will lease their 
land to the city on a long-term 
basis, for periods ranging from 
50 to 90 years. The city will pave 
the space thus obtained, install 
parking meters, and open parKk- 
ing lots. The city will not pay 
cash for leasing the land but will 
give the property owners 35 per 
cent of the revenue which will 
be derived from the parking 
meters. 

An added feature of the plan 
is that it does not remove the 
property acquired by the city 
from the tax rolls. Instead, the 
city assumes the tax-paying re- 
sponsibility of the owner and 
makes payments out of its share 
of the parking meter revenue. 
In addition, the city’s 65 per cent 
of the meter take will provide 
money to beautify the parking 
areas as well as to buy addi- 
tional parking space if it is 
needed. 


Time Limitations 


Under the plan, the parking 
areas will spread out like waves 
from the heart of the business 
district. The areas closest to 
the shopping district will be lim- 
ited to from one to five hours 
parking time to provide for per- 
sons coming downtown just to 
shop. In the outlying area, all 
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day parking will be permitted. 
This will be for those who have 


to work all day in the business 
area. 





Portable Circular Display Ideal for Bulky Items 


HIS three-level circular dis- 

play unit is used in the 
Decorah, Iowa, store of Knobbe 
Hardware, for showing bulky 
items, such as these _ kitchen 
stools and chairs, in colorful 
fashion. Each of the three levels 
is of different diameter and may 
be used with the two upper tiers 
in dead center or off center. 

Constructed with plywood tops 
and wallboard sides, as is each 
level, the bottom unit stands 24 


in. high and has a buff-colored 
top. The two smaller units have 
Chinese red tops and the sides of 
each of the three sections is gray. 
The lower level of the fixture— 
the store has two such units—is 
24 in. high, the entire unit stand- 
ing 48 in. above the floor. Al- 
though designed primarily for 
showing bulky merchandise they 
may also be utilized for display- 
ing a variety of smaller merchan- 
dise in mass display fashion. 





Designed primarily for bulky items, this fixture catches the eye. 
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Fig. I—This display shows a maximum amount of goods in a minimum amount of space. 


This Display Sells Toilet Seats 
And Medicine Cabinets 


P.. OSAIC though 
toilet seats and medicine cabi- 
nets are, an attractive display 
like that shown in Fig. 1 can 
help hardware dealers do a bet- 
ter volume and with greater 
turnover. The specially designed 
14 ft. long wall section, illus- 
trated, can be used to show eight 
seats and provides space for 
eight additional seats attached 
to pull out sliding drawers. The 
unit will be particularly attrac- 
tive when faced with light blue 
tile board. Its utility is in- 
creased by use of the base of the 
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fixture for storage of stock 
which can be concealed by com- 
position sliding doors as shown 
in the construction detail draw- 
ing, Fig. 2. 


Maximum Number 


This wall unit illustrates one 
of the main features of any good 
display and that is: one which 
will show in open display the 
maximum amount of goods in 
the minimum square feet of ac- 
tive selling area. 

Note how each seat can be 
signed by means of small metal 
3% by 51% in. card holders and 


how these are also used to sign 
each cabinet. 

The back wall and slope on 
which the seats are displayed 
should both be faced with light 
blue tile board which will make 
a very attractive setting for 
both of these items. A good idea 
would be to locate this wall sec- 
tion near where you sell tile 
board as the unit actually dem- 
onstrates its use and application 
on a replica of a bath room wall. 

The entire wall section can 
have overhead signs with cut 
out wood letters set in an inside 
illuminated shadow box. Tube 
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Fig. 2—Detail drawing showing 
construction of the fixture. Sapa ‘ 


a) 


fluorescent lights can be used 
for this purpose and the letters 
can be held in position by set- 
ting them in a wood strip. 

All the measurements listed 
were used on an actual installa- 
tion but they can easily be 
varied to fit any location in your 
store. 

This wall section with its plate 
glass cabinets enhanced with the 
tile board and recessed in posi- 
tion plus all the colored seats at- 
tached on the slope will make a 
very attractive and functional 
selling unit. 

Any local carpenter can build 
the unit out of plywood with the 
pull out drawers set in hard 
wood slides as shown in detail 
drawing, Fig. 2. 




















County Hardware Corp. Completes 
Expansion Program 


Mount Vernon, N. Y., store tells story of its 
changes in widespread advertising campaign 


The new front of the 
County Hardware Corp. 





County Hardware Corp., 161 Gramatan Ave., 
Mount Vernon, N. Y., has completed an expansion 
program to give the store a 190-ft frontage on 
that thoroughfare. Opening day, which was paced 
by four page ads in the New York Daily News 
and eight pages in the Mount Vernon Argus, was 
featured by the distribution of 1,000 orchids and 
numerous awards to visitors. Illustration at right 
shows Jack Cohn, president, at right, and Al 
Siegel, hardware department manager. 


Oo Go 
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The four divisions of the store occupy almost half a city block. 


The House of 10.000 Accounts 


—In Hardware, Appliances, Furniture and Frocks 


LaSalle, Ill., store draws trade from three near-by 
towns by outside selling and stocking full lines. 
Store meetings and incentive plan help boost sales 


Warn officials of 


the Tri-City Hardware & Furni- 
ture Co., La Salle, Ill., planned 
the celebration of its 25th anni- 
versary, to be observed this year, 
they decided the best way to do 
so would be to modernize the 
store and get set for a banner 
anniversary year. 

The_firm’s modernization pro- 
gram‘Was finished in June, 1949, 
and was carried out by local car- 
penters, with the help of the 
store’s staff of 34 employees, 
many of whom were assigned to 
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The appliance store is 20 by 150 ft 
in size. Six outside salesmen sell for this 
and the other departments. 
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VISIT OUR 
FROCK SHOPPE 


ae 


specific jobs in their own depart- 
ments during spare moments. 
Now the hardware departments 
have new display fixtures and 
each has been decorated in a dif- 
ferent but harmonizing color 
scheme. 

But the Tri-City Hardware, 
the house of 10,000 accounts, is 
more than a hardware store. In 
addition to hardware and appli- 
ances, it consists of a furniture 
store and a frock shop, all of 
which good management has 
made profitable. 


Half a City Block 


The Tri-City store depart- 
ments, lined up one alongside the 
other, take up almost half a city 
block. The hardware store is 20 
by 150 ft; the appliance store 
has the same dimensions: the 
furniture department is 50 by 50 
ft., and the latest addition, the 
frock shop, is 20 by 100 ft. Con- 
necting archways open one store 
to another so that traffic can 
move freely in all divisions. 

Because there are 10,000 ac- 
tive accounts on the firm’s books, 
there is a tremendous backbone 
of purchasing power available 
every month. The 10,000 ac- 
counts come not only from 
La Salle with its population of 
more than 12,000 but are drawn 
from a trading area that encom- 


O Oa 


The model kitchen is an attractive high 
spot of the appliance department. 
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passes three nearby towns, Peru, 
Ottawa, and Ogelsby. 

There is hardly an item which 
the homeowner needs which is 
not sold by the Tri-City Hard- 
ware & Furniture Co. This is 
one of the major appeals of the 
store. 

Indeed, the store’s expansion 
into appliance, furniture and 
frock shop items was stimulated 
by the fact that hardware store 
customers asked over the years 
“Why don’t you handle appli- 
ances or furniture?’ And when 
these lines were added to the 
store the customers were quick 
to respond. 

In addition to selling appli- 
ances, furnaces and stokers, the 
firm also installs and services 
these items in its territory. The 
installation and service offered 


The hardware department measures 20 
by 150 ft. The entire store was modern- 
ized last year. 


— i: 


is very important in the highly 
competitive La Salle area, ac- 
cording to M. J. Liberta, general 
manager. When a firm can also 
give adequate service on the ap- 
pliances and items it sells, this 
helps to build customer confi- 
dence and has an important ef- 
fect upon sales, he feels. 
Tri-City Hardware finances its 
own paper on appliances, fur- 
nace, stoker and other maker 
sales at a rate of 5 pct, which 
represents an extra profit for 
the firm and provides control 
over credit accounts. Mr. Liberta 
says that the store’s method of 
financing also makes it possible 
to maintain good relations with 
customers at all times. 


Six Outside Salesmen 


The store has six outside sales- 
men, all of whom work on a 
straight commission. They aver- 
age about 12 pct commission on 
appliances, heating units, furni- 
ture and similar lines. 

Some of these salesmen reside 
in the small towns within a 30 
to 40 mile radius of La Salle. By 
living in these areas, the sales- 
men become acquainted with the 
residents, take part in commu- 
nity life and are often able to 
make many sales because they 
know the communities _inti- 
mately. 

All the salesmen are in the 
store on Saturdays, which they 
set aside for store visits from 
prospects and customers. Dur- 
ing the week they bring pros- 
pects in for demonstrations, but 
Saturday is the time when they 
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can be reached all day long at 
the store. 

The salesmen pay their own 
expenses and make their own 
collections on sales. In this way 
also they can maintain close con- 
tact with customers and can 
anticipate the appliance, heating. 
furniture and plumbing needs of 
the people in their area. Such 
frequent callbacks also produce 
tips on many new prospects. 

“This method of outside sell- 
ing seems to work out very satis- 
factorily for us and the sales- 
men, too,’ Mr. Liberta feels. “We 
operated in this manner before 
the war and then resumed it on 





a larger scale when merchandise 
became available. This is the 
way to uncover many profitable 
sales which could not otherwise 
be secured through the normal 
flow of store traffic.” 


Sales Training 

Each of the store’s 34 em- 
ployees and salesmen come under 
the firm’s regular sales training 
program. There are monthly de- 
partmental meetings for each 
division — hardware, appliance, 
furniture and frocks — with Mr. 
Liberta and others of the man- 
agement discussing customer 
handling, salesmanship and mer- 


The store's latest addition is 
this very attractive frock shop. 


chandising problems and getting 
employee reaction to those prob- 
lems. These meetings build em- 
ployee morale and employee 
ability, increasing sales and op- 
erating efficiency. 

In addition there are four gen- 
eral store meetings held during 
the year with all departmental 
employees present. At such meet- 
ings, general store policies and 
aims are stressed so that smooth 
inter-departmental relations can 
be maintained with an increase 
in sales efficiency through re- 
lated selling. 

For more than 20 years the 
management has followed a pol- 
icy of giving every employee a 
bonus when business conditions 
warrant. The company is proud 
of the fact that it has been able 
to give such bonuses for 20 con- 
secutive years. The bonus is de- 
termined by store officials upon 
the worth of the employee, his 
salary and commission basis, and 
his years of service. 

Demonstrations are a key fea- 
ture in Tri-City’s merchandising 
program. The company has am- 
ple facilities to accommodate 


(Continued on page 96) 


Simple Solution Cuts Down on Lost Time 


EFORE installation of this 

small private office for 
buying at the Carlsbad Hard- 
ware & Lumber Co., Carlsbad, 
N. M., considerable buyer’s and 
traveling salesmen’s time was 
wasted by interruptions. 

L. B. Merchant, president of 
the firm, says, “Previously we 
had been forced to have our 
buyer talk to the suppliers’ 
salesmen in the store or in a 
general office space. The result 
was that there were many in- 
terruptions from our good 
friends and customers and 
sometimes at least double or 
triple time was consumed in 
transacting the business at 
hand. Now our buyer can con- 
centrate on his job and con- 
serve the time of traveling 


Buyers and salesmen alike save time 
because of this private office. 
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salesmen. Chimes have been in- 
stalled in this office for calling 
the buyer by a code ring when- 
ever it is necessary for him to 
see a customer or for any spe- 


cial reason.” Grigg Lazenby, 
left, is shown talking with Rob- 
ert Phillips, Denver, a travel- 
ing salesman calling on the 
Carlsbad firm. 
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Larger windows are used on the left half of the front so appliances will show fully when moved close to them. 


New Home After 83 Years in 


Farm trade around Moundridge, Kan., is spending more 
time —and money —in the Krehbill store since it was 


completely rebuilt. 


And here is a typical story of 


how modernization helps increase traffic and volume. 


| almost complete 
transformation that has taken 
place at the Krehbill Hardware 
Co., at Moundridge, Kan., is 
characteristic of the tremendous 
change that has occurred in the 
Farm Belt in recent years, due 
in large measure to greater 
farm prosperity and faster 
transportation. 

The present modern hardware 
store, with its attractive, full- 
visual front which extends the 
full width of the 75 ft building, 
bears no resemblance to the 
wooden structure in which the 
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Krehbill family conducted its 
hardware and implement busi- 
ness for most of its 83 years. 
Provides the Answer 

This store provides the answer 
to a question that often arises 
in the minds of hardware deal- 
ers who are considering the mat- 
ter of modernization—whether 
a conservative, rural trade will 
have a psychological resistance 
to modern store design and ar- 
rangement. 

“This notion has been com- 
pletely dispelled by our own ex- 
perience,” says Floyd Krehbiil, 


youthful manager of the busi- 
ness. ‘‘We now have more peo- 
ple in our store than we ever 
had in the old one and we think 
it’s largely because we have all 
our merchandise out where peo- 
ple can see and handle it. 

“Our Saturday business has 
increased tremendously and 
we’ve noticed the greatest in- 
crease in the number of women 
and young people who now visit 
our store. 

“People may not always buy 
but they are now in the habit of 
visiting the store regularly on 
their trips to town, most of 
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The right hand windows have a raised platform for smaller merchandise. A marquee extends across the front. 


the Old One 


A great amount of electrical items 
and light bulbs is displayed upon 
this step-up fixture. 


which are made regularly every 
Saturday. We _ observe that 
many people, especially women, 
walk around the store leisurely, 
looking at the merchandise, and 
the store makes a comfortable 
place in which the farmers and 
their families can gather and 
exchange views about crops and 
other matters of common. in- 
terest.” 

While Moundridge has a popu- 
lation of only about 1000, this 
store is now doing an annual 
volume of approximately $150,- 
000. General hardware lines ac- 
count for about $65,000 of the 
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total volume. Implements and 
service account for the balance. 
The store’s trading area has a 
radius of about 15 miles, and 
envelops a rich agricultural sec- 
tion peopled mostly by Menno- 
nites, a religious sect which mi- 
grated to this country from 
Europe, many years ago. 


On Same Site Since 1867 


The Krehbill family has oper- 
ated a hardware store on the 
same site since 1867, and until 
recently when the business was 







incorporated, had been operated 
as a partnership of the father 
and uncles of Floyd Krehbill, the 
manager. 

The old building was about 
half the size of the present 
building, and was dark and 
crammed with merchandise, 
which could be found only by 
the owners who had spent years 
working in the store. 

The old building was even 
more dark and forbidding when 
seen from the street. The new, 
one-story, tan brick and _ In- 








diana limestone facade must 
seem more striking in its small 
town setting to local residents 
than it does to a motorist travel- 
ing through Moundridge. 


The New Building 

The new building, which is 
75 ft wide and 110 deep, was 
completely finished and ready 
for opening prior to Christmas 
in 1948. The selling space of 
the store is 65 ft deep. It was 
completely equipped with mod- 
ern, open display store fixtures 
supplied by the Sitka Spruce & 
Lumber Mfg. Co., Kansas City, 
Mo. 
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Wallcases devoted 
to nuts, bolts, paint 
and cleaning mate- 
rials extend across 
the greater part of 
the rear wall. 
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The Krehbills found it pos- 
sible to continue business with 
a minimum of interruption by 
building half the building right 
up to the left wall of the old 
building. The left wall of the 
old wooden structure was torn 
down and as soon as the new 
portion had been completed mer- 
chandise was moved over to the 
new fixtures. The old building 
was then demolished and the 
other half of the new building 
was erected. 

The implement business was 
divorced from the hardware 
business and moved into its own 


ae f 
ae, “ea 


o oO 


A wide variety of 

household articles is 

displayed near the 

rear and side of the 

appliance depart- 
ment. 
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large building, which was re 
cently completed. 


Modern Methods 


Modern-day merchandising 
and promotion methods are 
being introduced to Moundridge 
by Lloyd Krehbill who went to 
college to prepare himself to 
manage his family’s milling 
business, which subsequently 
was sold. After wartime ser- 
vice, he joined the Joseph Heas- 
ton Co. of New Mexico, to man- 
age the Joe Heaston Town & 
Ranch Store, in Albuquerque, 
N. M. After a year in that 
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position he resigned last April 
to return to Moundridge to 
manage the hardware store. 


Advertising Program 


Mr. Krehbill has been edu- 
cated to the value of advertising 
and now uses considerable news- 
paper space in the local weekly 
newspaper which has a circula- 
tion of about 1200. He proposes 
to start a regular paid gossip 
column in the newspaper. The 
copy for it will relate all sorts 
of small town talk, which 
wouldn’t find its way into the 
regular news columns of the 
paper. Some of these para- 
graphs might reveal the satis- 
faction of a local housewife with 
her recently purchased refriger- 
ator, or about a farmer who 
bought a new water system and 
installed a model bathroom. 

The enterprising store man- 
ager also is promoting the hard- 
ware store with the younger ele- 
ment of his community by 
sponsoring softball. In addition 
to managing an eight-team soft- 
ball league he runs a softball in- 
vitation tournament which is 
becoming widely known in mid- 
western Kansas. 


Builds Good Will 

This type of activity is invari- 
ably an excellent producer of 
good will in any community. It 
always succeeds in bringing the 
name of the sponsoring firm be- 
fore customers and potential cus- 
tomers alike and serves to build 
for business in the immediate 
future. In addition, it is also an 
important factor in keeping the 
firm’s name before the young 
people and has much to do with 
their becoming patrons of the 
company when they become set- 
tled citizens. 

Last Christmas, young Kreh- 
bill and another young business- 
man were instrumental in or- 
ganizing a Christmas promo- 
tion, which represented the first 
time that the local businessmen 
had ever made a joint effort of 
any kind. The promotion was 
eminently successful and is sure 
to become an annual event in 
this town. The purpose of the 
promotion was to convince peo- 
ple living in and around Mound- 
ridge that they can buy all the 
merchandise, and at competitive 
prices, right in Moundridge, 
without traveling to other larger 
towns and cities at some dis- 
tance. 
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Top—View of part of the right rear of the store, looking toward the glass- 


fronted office and the service and wrapping counter. 


Center—The men's side features this display of tools and outdoor supplies. 


Bottom—This double-sided fixture provides a background for a lot of hard- 
to-show plumbing fixtures. The tops are binned for fittings and sundries. 


89 








Do You Average $3 Per Capita on 





t rani ° 
. i * hm Qa *%% 
s4 . 

a 


* 


~~ 


Threading and pipe-cutting, done in the window, attract many customers. 
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A water system mounted on a pedestal 
together with plumbing sundries 
and garden hose are shown in 


this well lighted window. 


Turner Hardware 
Co. in Magnolia, Ark., enjoys an 
extra $15,000 volume as the re- 
sult of aggressively going after 
business in plumbing fixtures 
and supplies and water systems. 
This is a per capita volume of 
$3 per year. Since it is both a 
traffic and volume builder this 
section of the business is given 
more of the firm’s advertising 
budget than any other major 
section of the store. 

Newspaper advertising, sup- 
ported by adequate stocks and 
attractive displays pulls fast, 
sure results for the plumbing 
department, says John Colquitt, 
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Plumbing Sales? 





Aggressive promotion, service and good stocks 
enable this small city dealer in Arkansas to 
build an important volume in plumbing sales 
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Part of the rear-of-store display room which is clearly visible from the street. 


Jr., assistant manager of the 
store. Complete plumbing ser- 
vice is the keystone of the store’s 
worthwhile volume in plumbing 
and related lines. Since the firm 
serves many homes without city 
water connections, electric water 
systems are featured in window 
displays and all advertising. 
Sometimes twin window dis- 
plays are used, one for electric 
water systems, the other for 
plumbing fixtures. A window, 
facing a side street, reveals the 
warehouse in the rear of the 
store in which are shown an un- 
usually wide stock of plumbing 
fixtures for a town the size of 


HARDWARE AGE, JUNE 15, 1950 


Magnolia. Beyond the display 
of sinks, hot water tanks, bath- 
room fixtures, and floor fur- 
naces, passersby get a good view 
of shop activities such as 
threading and cutting pipe. 


Promoted Aggressively 


Because plumbing fixtures and 
supplies are really important in 
the store its owners feel that 
every activity connected with 
that department should be ag- 
gressively promoted. Pipe cut- 
ting and threading and other 
shop activities may be clearly 
seen by passersby. In fact, pipe 
cutting and threading, despite 


small service charges, yield con- 
siderable profit to the firm, cus- 
tomers being both plumbers and 
home owners. A _ schedule of 
prices for cutting and threading 
is prominently posted near the 
pipe threader and vise. 

Another promotional aid is 
the fact that bins for pipe fit- 
tings, etc., visible from the side 
street, are kept clean, well light- 
ed and freshly painted. The 
store manager says that these 
fast turning fittings, with a good 
markup, make this one of the 
most profitable spots in the 
store. 

“We don’t regard our plumb- 
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Tidiness is personified in this housewares 


ing department as merely an 
added department for a little ad- 
ditional volume,” says Mr. Col- 
quitt. “Promotion and display 
all down the line have made 
this department one of our 
best.” 


The Store's Slogan 


The mode] kitchen in the rear 
of the store helps to promote all 
the plumbing items that are ad- 
vertised, including faucets. The 
slogan of the store is “For a 
faucet washer or a complete 
bathroom, see us.” 

This slogan is well empha- 
sized in the water system dis- 
play window shown in _ these 
pages. Against a background of 
attractive printed pieces sup- 
plied by the manufacturer, a 
water system was mounted on 
a pedestal. Around it were 
grouped faucets and fixtures. To 
emphasize the comfort of hav- 
ing running water, two rolls of 
modern plastic garden hose were 
also shown. 

Newspaper display advertise- 
ments used by the store are al- 
ways shown in at least two paris 
of the store, one near the win- 
dow display, the other near the 
department, neatly framed, un- 
der glass. 

Mr. Colquitt especially likes 
to co-ordinate name-brands ad- 
vertised in regular newspaper 
space with the brands on display 
in the store. In a recent plumb- 
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display in the main showroom. 


ing advertisement a well-known 
kitchen cabinet sink was adver- 
tised, the same sink that is a 
part of a model kitchen on dis- 
play. 

Although the store does not 
have its own master plumber, it 
does have connections with the 
best plumbers in the city. When 
the customer buys fixtures, the 
salesman will recommend a 
plumber, if desired. 

During a_ special plumbing 
supplies promotion, most of the 
store’s announcements on _ its 
daily radio program are devoted 
to plumbing supplies. Small fix- 
tures and supplies are given 
much attention, because these 
are traffic items. A typical an- 
nouncement might include fau- 
cets, washers, enameled baby 
bath, medicine cabinets, swing 
spout faucets, and several major 
plumbing fixtures. 


Small Items Featured 


“We like to keep attention on 
small traffic items in plumbing 
supplies,” Mr. Colquitt empha- 
sized. “Toilet seats, tank balls, 
float balls, and washers are 
plumbing items that everyone 
who has a bathroom needs from 
time to time. We want to sell 
them to our customers.” 

Although the Turner Hard- 
ware Co. particularly promotes 
its plumbing department every 
day in the year, it is an attrac- 
tive, modern hardware store, 


with a preference for display- 
ing housewares and gift items 
up front, with plenty of room 
given to tools, cabinet hardware, 
etc. 

Devoting much window dis- 
play space and advertising to 
plumbing supplies turns them 
into traffic builders without 
crowding display areas of the 
main store. 

“We have a decided advantage 
in the layout of our warehouse 
space,” said Mr. Colquitt. “Using 
the warehouse for the dual pur- 
pose of display and_ storage 
solves a big problem for us. We 
can buy a half a carload of sinks 
afid another carload of bathroom 
fixtures and store and display 
them at the same time. 

“We always buy in large 
quantities when possible. That 
enables us to maintain full and 
adequate stocks, and to give our 
customers a selection. They like 
that. Instead of going to a 
larger town to shop or buying 
from a mail-order house, they 
come here.” 


Display Rack for 
Metal Clothesline 





Customers wanting metal clothesline at 
the H. M. Fletcher Hardware Co., |14 
S. Main St., Brookfield, Mo., are served 
quickly and efficiently because of the 
special rack shown above. Comprising 
a standard bottom and pipe fittings, this 
unit keeps clothesline in good order at 
all times, saving space and labor. Each 
loop measures 3 ft., thus a customer 
wanting 18 ft. is served by lifting six 
turns and snipping it off the roll, leav- 
ing the balance of the stock intact. 
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on display 


ARDWARE dealers refer to chain as a 
“bread and butter” line. That’s because 
ain can be counted on for steady profitable 
les volume —day after day... year after year. 





Dealers also tell us that many of their chain 
es are made to customers who come to 









y something else. But—seeing chain on 
splay—they stop, look, remember they need 
ain—and buy. Proof?...a recent survey of 
6 stores shows that chain on display con- 
tently outsells chain under counters or in 
ck room bins by more than 50%. 


an you boost your chain sales 50% ? You can 
ou'll use Cleveland displays and sales aids 
tell your customers that you have Cleveland 
ain—and to ask for the order. A-3043 


FLAND "PRINTED SALESMEN” WILL HELP YOU SELL! 





Let Cleveland's Promotion 
Department plan your 
chain sales campaign... 


Our promotional staff will 
be glad to help you plan dis- 
plays, advertising for your 
“house organ” or newspaper 
(free mat and cut service), and 
direct mail material . . . This 
service is free for the asking. 
Just drop us a note, stating 
Your needs. Or check and clip 
the coupon below. 


[zz VELAND CHAIN 


Re Cleveland (hain & Mfg Co. 
Cleveland 5, Ohio 








d Associate Chain Companies: The Bridgeport Chain 
§. Co., Bridgeport, Conn. * Round California Chain 
: $0. San Francisco and Los Angeles, Cal. * The Round 
tin & Mfg. Co., Chicago, Ill. * Seattle Chain & Mfg. 
' Seattle, Wash. « The Southern Chain & Mfg. Co., 
ingham, Ala. * Woodhouse Chain Works, Trenton, N. J. 


The Reel Salesman holds 4 reels (or equiva- 
lent in 2 or 3 reels) of popular small sizes holds 6 full reels (or equivalent in 2 or 3 


of welded and weldless chains. 





THESE CLEVELAND MERCHANDISING DISPLAYS 
WILL BOOST YOUR CHAIN SALES! 
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SSSI Ces veaesen en ECB Se ww ew eww 






Sales Master is ideal for large stores ... 


yy, 





reels). Welded Proof or BBB Coil chain is 





stocked in 4 storage bins in base. 
















There's beauty, color, 
sales appeal in rounded 
link dog chain. Plastic 
handles in 4 colors 
add to attractiveness 


of nickel-plated chain. 












Keg-ettes put popular sizes of heavy 
chain out where customers see and buy. 
Available in Proof Coil or BBB in %o", Y"’, 


4.’ and ¥”" sizes. 


The Cleveland Chain & Mfg. Co., Cleveland 5, Ohio 
(D] Reel Salesman and Sales Master 
(CD Keg-ettes 
a. 5 ( Deg Chain Displays 
¢ [Envelope Stuffers 


1 
! 
! 
! 
| 
| ; 
cts * (Direct Mail Material 
| (] Mats and Cuts 
Window Displays 
| 
| 
| SIGNED___ ; ee 
; COMPANY _ — 
| ADDRESS — 
| OUR JOBBER IS___ steeenile 
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Tidy and modern, 
this nursery is 
easily visible 
from the street. 














Baby Sitter Service Helps 


Merchants Business 


... important, in mod- 
ern day life, 1s the baby sitter, 
that movies, radio sketches, 
plays and even books have been 
written about them and their 
function—often humorous, but 
more often serious. Merchants 
of Olympia, Wash., a city of over 
15,000 population, found the 
baby sitter problem was no 
laughing matter, for lack of 
such daytime facilities was af- 
fecting their store traffic and 
sales volume. 


Hardware Firms Co-operate 


Instead of mere conversation 
the local chamber of commerce 
inaugurated a co-operative nur- 
sery plan under which Clark’s 
Baby Sitters—a well known 
local baby sitting service—co- 
operates with local merchants, 
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Low cost but efficient plan benefits mothers of 
young children and helps co-operating dealers 
of Olympia, Wash., solve an ever present problem 





Another section of the nursery showing the types of playthings on hand 
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LIBBEY EMERALD CLAS, 


A gem of a sales-maker.. 













LIFE 


JUNE 26! 





You cannot afford to leave this 
profit-making “treasure” buried. 
Gem-tinted “Emerald Glass” by 
Libbey —prepackaged eight of a 

kind in attractive cartons—makes 

a fast self-seller your lady customers 
will want... and buy, all year “round. 


A striking ad in June 206 LIFE will 
spark off ““Emerald Glass” sales in 
your own area. Dignified, hard-selling 


copy points up simple classic shape, 





prize-winning all-purpose design, 
versatile green coloring, variety of 
shape and size, beauty plus guaranteed 
durability . . . ““A new glass if the rim of a 
Libbey ‘Safedge’ glass ever chips!” 





Stock up today. Be ready to cash in 
on a potent tie-in. Plan a Libbey 
display to feature “Emerald Glass” — 
advertised in LIFE. Contact your 
near-by Libbey Glass distributor, or 
write direct to Libbey Glass, 


P.O. Box 1035-1036. Toledo 1, Ohio. [ 





Sherbet—8 or. ““Toddler"—9 or. Suice—60z. —-Beverage—I0 or. Iced Tea—14 o8, 
LIBBEY GLASS Se Messware eg 


esTapiisuep 1518 LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo |, Ohio 
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CLARK'S BABY SITTERS 


Shoppers! Nursery Courtesy Card 


115 Columbia Street 


Phone 24221 


Rates 


10 cents per hour per child, with card, for first 3 hours daily. 
20 cents per hour per child, with card after three hours. 
25 cents per hour per child, without courtesy card. 

(Above rates not to exceed 50 cents per hour) 


COURTESY OF .. we eee 


(Merchant 





ts signature) 








Here is the courtesy card used by participating merchants. 


at very reasonable cost to mer- 
chant and customer. Hardware 
dealers and other merchants co- 
operating in the plan include: 
Liebe Hardware, Olympia Hard- 
ware and Coast-to-Coast Hard- 
ware. 

Customers of participating 
merchants can ask for a card 
which reads as shown in the 
above illustration. 

Under the contract, between 
participating merchants and the 
baby sitting firm, other firms 
pay monthly sums for the shop- 
pers’ nursery service, ranging 
from $2.00 to $12.50, dependent 





We Sponsor 
Shoppers Nursery 


11S Nerth Columbie 


Selden’s Bettman’s 
Paulson's Music Bar 
Diamond Store Tot & Teen 














Keeton Furniture Harper's Beauly 


Drees Swanson Realty 
Rexall Drug Acme Fuel 

M. M. Morris Coast To Coast 
LeRoy’s Reder’s Grocery 


Woodard Candies McNeely Shoes 

Liebe Hardware  Yenney Music 

Mth & Franklin Gro. Chrystell Hobby 

Wright Realty Whitehouse Hotel 

Olympia Hardware Calico Cat 

Gillette & Guffey  Caton’s 

Jeans Sportswear Wilson Laund-retle 
J. D. Miller, Acct. and Real Estate 


10c Hour with Our Courtesy Card 


OPERATED BY 


Clarks Baby Sitters 








Introductory ad used to tell the 
story to the mothers of Olympia. 
It measured two columns by 6 in. 
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upon the size and location of the 
store. In return, these mer- 
chants and other concerns re- 
ceive unlimited supplies of the 
courtesy cards for their pa- 
trons, who pay the modest fees 
listed on the card. Manager of 
the enterprise is Shirley L. 
Clark, well known operator of a 
baby sitting service in Olympia. 
This service is operated Monday 


The House of 


to Saturday, inclusive, from 
10 a.m. to 6 p.m., in its own 
downtown quarters. 

Having wide appeal to con- 
sumers and merchants, in the 
area, the shoppers nursery ser- 
vice provides the only oppor- 
tunity many mothers can obtain 
for supervised play for their 
youngsters. A two-column by 
6 in. ad, shown in these pages, 
announced the service,  indi- 
cated the rate, address and 
names of sponsoring business 
houses. Two local theatres are 
uniting in making a movie 
trailer advertising the service, 
each to show the trailer several 
times daily. In return the nur- 
sery will provide facilities for 
the movie patrons on Sundays 
only. 

Attendants at the shoppers’ 
nursery are healthy and well 
trained people, chest X-rays, 
blood tests and general physical 
examinations being required for 
employees of the service. In ad- 
dition three references from 
local people of good character 
are needed for those in the nur- 
sery’s employ. 


10,000 Accounts 


(Continued from page 85) 


large crowds for such demon- 
strations, and they are put on in 
such a way that normal store 
traffic is not impeded. Especially 
in appliances have demonstra- 
tions helped to acquaint more 
homeowners with the advantages 
of owning them. 

A consistent newspaper, direct 
mail and radio advertising pro- 
gram through the rich La Salle 
trading areasalso helps the firm 
to reach most of the buying pub- 
lic in that region. Sizable news- 
paper space is used regularly in 
a well read daily newspaper. In 
addition, the firm spends about 
$1200 annually for two spot an- 
nouncements daily on a local 
radio station. 

For many years the firm has 
been sending the parents of each 
new born child in the area a 
Baby Book. These are mailed to 
people living in the La Salle ter- 
ritory and are highly prized by 
the parents and children. 

A list of new babies is secured 
daily from official county records 
and the books are mailed within 
five days of the baby’s birth, 
when possible. In this way, the 
store’s office force can easily 





handle the mailing job every day. 

“Despite the growth of the 
rest of our’ business,” Mr. 
Liberta reports, “our hardware 
department still receives the 
largest traffic flow every day. We 
have a large housewares, build- 
ers’ hardware and tool business. 
All of us have good reason to 
look upon hardware as_ the 
‘daddy’ of our selling.” 





Hardware Humor 


By Hardware Age 

















"Who's the wise guy.” 
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ean “Jack” 
or You! 


This “‘merchandising first’ 
assures CHROMTRIM dealers 
they alone will cash in on 
demand we're building! 








wer 
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At last, the brand 
customers recognize! 


They’ll be able to spot their fa- 
vorite trim instantly! For every 






Get ‘’REDdy”’ now for 
bigger business! 


Tell your distributor to fill up 
your CHROMTRIM Stock-Display 


“4 length of CHROMTRIM metal Stand with CHROMTRIM in the new 
@ moulding will be distinctively red-striped jackets.* Your cus- 


Attention, Dealers —‘‘Trim-It- Yourself” Plan Service 
with FREE CHROMTRIM Project Plans to use as a give- 
away to your customers is now available. Send coupon 


wrapped in a striking red-striped 
jacket featuring CHROMTRIM’s 
new trade character, REDdy 
JACKET. Even the shipping tube 
is red-striped for your identifica- 
tion. 


Most effective campaign 
for metal-trim! 
REDdy JACKET stars month in, 


month out in BETTER HOMES & 
GARDENS, AMERICAN HOME, other 















tomers will have their eyes out 
for them—so be ‘‘REDdy’’. R. D. 
WERNER Co., Inc., 295 Fifth 
Avenue, New York 16, N. Y. In 
Canada: R.D. Werner Co., Ltd., 
Oshawa, Ont. 


“Haven’t got a CHROMTRIM 
Stock-Display Stand? 


You can now get this attractive 
Stock-Display Stand with any of 
the four CHROMTRIM deals, jnclud- 











top magazines .. . the only metal ing the popular new 14/60 Stain- Look for the 
moulding national ads reaching less Steel Deal of the 14 fastest- Mouldings 
a grand total of 12,000,000 fami- selling CHROMTRIM shapes. Send : 
lies, with real brand recognition. a a for complete details and in the 
, fit c your free CHROMTRIM STYLE SE- ‘ 
pee 3 hag a ae See LECTOR to help you choose the best . Red-Striped 
; CHROMTRIM assortment to meet Jackets 


for complete details. 
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your needs. 


R. D. WERNER CO., Inc., Dept. HA 
295 Fifth Avenue, New York 16, N.Y. 


Stand at no extra cost. 


customers. 


NAME 


CT] Please send me FREE your CHROMTRIM STYLE SELECTOR 
plus details of all CHROMTRIM deals, including the 
new 14/60 Stainless Steel Deal with Stock-Display 


C] Please send me, at no cost, details on your ‘’Trim-It- 
Yourself’ Plan Service with FREE project plans for my 





COMPANY. - 








CITY. — STATE_ 


DISTRIBUTOR’S NAME__ . — 
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any bathroom... 








There’s something SPECI AL about bathrooms 








when accessorves are HALL- M ACK 


*TRADE MARK REG 


S. PAT. OFF. 


In Hall-Mack’s complete selection of bathroom accessories 
you'll find unique special accessories like these — made to 
add the final touch of convenience and appearance to 


THIS BEAUTIFUL Concealed Lava- 
tory Unit is a perfect companion 
for all other Hall-Mack Acces- 
sories. Soap, tumbler and tooth- 
brush are ready at the touch of a 
finger—y et smartly con- 
cealed when not in use. 
These bathroom necessi- 
ties are mounted on a 
revolving panel, and only 
a polished chrome sur- 
face flush with the bath- 
room wall is visible when 
the unit is closed... 











able Towel Rack —a real gpace- 
saver. It’s instantly adjusted to 
any of three ositions (horizon- 
tal, 45°, or down) and is ideal 
for drying hosiery, for display- 

ing guest towels, and for bath 
| towel storage. Drops down out 
of the way when not in use, yet 
provides so much extra conveni- 
ence when needed. 


f ; 

Re: . 

F 

| ANp Here 1s a three-bar Adjust- 


Look For all of the extra 
qualities in bathroom acces- 
2 sories—and you'll choose 
r Hall-Mack! Remember— 
: there is a complete line to 
give you the right accessories 
for every bathroom need. 
} Hall-Mack also makes a full 
% selection of fine Medicine 
{ 
& 





Cabinets and other recessed 
specialties. Write for details. 
Hall-Mack Company, 1344 
W. Washington Blvd., 
Angeles 7, California. 


Los 
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a ™ Sketch show- 

ing 3 positions 
of Towel Rack 


for kvery Bo, 
Style and budge, throom 















The Legal Effect of 
Salesmen's Representations 


(Continued from page 76) 


his own share in the transaction 
with an immunity blanket of a 
denial of responsibility. 

The salesman stands in the 
place of the dealer in relation 
to the selling in which he is en- 
gaged and which he is employed 
to perform. The statements that 
he makes or the facts that he 
withholds wrongfully from a 
customer in relation to the sub- 
ject of his employment are the 
acts of commission or omission 
of his employer. 


Has Implied Authority 

“A salesman has implied au- 
thority to warrant the property 
sold,” asserted a Minnesota 
court in another instance, “and 
standing in the place of his 
employer, the withholding of in- 
formation by which the signa- 
ture of the purchaser was ob- 


tained or the suppression of 
material facts with reference 
thereto, was a fraud which will 


bind such employer.” 

In that instance a farmer had 
purchased from a_ hardware 
dealer a band cutter, used in the 
cutting of the bands of grain 
bundles for delivery in a thrash- 
er. The salesman had assured 
the farmer that the machine 
would do good work and would 
feed the thrashing machine to 
which it should be attached as 
rapidly and evenly as by hand. 

The suit brought by the deal- 
er to recover on the promissory 
notes given in payment of the 
machine was met by this defense 
of a breach of warranty and 
damages asked for in the amount 
of the notes outstanding and un- 
paid. From the decision in favor 
of the farmer the dealer appealed 
and the judgment was sustained 
by the higher court. 

A situation substantially the 
same occurred a few years ago 
in the state of Washington in 
connection with wire rope pur- 
chased for use in logging oper- 
ations. When the rope was put 
into use it was found so weak 
and decayed that it would not 
stand up under the load. In con- 
sequence the logging camps were 
continually shut down reducing 
the logging output during these 
periods by more than half. 

A salesman of the wire rope 
company had represented that 
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no better quality of wire rope 
was available on the Pacific 
coast and guaranteed that it was 
more than sufficient for the load 
for which it was intended to be 
used. 

The warranty made here by 
the salesman merely supplement- 
ed the statement in the catalog 
of the rope manufacturer that 
“In all the years of logging with 
wire rope in every section of 
timber country and under all of 
the various conditions the... 
wire rope has held its place as 
the most thoroughly efficient log- 
ging rope manufactured.” 

This representation in the 
printed circular contained al- 
most the same guarantee as that 
made by the salesman himself. 
The implied power of the sales- 
man, said the court in sustain- 
ing the judgment of $5,000 in 
favor of the purchaser of the 
rope, to make such a guarantee 
as the agent of the dealer is in- 
disputable. He had implied power 
to do as much as was necessary 
to make a sale of the equipment 
desired by the customer under 
the circumstances shown. 


Almost Indisputable 


The substantial agreement of 
the catalog statements and the 
guarantee made by the salesman 
are almost indisputable proof of 
the salesman’s authority in this 
regard. A dealer may not make 
representations in his circulars 
that can be later repudiated 
when made by his own salesman 
in the sale of the identical mer- 
chandise. 

The court in a recent New 
York case in relation to these 
representations in catalogs and 
circulars emphasized this fea- 
ture in the selling of merchan- 
dise. “Where the dealer fur- 
nishes the salesman with written 
or printed circulars or other de- 
scriptive matter in relation to 
the goods to be sold, for the 
purvose of havine these deliv- 
ered or exhibited to prosnective 
buyers, or otherwise used as a 
means of inducing sales, the 
salesman would doubtless have 
implied authority to warrant the 
goods in accordance with anv 
statements of fact contained in 
such circulars.” 

There is, however, a sharp and 
clear cut boundary line beyond 
Which no salesman has an im- 
plied authority to pledge the re- 
sponsibility of his employer in 
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” L've just weatherproofed my 
entire home in less than 3 hours 


...for less than $4.00!” 


with 


ro-Sea 


HERE'S A GREAT NEW PROFIT ITEM! 













The Amazing New §§ 


ADHESIVE 
FELT TAPE 


for dust-proofing 
weather-stripping I 


oD _s. / 
So Zuck/ Sa Easy / 


Se Vuctfe eadstue { 


Pro-Seal Adhesive Felt Tape is 
the new miracle method of 
weather-stripping the home! It 
is made of wool felt, impregnated 
with rubber and backed with 
pressure-sensitive adhesive. Ap- 
plication is so simple, any house- 
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3/8” wide x 1/16” 
100 feet long. Pro-Seal Ad 
hesive Felt Tape is also 
available in widths of 1/4” 
, and thickness from 
"to 1/4”. 


thick x 














holder can weatherproof an entire 6-room home in 3 hours — and with 
results comparable to a special weather-stripping installation costing 


hundreds of dollars! 


Pro-Seal will check drafts from warped windows or doors. Ideal for 
weather-stripping metal openings. Seals out dust, smudge, heat and 
cold. It is designed for years of service, is waterproof, non-wicking and, 
if correctly applied, will not “creep” or come loese. 


am 
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Gentlemen: 


Name 
Address 
City 








COAST PAINT AND CHEMICAL CO. 
1507 Grande Vista Avenue, Los Angeles 23, California 


Price & catalog sheets sent on request, 
together with free Pro-Seal 


COAST PAINT and 
CHEMICAL CO. 


1507 Grande Vista Avenue 
Los Angeles 23, California 


Sample. 


TRY ITi WRITE TODAY FOR FREE SAMPLE 


I am interested in Pro-Seal Adhesive Felt Tape for 
weather-stripping. Please send me, without obligation, 
your free sample — enough to weather-strip one door. 


 —_— 
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It Sells 
as it Shows 
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HIS Shelby, three color, 

ready-to-use metal display 
takes closet hanger bars off 
your shelf — shows them on 
counter or wall where they’ll 
sell. 


There’s an actual polished 
sample on the display — ad- 
justable sizes are clearly 
shown. Will fit spaces from 
18” to 72”. 


All screws are furnished— it’s 
ready to install—and there’s 
a multiple market in every 
home. 


YOU can get this sales build- 
ing, profit making display, 
free. Mail the coupon for full 
details. 


The 
SHELBY SPRING HINGE 
Company 
Shelby ~ Ohio 


The Shelby Spring Hinge Co. 
Shelby, Ohio 


Please tell me how I can get 
your Closet Hanger Bar Display 
free from my Jobber. 

















the making of these representa- 
tions in the sale of goods. 

In a Tennessee decision that 
has become famous in its exposi- 
tion of this rule of law, a sales- 
man in selling a truck warranted 
that the tires on the truck would 
run for 8,000 miles and carry a 
four-and-a-half-ton load. In a 
law suit over this sale involving 
the authority of the salesman to 
make his employer liable on such 
a warranty, the court held that 
such a guaranty was not im- 
pliedly within the authority of 
the salesman to make. 


Beyond Authority 

As a general proposition it is 
true, said the court, that when a 
salesman is directed to sell a 
particular line of goods the im- 
plied authority to warrant those 
goods for the purpose for which 
they are sold may be necessary 
but no such authority can be im- 
plied where the property is not 
usually sold with a warranty. 
Here the warranty of the mile- 
age of the tires was clearly be- 
yond any implied authority of 
the salesman in the representa- 
tions he might be authorized to 
make in the sale of the truck 
itself. 

In a Kentucky decision it has 
been pointed out that a salesman 
in the sale of machinery would 
have no implied authority to 
warrant that a boiler then in a 
factory of the buyer was large 
enough to operate certain addi- 
tional machinery. The assertion 
was outside any representation 
necessary in regard to the sale 
of the goods he was commis- 
sioned to merchandise. 

It is readily understandable 
that any dealer might conscien- 
tiously seek sorne method of 
avoiding the liability bound to 
arise when exaggerated repre- 
sentations are made by over en- 
thusiastic salesmen. Sales puff- 
ing and dealer’s talk often slip 
unconsciously into misrepresen- 
tations that however innocently 
made are in the law fraudulent 
and frequently grounds for dam- 
age suits. 


What It Said 


A second hand tractor engine 
was sold by a Texas dealer. On 
the order blank was printed the 
following: 

“No representation made by 
any person as an inducement to 
give and execute this order shall 
bind the company. 


“Warranty: Caution: No per- 
son unless authorized in writing 
has any authority to add to, 
abridge or change this contract 
and warranty in any manner and 
so to do will render it void and 
of no effect.” 

Seeking here to charge the 
dealer with misrepresentations 
the answer of the court to the 
buyer was that the contract 
upon its face disclosed that the 
salesman had no authority to 
change its provisions with refer- 
ence to the warranty unless so 
authorized in writing by an offi- 
cer of the company and refused 
to consider any claim of this 
character. 

To the same effect was the 
clause in an Illinois agreement 
that, “No oral understanding of 
salesman affects this contract; 
all conditions under which the 
order is given are specified here- 
in.” 


Statements That Help 


These or similar statements 
printed on contracts or order 
blanks, negativing the conse- 
quences of ill advised statements 
of salesmen occurring from too 
eager efforts in making sales 
will go far in saving misunder- 
standings, in maintaining good 
will and avoiding legal expense 
that irrespective of results in- 
evitably represents a loss to a 
dealer in money and trade. 





Hardware Humor 
By Hardware Age 
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"Something's wrong with the lights in 
the basement storeroom.” 
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i UL ) Listed by Underwriters’ Laboratories 


MONOWATT INCORPORATED) ¢ 
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A GENERAL ELECTRIC AFFILIATE « 


wiring method developed by Monowatt 


YQ ‘ 
sparks A whole new line of 
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ry) i . 
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Every customer who comes into your store 
is a prospect for Monowatt’s sensational new 
Quick Clamp wiring devices. So simple is the 
wiring principle that anyone can repair electric 


cords, replace broken plugs, and wire lamps. 


Feature Monowatt Quick Clamp wiring de- 
vices aS a group on your electric counter. 
Priced right for volume sales . . . packaged in 
attractive, self-merchandising display cards, 
they'll stimulate impulse buying, spark related 


sales, and make profits for you. Order today. 


a 


IDE .-» 


Quick Clamp PLUG 
(3 to @ card) 
Cot. No. 1111 
Brown, List 30¢ 
Ivory, List 33< 





Quick Clamp 
TRIPLE TAP Quick Clamp SINGLE TAP Quick Clamp PLUG 
Cot. No. 1711 Cot. No. 1710 (1 to a card) 
Brown, List 20¢ Brown, List 14c Cat. No. 1110 
Ivory, List 25¢ Ivory, List 15¢ Brown, List 10¢ 
Ivory, List Ic 


U) pve 
cal we Y e 


ww thd, 


Monowar 
yy 


ro} 








laa nl 








TO BUILD 


SALES FOR YOU! 


ig — EG Bei gaat, 


Something radical is going to happen in 

your store! For the first time your custom- 

ers are going to ask for SUNSET LINES 
- not just “fishing line”’! 


Never happened before, has it? Here’s why it’s 
going to happen right after April 1st. Fishermen 
throughout the United States... in your town... 
are going to want to enter SUNSET’S “NATION- 
AL LIARS’ CONTEST.” They’re going all out to 
win a Willys Station Wagon, Harris Trailer, Trail- 
orboat, Martin Outboard Motor, Thompson Canoe 
and the other 650 amazing gifts in SUNSET’S 
$16,500 Liars’ Contest. 


AND THE ONLY WAY THEY CAN COM- 
PETB IS TO SEND IN A SUNSET LINE 
LABEL WITH THEIR ENTRY! AND THE 
ONLY WAY THEY CAN GET A SUNSET 
LINE LABEL IS TO BUY OUR PRODUCT! 


How about it, Mr. Dealer? Sound like a good 
reason for your stocking Sunset Lines and identi- 
fying your store as “Liars’ Club’? Headquarters? 


SUNSET HAS THE QUALITY! SUNSET 
HAS THE COMPETITIVE PRICE! NOW 
SUNSET GIVES YOU CONTINUOUS NA- 
TIONAL ADVERTISING ASSURANCE OF 
QUICK TURNOVER. 


Just a penny postcard is all it takes to have a 
salesman call or to have display material and full 
details shooting the rapids right your way. DO 
IT NOW, MISTER! 


April 1st to September 1st gives 
you constant SUNSET promotion! 


WRITE 
TODAY 


FOR TIE-UP DISPLAYS 
AND FULL CONTEST 
INFORMATION 
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Character, Payment Record 
—Top Credit Considerations 


HARACTER and _ payment 

record are the most im- 
portant kinds of credit informa- 
tion. Mercantile and retail credit 
managers agreed on this point 
when queried by Robert S. Han- 
cock of the University of Illi. | 
nois in a survey of sources o 
credit information. 


Mr. Hancock surveyed ms 


credit men including 371 mer- 
cantile and 201 retail credit man- 
agers, receiving 349 responses. 
His findings are reported and 
analyzed in a bulletin just pub- 
lished by the Business Manage- 
ment Service of the U. of I. 
College of Commerce and Busi- 
ness Administration. 


Five most important types of | 


credit data in the opinion of the 
mercantile credit managers are 
character, payment record, finan- 
cial statement, past experience, 
and history and antecedents. 
tetail credit men rated the per- 
sonal interview fifth in im- 
portance, and placed less reli- 
ance on the financial statement 


since that type of credit infor- | 


mation is not usually considered 
in retail transactions. 

In selecting sources of credit 
information, both mercantile and 
retail credit men place much 
emphasis upon accuracy, content 
of reports, speed of reporting 
and trade coverage, according 
to Mr. Hancock’s survey. In 
contrast to the opinions of mer- 
cantile credit men, the retailers, 
he found, believe that speed of 
reporting is of greater value 
than the content of the reports. 


Emphasis on character and | 
reputation in determining credit | 
risk, Mr. Hancock believes, has | 
resulted in “attempts to mea- | 


sure the immeasurable.” 


New Tools for Old 


(Continued from page 71) 


least break-even on such trans- 
actions. However, we have found 
that reasonable mark-ups on 
these used power tools in no way 
slows our turnover, for the op- 
eration has shown small but 


. steady profit each month. Even 


more important the program has 
helped to greatly increase our 
volume of sales of new power 
tools. 

This trade-in program has 
been an aid in forecasting mer- 


CUSTREAM of profits 

will SPRAY your way 

from FUE EE 
doy after day 






A flick of 
the finger 
gives 


/ SPRAY OR STREAM 


| Every home with running water needs this nation- 





ally advertised Kitchen Helper...now made 2 ways: 


EE 8 


1. FLEXIBLE TYPE retails for 39¢ 
Model “A” FAUCET- 


geen QUEEN has flexible bel- 
| eae <3 p= lows-like neck on sprayér. 
af AANNS Spray or stream reaches 


every part of sink for easy 
A washing of dishes, vege- 
tables, sink. Has strainer 

and anti-splasher fixture. 








Prize-winning display with 1 doz. assorted colors. 
$3.10 per doz 


2. REGULAR MODEL retails for 29¢ 


Regular model FAUCET- 
QUEEN has rigid-neck 
sprayer. Also strainer and 
anti-splasher, Wonderful 
for making suds, wash- 
ing fruit, etc. More than 
17,000,000 sold! 





a= 
eo 4 
Easel-back display eA) tty & 


with 1 doz. assorted colors. 
$2.30 per doz. ~ee* 


/ 





Order Now From Your Jobber 


fAUcET-2UEEN) 


THE FAUCET-QUEENS, 





119 W. Hubbard Street, Chicago 10, lil. 
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chandise trends. If we received 
a large number of one type 
of tool, without corresponding 
sales of new tools of the same 
type, it was a signal to us of 
adverse customer reaction to 
that particular tool. Thus our 
trade-in provided an accurate 
barometer for our buying, by 
showing us an actual picture of 
the demand. 

Here is how our trade-in sys- 
tem works: 

Supposing Joe Public decides 
he wants to trade-in his present 
power tool equipment. He may 
take his old power tools to Pal- 
ace Hardware and a tool depart- 
ment salesman will give him an 
appraisal of their worth as a 
trade-in on new equipment. If 
Joe lives within Palace’s 50-mile 
delivery zone, an appraisal can 
be made right in his own base- 
ment. We will even quote blind, 
over the ’phone, if the customer 
will accept our quotation. The 
store manager then checks the 
estimate and o.k.’s the figure, 
which is important for the in- 
accurate appraisal of an inex- 
perienced salesman can wipe out 
the profit on several used power 
tool sales. 

When Joe Public sees that this 
amount, entered as a _ refund 
against the purchase price of 
new power tool equipment, will 
count as a down payment and 





Trade in your old power tools! 
Revamp your “shop” with the versatile 


“Sein-1” 





Wi bey 














‘a Palace Hardware 


ES 


“SINCE 69)" fue 


Do 








Newspaper ad used in featuring the 

trade-in plan. The store has since 

become a division of Chanslor & 
Lyon-Palace Corp. 
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SUMMER PROFITS 


4 PUSH WNORTONY 
0 abrasivese 
RPENING STONES 


By this time all the tools have been in and 




















out of the garage quite a few times and are 
pretty dull and full of nicks. Tell your cus- 
tomers how easy it is to do a good job with a 
sharp spade, hoe, turf-edger, pruner or clipper 
and sell them the NORTON ABRASIVES 
Stone that does the trick. 


KEEP YOUR SUMMER SALES 

Push HOME & GARDEN Sharpeners, 
CRYSTOLON® Combination Bench Stones, 
CRYSTOLON Utility Files and SPORTS- 
MAN Stones. Remember — boatsmen, fisher- 
men, homeowners, hobbyists and professionals 
appreciate the fine work that sharp tools do. 
They'll buy if you'll remind them. So display 
NORTON ABRASIVES stones near tools and 
watch your summer sales jump. 


NORTON ABRASIVES SHARPENING STONES 
ARE REGULARLY ADVERTISED IN 
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HIH| for FRENCH DOORS 




















DUTCH DOORS 


STALL DOORS 





Adams-Rite, the originators of the ex- 
clusive extruded design in Surface, Slide 
and Cremone Bolts, is still the only 
source for all styles! This patented con- 
struction with concealed guides elimi- 
nates all unsightly straps and scratching. 
Solid brass throughout. Four screws to 
each bolt insure rigid strength. Installa- 
tion is easy and error proof and adjust- 
ments are made on the job without 
taking the bolt apart. Spring tension 
gives uniform pressure at all points. 









All 3 widths of rods—%4", 4"and 
34”—have the extruded design. 
Lengths to 48”. Harmonizes 
with any architectural design. 
Mortise and rim strikes fur- 
nished. 10 standard finishes. 


Extruded design in 2 sizes~2%” 
x '2” and 3” x 54”. Ideal for stall 
and Dutch doors and for use in 
place of mortise and gem bolts. 
Surface, rim and mortise strikes 
furnished. 10 standard finishes. 


New narrow, modern design enhances 
French windows and doors. Especially 
suited to very narrow wood or metal 
stiles. Rods, all with extruded design, 
in 3 widths—34", 1” and 54”. Reversi- 
ble as to hand. One or 2 handles 
available. Thumb button deadlock 
optional. Mortise, rim, angle and sur- 
face strikes furnished. 7 standard 
finishes. 


50TH 
ANNIVERSARY 








i] CASEMENT WINDOWS 








Y CHASE ORIVE GLENDALE 4 CALIFORNIA a 
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for three or more months ad- 
vance payment of installments, 
he is a cinch to walk out of the 
store as the owner of new tools 
worth far more than the value 
of the tools traded-in. The pur- 
chase price must, of course, al- 
ways exceed the amount allowed 
for the trade-in. 

It is also a 10-1 bet that the 
trade-in tools will be in the 
hands of new owners within a 
week, and most likely each will 
show a small profit to the store 
on mark-up. On over 150 trade- 
in transactions, of this type, 
Palace has lost on only three 
pieces of used equipment ac- 
cepted as trade-in payments. 

Our downtown store manager, 
Marvin Burger, reports a notice- 
able increase in traffic. Many en- 
tirely new customers have been 
attracted through this trade-in 
plan. One man recently brought 
in a small jigsaw presented as a 
Christmas present — and pur- 
chased from another dealer — 
and had it applied toward the 
purchase of a $200.00 power tool 
order. 

At first, we thought that per- 
haps the used tool section, ad- 
jacent to the new tools, might 
prove competitive. If Palace 
sold more used tools than new, 
at a lower profit margin, the de- 
partment would be working 


against itself. 







Time has proved the contrary 
to be true. Used tools of the 
same price actually helped sell 
new merchandise of competitive 
make. By simple comparison of 
new price, the used tool seemed 
to have been overpriced to start. 
A gain in both departments has 
resulted, with no proportional 
loss of revenue of new tool sales. 

The used tool acts as an auto- 
matic down payment. The sea- 
sonal January slump in power 
tool sales was countered at Pal- 
ace by a “No Down Payment” 
special, and during this time the 
used-tool transactions paid sev- 
eral monthly installments, when- 
ever they occurred. 

Palace has established the 
policy of taking in any power 
tool, and we’ve taken in some 
pretty old equipment “just to see 
what would happen.” Even these 
seldom stay with us for more 
than a week. If they prove rela- 
tively unsalable at one store, 
they will sell when shipped to 
one of our two branches. 

One owner brought in a hand- 
made wooden lathe, constructed 
of 2 x 4 lumber. We granted 
him $15 credit for the rig, and 
resold it for $15 a few days 
later. I’ll admit we were pleas- 
antly surprised. It not only cre- 
ated a lot of attention and in- 
terest, but was worth $15 as a 
traffic stopper alone. 


This window streamer in the firm's 
downtown store features the used 
power tool trade-in plan. 





HARDWARE AGE, JUNE 15, 1950 














HARDW 








rary 
the 
sell 
itive 
n of 
med 
art. 
has 
onal 
iles. 
uto- 
sea- 
wer 
Pal- 
nt” 
the 
sev- 
1en- 


the 
wer 
yme 
see 
lese 
ore 
ela- 
ore, 
to 


sed 
lan. 








Pal Model No. 650, shown above, 

is indicative of the fine workmanship 
and beautiful styling of the entire 

Pal wheel goods line —a line 
complete in range of sizes and prices 
to suit every taste and purse. 


Count on handling all your wheel 
goods requirements with Pal 
Superbikes, Supertrikes, Automobiles, 
Bicycles, Baby Walkers, and the new 
Folding Stroller! You’ll be offering 
super-quality to your customers. 


SEND for large 28-page full color wheel goods 
catalog illustrating and describing every Pal model. 
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Window displays of this type make a bid for sales beyond the basic water system. 


Packaged Selling Boosts 
Sales of Water Systems 


How selling the idea of the complete job has 
enabled Gulf Hardware to increase appliance 
business. Serving coffee to patrons aids sales 


H AVE you thought of 
water systems as the nucleus of 
selling a package deal? And 
just what items do you include 
in your package deal? Are you 
limiting your possible’ dollar 
volume unnecessarily ? 

Water pumps are neither new 
nor novel to Gulf Hardware, 
Beaumont, Tex. But it wasn’t 
until the beginning of this year 
that the firm started to really 
push them, as part of a package 
plan. 
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“A water pump sale,” said 
H. A. McKay, store manager, 
means from $600 to as much as 
$7,000 to us. Of course, many 
of these units are sold to farm- 
ers who want city convenience 
with country living. 

Water System Does It 

“The water system,” said Mr. 
McKay, “is the unit that makes 
all this modernization possible. 
Up until we started to feature 
water systems and put our ap- 
pliance crew out selling them, 


we were establishing contact 
with those already having elec- 
trified farms. For the time 
being, we were content to sell 
them electrical appliances; a 
refrigerator, first; then the 
small accessories. Occasionally, 
we sold a food locker.” 

The firm’s sales crew was 
given the manufacturer’s sales 
literature, sales meetings were 
held and selling points were 
thoroughly discussed. 

One of the first things the 
farmer wanted after installing 
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an electric water system was a 
modern bathroom. So... Gulf 
Hardware put in a complete line 
of plumbing fixtures. “This 
meant plus sales for us,” said 
Mr. McKay. ‘Where appliances 
formerly accounted for but a 
small percentage of our dollar 
volume, they now constitute our 
major dollar producer.” 


Done in Farmer's Home 


The initial selling of the pump 
is done at the farmer’s home. 
But, before, deciding on fix- 
tures, the family wants to see 
them. Gulf went a step further, 
by installing a complete modern 
kitchen and laundry, and bath- 
room, located on its balcony. 

A few months ago the firm 
put on an electric coffee maker 
promotion. During the promo- 
tion the store served coffee and 
gave a pound of it away with 
each sale. Incidentally, a tie-up 
was made with a local coffee con- 
cern who furnished the coffee 
free .. . for the publicity and 
sampling. 


Makes Customers Relax 


“We have continued serving 
coffee to our appliance cus- 
tomers,” Mr. McKay explained. 
“We found that they relax over 
a cup of coffee . . . and it creates 
a more friendly attitude. Seem- 
ingly, it gives the customer the 
impression that we are not 
anxious to get her money. We 
have time to visit . . . to get bet- 
ter acquainted.” 

The farmers were pleased 
with this treatment and atmos- 


phere. They felt free to ask 
about this and that, and were re- 
ceptive to selling suggestions. 


Low Pressure Effective 

“With this low pressure 
method,” said Mr. McKay, “we 
really sell package deals. Many 
farmers’ wives never thought, 
until they saw one all hooked up 
and in operation, about having 
an electric dishwasher, nor an 
automatic washing machine.” 

The average farmer thought 
only of the bare necessities at 
the time he bought a water sys- 
tem. For the salesmen to simply 
tell prospects about these units 
would not be nearly as effective 
as showing them in operation. 

“Pushing water systems,” said 





Mr. McKay, “has also made it 
possible for us to hold our sales 
organization intact.” 

The firm sold one $7,000 pack- 
age in Beaumont and crated it 
and shipped it up to North Caro- 
lina. 


Good Source of Leads 


Gulf Hardware finds that a 
good source of leads is local real 
estate men. They are continu- 
ally selling city people country 
places. These people want and 
expect city living comforts and 
conveniences. And the real es- 
tate men will be anxious to co- 
operate, for it means consider- 
able extra money in_ their 
pockets, too. 

Mr. McKay says, “We have 
found no sales resistance. Those 








Coffee serving has become a ritual in the store. Mr. McKay 
plays host to a visitor before showing the model kitchen. 














After explaining the points of kitchen equipment, he outlines ad- 
vantages of modern laundry units to the interested prospect. 
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who aren’t’ interested now, 
simply can’t afford it. But farm- 
ers have money. In fact we 
can’t recall selling one pump 
where the package deal was less 
than $600.” 

Many farmers instal] their 
own plumbing and so there are 
additional sales for pipe, 
wrenches, couplings, and other 
small accessories. Some even 
buy a pipe cutter and threader. 


Has Built Volume 

“Of course,” Mr. McKay con- 
cluded, “this water pump deal 
has put us in contact with new 
customers, and we see them 
regularly patronizing our other 
hardware departments. This 
has increased our store volume 
accordingly.” 

















These attractive counter dis- 
plays, put to work in your store, 

'| will remind your customers 

| that they need new Hack Saw 
Blades. These new displays 
are all purpose, all around 
jobs—front (shown) and back 
are identical so you can use it 
on counter, shelf or island. It 
sells from any angle. 


Now Display Packed, at no 
' extra charge, for More Sales! 
Get them from your jobber — 
| there’s a display with High 
_ Speed Molybdenum Blades 
; and one with Standard Tung- 
sten Blades. 


G. W. GRIFFIN co.§ 





Franklin, New Hampshire 


General Sales Agent 
John H. Graham & Co., Inc. 
105 Duane Street, New York 8, N. Y. 
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West Coast Builders’ 
Hardware Men Meet 


“Our Future'’ was theme of 3-day Yosemite 

Park conference, attended by 300 members of 

National Contract Hardware Association and 

American Society of Architectural Hardware 
Consultants 


EETING at a time when 

the construction business 
is booming, approximately 300 
men in builders’ hardware, 
mostly from the western part of 
the country, attended the Fifth 
Annual Pacific Coast Regional 
Conference of the National Con- 
tract Hardware Association and 
the American Society of Archi- 
tectural Hardware Consultants, 
at The Ahwahnee, in Yosemite 
National Park, Cal., May 17 
to 19. 

It was the Lest attended con- 
ference yet held = and_ high 
optimism was evident at the 
conference, which had as _ its 
theme, “Our Future.” 

John R. Schoemer, managing 
director of the National Con- 
tract Hardware Association, and 
Stanley G. Hooghkirk, new ex- 
ecutive secretary and treasurer 
of the American Society of 
Architectural Hardware Con- 
sultants, gave encouraging re- 
ports on the progress of their 
respective organizations. 

Mr. Schoemer made particular 


HOWARD MacCARTHY 





DANIEL C. HAY 


reference to the meaning of 
membership in the Association. 
He stressed the position of 
members as being best qualified 
to be distributors of builders’ 
hardware in their respective 
communities and decried a tre- 
mendous loss of business which 
is being diverted from firms 
which specialize in builders’ 
hardware to what he _ termed 
“fronts” and “pot and pan 
stores.” He said that this mat- 
ter calls for greater intensi- 
fication cf efforts to educate 
local architects and contractors 
to the specialized service that 
can be provided by firms with 
builders’ hardware departments. 

Mr. Schoemer pointed out 
that Association member firms 
provide experienced and highly- 
paid builders’ hardware men to 
spend unlimited time in work- 
ing up the specifications for big 
building projects. In too many 
cases, these firms often learn 
that an order for a big job has 
been awarded to a competitive 
firm which didn’t expend a cent 
to get the order. 

Mr. Schoemer said his as- 
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Solids Brads Door and Drawer Pulls 
w #7 wn 


Trim, modern, practical — 
right for any room in any home 
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4 33 
Semi-Concealed Hinges 
Smart in appearance, efficient ” 
in operation — ideal for kitchen cabinets Catches 
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N LE ¥ cabine: Hardware 


Boost profits with added sales! 


Feature and promote Stanley Cabinet Hardware for 
every room in the house — make larger sales 
ond bigger profits. In gleaming chrome, bright 
solid brass and black ornamental, the Stanley line 
not only makes a hit with customers, but solves the 


hardware problem. And the Stanley name opens 
the door for you to profitable sales of other quality 
merchandise. The Stanley Works, New Britain, Conn. 





Black, Omameiitl Cabinet 


Hardware 





858 1278 








Gives a smart “interior decorator” 
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touch to any home 














STANLEY 


Reg. U.S. Pat. 





HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEES 
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BOW SAWS 


Swedish currency devaluation 
enables price cut in the face 
of a rising market. 





GENS(C 


BUSHMAN BOW SAWS 








This beautiful display and storage 
stand of wood and duron in three 
colors holds 10 saws and 80 extra 
blades, and is FREE with the purchase 
of only eight saws and six replace- 
ment blades. Designed for floor, 
counter or wall. The Deal includes one 
24”, one 42”, three 30” and three 
36”, and three each extra 30” and 


36” blades. 
Retail price of saws $30.40 
Dealer Cost 20.27 
Your Profit $10.13 


INDIVIDUAL PACKING 


30”, 36”, and 42” regular styles are 
now packed in individual corrugated 
cartons. 


NEW MODEL SAWS 


Including 30”, 36” and 42” saws 
with extended handles. 


LITERATURE 








GENERAL STEEL WAREHOUSE CO 
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BUSHMAN SWEDISH 








NEW SAW DISPLAY DEAL 


WRITE FOR NEW PRICES AND 


ORDER FROM YOUR JOBBER 





GENSCO TOOL DIVISION 
INC 
1807 North Kostner Avenue, Chicago 39, Illinois 


| sociation wholeheartedly favors 
the idea of charging architects 
for the work of builders’ hard- 
ware men in writing specifica- 
| tions. He stated that the hard- 
ware industry is the only one in 
which such a service is provided 
| at no charge. More and more 
firms are today making time 
| charges for writing hardware 
specifications, he said. 

This matter is particularly 
distressing to builders’ hard- 
ware firms at this time because 
of the tremendous amount of 
building being done. Because 
comparatively few architectural 
firms have anyone qualified to 
write hardware specifications 
they depend on hardware firms 
to provide this service. 

Mr. Hooghkirk reported the 
builders’ hardware trade’s ex- 
pressions of satisfaction with 
the educational program which 
was started two years ago at 
the City College of New York. 
A total of 183 have been gradu- 
ated in the builders’ hardware 
course. 

The membership of the so- 
ciety of consultants is growing 
steadily, according to Mr. 
Hooghkirk, and now stands at 
517. He reported that there 
are a great many applicants on 
the waiting list. To qualify for 
membership, a person has_ to 
pass a difficult written examina- 
tion which can be taken only 
after five years’ experience with 
builders’ hardware. 

Louis J. DuFresne, Schlage 
Lock Co., Los Angeles, general 
chairman of the conference, in- 
troduced Robert S. Logan, J. B. 
Rice Co., San Raphael, Cal., who 
made the address of welcome. 

Lawrence B. Stuart, 
A.S.A.H.C., California Hard- 
ware Co., Los Angeles, made a 
talk on the subject, “The Con- 
sultant Looks at Our Future,” 
which was discussed in open 
forum, with John P. Whitty, 
manufacturers’ representative 
of Oakland, Cal., as moderator. 

George P. Merrill, The Stan- 
ley Works, was moderator of the 
second joint meeting at which 
Daniel C. Hay, Daniel C. Hay 
Co., Beverly Hills, Cal., the 
president of A.S.A.H.C., made a 
report of the activities of the 
11 chapters of hardware con- 
sultants. Mr. Hay said efforts 
are being made to organize 
chapters in a number of large 
cities. 











One of the principal guest 
speakers was Mayer I. Blum, 
Philadelphia builder of a num- 
ber of large housing develop- 
ments, who has earned the title 
of “The Perfect Landlord,” as 
the result of a feature article in 
a leading magazine. 








ROBERT L. DOHRMANN 


“The Manufacturer Looks at 
Our Future,” was the subject of 
a talk by Marron Kendrick, 
vice-president of Schlage Lock 
Co. Mr. Kendrick urged hard- 
ware distributors to analyze 
their stocks and future needs in 
the light of the tremendous 
building boom. 

Howard MacCarthy, Mac- 
Carthy Hardware, Baltimore, 
Md., made his report as presi- 
dent of N.C.H.A. at the final 
session, at which the moderator 
was Albert H. Morgan, Baker & 
Hamilton, San Francisco. 

Fritz Burns, president of 
Kaiser Community Homes, Los 
Angeles, speaking on ‘Modern 
Residential Development,”’ 
talked about rising building 
costs and the effect they will 
have on the present home build- 
ing program. He warned that 
a 10 pet rise in the cost of 
homes could price right out of 
the market a tremendous num- 
ber of families who are now on 
the verge of buying or building. 

The final speaker, Robert L. 
Dohrmann, vice-president of the 
Palace Hardware Co., San Fran- 
cisco, explained a number of op- 
erating procedures which can be 
followed in the handling of 
builders’ hardware to limit ris- 
ing operating costs. 
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B-L-TUB 


*TRADE-MARK 


...has hundreds of uses! 


On the farm, in the home, in mill 
and factory — wherever a large 
tub or container is needed —the 
Wheeling Dub-L-Tub* can be put 
to good use. It’s a giant tub over 
42’ in length... unbeatable for 
bathing and washing, for carrying 
and storing grain, for watering 
animals, for cooling bottled bever- 


WHEELING CORRUGATING COMPANY 


ages and for many other purposes. 

Because of its versatility and 
outstanding quality, the Wheeling 
Dub-L-Tub* is easy to sell. Made 
of sturdy steel and hand-dipped in 
Dura-Zinc-Alloy after it’s formed, 
Dub-L-Tub* looks better, lasts 
longer. Surfaces, seams, joints are 
sealed against rust and corrosion. 


WHEELING, WEST VIRGINIA 


Atlanta + Boston - 
Minneapolis + 


Buffalo 
New Orleans - 
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Chicago - Columbus - Detroit 
New York 


Kansas City - 


Philadelphia + Richmond St. Louis 


Louisville 


Stock the Dub-L-Tub*, a profit- 
able item in the complete line of 
rust-proof, leak-proof, hand- 
dipped Wheeling Ware. 











Compact, but neat and encouraging self service, this artists’ supply setup attracts 
professional artists, amateurs and local merchants looking for showcard materials. 


Artists’ Supplies Build Traffic 


Tes sale of artists’ 
supplies is a good traffic item, 
with good mark-up and helps in 
the sale of paints for interior 
house painting in the experience 
of Fischer Hardware, Beaver, 
Pa. 

Hugh Fischer, son of Harry 
Fischer owner and manager of 
the store, thinks art materials 
may be handled profitably by 
hardware dealers in many small 
towns if they go about it cor- 
rectly. 

Important but not difficult to 
learn, he stresses, is something 
about artists’ needs and sup- 
plies. The manufacturers of 
artists’ materials can and will 
supply books and pamphlets 
which will give the wide-awake 
dealer an understanding of this 
field. And there are inexpensive, 
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Profitable in themselves, Pennsylvania dealer 
finds that they often lead to sales of house 
paint and other types of allied merchandise 


thorough and easy to read and 
understand art books on the 
market which will acquaint the 
hardware dealer with the field 
in a few evenings reading. Mr. 
Fischer believes a “little dab- 
bling” with oil or watercolor 
will greatly aid in the merchan- 
dising of these mediums. 

Since Fischer’s began selling 
this line in 1938, Hugh Fischer 
has learned a lot about art mate- 
rials. To install such a depart- 
ment requires an investment of 
about $500 to $600. A full line 
must be stocked even though the 
supply one carries is small. Oil 
sets retail from $3.85 to $30; 
with a good mark-up to enable 


the dealer to earn a nice profit. 

Oil, watercolor, finger paint- 
ing sets, textiles, pastels and 
show card writing outfits are 
stocked. The latter is a very 
profitable line with a fast turn- 
over since most merchants in 
town use show cards all the time 
for windows and counter dis- 
plays. 

The artists’ supply depart- 
ment is located in the center of 
the store in the paint depart- 
ment. Mr. Fischer has found 
that often brushes for art work 
and other materials are sold 
along with regular paint sup- 
plies. Many customers use these 
items in decorating the kitchen, 


HARDWARE AGE, JUNE 15, 1950 





HARDWAE 





art- 
und 
ork 
old 
up- 
ese 
en, 


950 








SELLS KENNAMETAL 












Non-fluted 
styles for 

vertical and 
short holes 






































Heavy blue 
and yellow 
Kraft tubes 
protect drills 














Fluted Styles 
or 
all-purpose 
drilling 



































Red hydrocal Yellow and block Recess behind 
base to name plate gives name plote 
simulate masonry, uses, benefits, holds 9-page 


Sell-Masonry-Drills sparks sales **TELL-ALL folders) 




















and Kennametal Performance 
builds repeat business 


Kennametal Masonry Drills are displayed—to SELL—in a new 
rack that looks-like-masonry. Rack is dull red and it displays BEST 
selling drill sizes. 

- Let the New Kennametal Display push drill business for you— 
on the most powerful masonry drill built. 

Drill cutting edges are Kennametal, the superior cemented car- 
bide, made only by Kennametal Inc., Latrobe, Pa. This is the cutting 
edge that means better performance and more satisfied customers. 

Rack contains %, %, %, 4%, %, % inch sizes of each drill style. 
Order from your wholesaler today! Attractive discount. Rack is 
FREE with order. 


Kennametal Tri-PoInT ROCK DRILLS 
Does heavy-duty hammer-type drilling in concrete, 
granite, sandstone, and other non-metallics too hard for 
rotary masonry drills. Drilling speeds are 20% to 30% 
faster than steel drills, service life is 100 times as long. 







Sizes of ¥%,”, '/.", 
Tn", We 


List between $4.90 and $15.10 ea depending on size. Lib- 74,” ton 
eral discount. Contact your wholesaler now. ae hd _ 


the Knife Sharpener 
NOW: your customers prefer 


9 out of 10 who expressed their opinion in a 
37-state poll of 1037 housewives said, “Kenna- 
metal Sharpeners are my choice.” Two to three 
light strokes through the hard, wear-resistant 
sharpening element makes a knife blade SUPER 
SHARP. Case is attractively molded in gleaming 
red, ivory, and clear Mon- | _ CONTACT YOUR WHOLESALER —— 


santo plastic. 





Hard, Wear-Resistant 


Kennametal Packed in doz. lots in ( or fill out this coupon and send to | 
Cemented Carbide Blades appealing 3-color counter | Kennametal Inc., Latrobe, Pa. | 
display unit. List, $1.50. At- Please send me FREE resale particulars on Ken- 
tractive discount. { nametal Drills and Sharpeners. I am primarily 
| interested in: [) Masonry Drills [) Tri-Point ] 
Rock Drills ([) Sharpeners l 
Gre. |= | 
® id { Address } 
LATROBE, PA. l City State 
CEMENTED CARBIDE DRILLS AND SHARPENERS 4a 3 
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You can... 


CAULKING 


if You Carry 





Exceeds 
Federal 





~~) 
Yes! You can get this profit- 
able volume business selling 
Caulking, Paint and General 
Contractors, Roofers, Sidewall 
Applicators, Insulators Main- 
tenance accounts, etc. if you let 
them know you carry Flexiseal 
"Tested Quality" Caulking 





Compound. 
HERE’S WHY THEY PREFER 
FLEXISEAL 


@ Easy to Apply at Any Temperature, 

@ Whitest Whites Made. 

@ Gives Long Life Protection; Surface 
dries quickly with a tough weather- 
proof skin, remaining soft and 
pliable underneath. 

@ Won't Crack, Crumble or Shrink; 
retains its color, has excellent 
bond and is non-staining. 


AVAILABLE IN 


CANS OR PAILS in bulk 
for Professional Users 


SPOUTED CARTRIDGES 
for skeleton guns. 


REGULAR CARTRIDGES 

for conventional guns. 

COLLAPSIBLE TUBES 

for Occasional Users 
Priced right for a Good Profit. 

ORDER FLEXISEAL FROM 
YOUR JOBBER 

or write 


LANDEN PUTTY WORKS 








MALDEN, MASS. 
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bathroom and play room, inci- 
dent to spring house cleaning 
and painting. Small art brushes 
are used in gaily decorating cup- 
boards, doors, designing  bor- 
ders, etc. 


The Peak Period 


The sale of art materials is 
highest from September to 
March, and the store displays 
these items in a window during 
most of the winter months. At 
the same time runs weekly ads in 
the classified columns of the local 
paper calling attention to this 
material. Early in January the 
store has a complete window 
displaying paintings done by 
its customers. This year it is 
planning on giving a window to 
each of the most prominent local 
artists, something of a one man 
show idea. 

About 50 pct of the buyers in 
this department are beginners so 
the dealer must know something 
about the lines. According to a 
recent survey one person out of 
every four believes he can either 
paint or write. Figure out your 


potential customers on _ that 
basis. 

Photo tinting and painting 
has increased greatly since color 
photography has become the 
rage. Fischers believe this is 
one of their highest turnover 
lines in the art field. 

Christmas, birthdays, anni- 
versaries, etc., are fine times to 
stress the buying of art mate- 
rials. Fischers always display 
art goods with their Christmas 
items; and they suggest paints 
as a fine gift, something the re- 
cipient will use, enjoy and trea- 
sure. 


Feminine Prospects 


Women’s clubs are a fertile 
field for prospects. And with 
most housewives always _ inter- 
ested in keeping up the home, 
other regular hardware items 
come under the spotlight. 

Spend a few evenings a week 
reading up on art materials and 
talking to local artists, and you 
will increase sales and build a 
bond of friendship not gained in 
the ordinary daily selling. 











The Toy Manufacturers of the U. S. A., 200 Fifth Ave., New York City, is offering 
free merchandising kits to dealers who wish to tie up with the toy promotion to be 
used in the Nov. 27, 1950, issue of Life. The kits include four color blow-ups, 22 by 
34 in., four color mounted and unmounted counter cards, 12 by I7 in. which are 


easled; and 12 page Life cover folders reproducing all the toys, mats, etc. 


Shown 


above is a suggested toy department display set-up. Leading manufacturers in the 
toy industry are participating in this promotion. 
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wy Washing fon 
— and VIEWS 


Reports on Events Affecting 
The Hardware Business 


(Continued from page 10) 


With 1950 income running high 
so far, consumers are expected 
to spend $3 billion more than 
last year. 


High Level Farm Income 


Booms Equipment Sales 

High agricultural income in 
recent years has brought about 
a phenomenal increase in retail 
sales of farm equipment, feed, 
gardening tools, and _ general 
farm supplies. In 1939, sales 
of such stores was reported at 
$885,000 as compared with 
$5,560,000 in 1948, the Census 
of Business finds. 

Gains were about evenly split 
between dealers in farm equip- 
ment and retailers of feed and 
more general supplies. But there 
was this difference. There was 
no increase in numbers of gen- 
eral supply stores while the 
number of dealers in farm 
equipment jumped from about 
10,500 to 17,400. 

During the period, retail sales 
by farm equipment dealers rose 
from $244,000 to $2,586,000 
while those by feed, garden and 
general supply stores increased 
from $779,000 to $3,147,000. 


OUTLOOK. Emphasis in farm 
equipment demand is on smaller 
types. Trend of farm income is 
downward as a whole but up on 
a per capita basis. So no sudden 
drops are foreseen since price 
supports are not likely to be 
killed. 


Census Count May Show 
151 Million Population 


The Census Bureau has had a 
busy year—what with putting 
the finishing touches to the busi- 
hess census and taking the 17th 
annual population census. Ac- 
tual enumeration for the latter, 
however, was nearing its end as 
of June 1—98 pct complete at 
that time. 

Results will not be definitely 
known for several months. But 
indications already are that the 
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King Cotton Sash Cord 
looks, tests, feels and is a quality 
designed and manufac- 


"2 


@ PACKAGED TO 


cord... 
tured to give longest service life 
under severe conditions. It's a 
TOUGH CORD for TOUGH JOBS. 


And it’s priced for VALUE... 
your best buy in a quality sash 
cord. To assist you in merchan- 
dising this fine cord we now offer 
Sizes 7 and 8 in an attractive 
floor display self shipper... 
Packaged to Sell! Order from 
your jobber — today. 





THE King Coffon LINE 


© Chalk Line 








© Sash Cord 






© Cable Cords 












© Clothesline 





a ie >>, Mason's Line * Venetian Blind Cord 


© Twine 


Send for The 
King Cotton Catalog. 













JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 
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It’s Eaccer 


To Make Sales 


with... 





The Complete Line of : 
AWN SPRINKLERS ol 
; rden Hose accesso 
a 
Extra value — priced right — attractively 


packaged — nationally advertised! That's | 


why this name-value line is a big favorite 
with dealers everywhere. It’s a sales-maker 
that can roll up real profits for you. 
ORDER FROM YOUR JOBBER! 





ALLENCO “Parkside” 
Nozzle-Type Sprinkler 


Outstanding in eye-appeal... 
Now made with polished chro- 
mium-plated brass nozzles, bear- 
ing sleeve, stop lock and swivel 
..-Double-dipped, glossy red 
baked-on enamel arm and base. 
Adjustable for revolving or sta- 
tionary sprinkling. It waters a 
circle up to 50 feet in diameter. 
Efficient with low or high pres- 
sure. Individually packed, assem- 
bled in attention-getting container. 


















National Ads Aid Sales 


ilies will read 

114222 advertising | in 
ing lications— Pe! 

= Gardens, Amerions 
Home, Flower Grower, we 
et, House & Garden, — 
Beautiful and the ye 
Evening Post. This . “ 
advertising. Cash in 













MANUFACTURING 


@ 566 West Lake Street, Chicago 6, Illinois 
@ 66 Reade Street, New York City 7, New York . 
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nation’s population will have in- 
creased by 20 million to more 
than 151 million since 1940. 
Other trends indicate large pop- 
ulation increases in Texas, Flor- 
ida, and the industrial areas of 
the West Coast and Great Lakes. 
Likewise, there is an indicated 
shrinkage of farm population, 
greater residency in suburban 
areas, and increased numbers in 
the low and highest age groups. 

The number of new house- 
holds now appear to have grown 
at a greater rate than the popu- 
lation increase. And there is no 
doubt as to higher standards of 
living and an increased demand 
for better home facilities and 
utilities. 


| OUTLOOK. The rate of increase 


in new households is now slow- 
ing down. But no reversal of the 
trend to suburban living and 
shopping seems imminent at this 
time. 


Tennis, Baseballs Freed 
From Wool Labeling Act 


The Federal Trade Commis- 


| sion has ruled that baseballs 


and tennis balls are exempt 
from labeling requirements un- 
der the Wool Products Labeling 
Act. Such items, the FTC said, 
are “marketed primarily on the 
basis of performance rather 
than textile content.” The ac- 
tion was taken at the request of 
the Athletic Goods Manufactur- 
ers’ Association. 


(Resume reading on page 11) 


Collections Most Important 


Credit Problem for 1950 


HE most important problem 

facing credit executives for 
1950 is that of collections, ac- 
cording to a study just released 
by the Credit Research Founda- 
tion, an affiliate of the National 
Association of Credit Men, 79 
Madison Ave., New York City 
16. Other important problems 
reported in the study are: the 
challenge of intensive sales 
promotion; feasibility of broad- 
er selling terms; and selection 
and training of personnel. 

In commenting on the chal- 
lenge offered by intensive sales 
promotion the Foundation 
study points out the necessity 
of examining credit granting 








\ Rs ie a, ee Oe ee ee 
PLIERS Ja You accd 
CHANNELLOCK 





ZAQOFrFrFmMZZrIrO 





ZAQOOFPrFPRMZZr=IO 













No matter 
what your 
work ‘ 
plumbing, 
electrical, 
automotive, 
aviation, 
battery or 
ignition —there Y 
is a Channellock 
plier designed 
specifically for 
your job. If you use 
pliers .. . you need 
Channellock. 


The exclusive tonque and groove 
joint gives you these ‘‘plus’’ features: 
Greater Strength, Longer Wearing, H 
Self-Cleaning, Closely Spaced Ad- A 
justments, Visible Adjustments, No 
Wear on Joint Bolt. 


NAA 


Send for Catalog C-1 


CHAMPION DEARMENT TOOL CO 
MEADVILLE + PA. 


RQOOrPFMZZ>=IO 
ROOrrmzz> ro 


ZROOrFrFMZZ>rIO 
AQOrrmzz 


Only 


Champion DeArment makes 


| CHAN ‘ye LOCK Ff 
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policies to determine the possi- 
bility of making them more 
flexible. 

Greater emphasis should be 
placed on the selection and 
training of personnel for a ca- 
reer in credit and financial 
management, the Foundation 
report indicates. “When you 
place a customer relationship 
in the hands of an assistant 
you must have confidence in 
his ability to talk intelligently 
and tactfully, and in general 
conduct himself in a dignified 
manner befitting a representa- 
tive of the company. This con- 
fidence can be achieved if, after 
careful selection of your per- 
sonnel, they are given inten- 
sive training in all phases of 
the credit department opera- 
tions. They should also be ac- 
quainted with the functions of 
other departments in your com- 
pany.” 





Rotating Display Shows 
Good Flashlight Stock 


AKER HARDWARE  CO., 

Lincoln, Neb., uses this com- 
pact rotating flashlight display 
for showing 48 flashlights, in a 
wide variety of sizes and types, 
as well as lamps and other items 
that sell to customers for such 
items. Standing 4% ft. high and 
2 ft. wide it has four plywood 
panel sides, with metal corners 
and revolves on a length of pipe 
sunk into the store floor. Use of 
this unit has helped greatly in- 
crease sales of these items says 
Lewis Baker owner of the store. 





Prospects can't help seeing this display 
which makes many sales. 


HARDWARE AGE, JUNE 15, 1950 





MODEL D 


WATERBURY 
Precision-Built 


PERFORMANCE 
wn sin ssi“ "1 SURE SIGNS OF SUCCESS! 











Two of 20 ‘‘Tough-Guy” Attachment Tools. 


All-Purpose 
PORTABLE POWER 








now Wow THE SMART-BUY VALUE! 
Show Waterbury! Talk Waterbury! There’s 
FEATURES of the Model D more to talk about! Features a-plenty PLUS 


WATERBURY Precision-Built PERFORMANCE 
that guarantees every job, every chore well 


@ Engine: 2 H.P. Briggs and Stratton. 
done: from snow-plowing and light grading 











©@ Transmission: Heat-treated, drop- to truck gardening, firewood cutting, lawn- 
forged gears, fully enclosed. A 
mowing, manure or guano removal, and 
@ Speeds: Four. hay-cutting. 
@ Clutch: Flat V-belt, level controlled Three models to sell from: Model D — 
(no idler). 2 H.P., for small homes and suburban gar- 
@ Tread Adjustment: 15” to 2212”, dens; Model E — 3 H.P. for extra power in 
AND MANY OTHERS. commercial gardening or heavier duty; Model 
F — 4% H.P., the “Man-of-all-work” on 
tough jobs. 





Shou- 


ew'Sa-_ WATERBURY 


PROSPECTS A-PLENTY to step up your selling 
pace! Get all the details of WATERBURY pro- 
motional merchandising. You'll LIKE them! 





DISTRIBUTORS! DEALERS! ‘i rronorow ‘cerns 
WATERBURY TOOL DIVISION 


VICKERS INCORPORATED 
WATERBURY 91, CONN., U.S.A. 


A SUBSIDIARY OF THE SPERRY CORPORATION 
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and build a profitable 
volume for you{ _ 





taba, ae 
nner Z j Ciesitias ies 
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You’ve got the right line for consistent, 
profitable sales . . . when you've got the 
Famous Line of ironing tables. Your cus- 
tomers will go for the Famous low price. 
They will like the solid construction that 
gives them a steady, level ironing surface. 
Famous ironing tables are lightweight, 
easy to set up, easy to put away... and 
the price makes them easy to sell. Write 
for full information on the Famous line. 


THE HOOSIER 
All steel aluminum painted understructure, 
rubber tipped legs to prevent scratching, 
automatic lock, 15”x 54” top of clear 
selected lumber. 

THE GOSHEN 
Chip-proof red enameled hardwood legs 
all steel braced, balanced weight, full size 
top, make this a fast best seller. 

THE ACME 


Tops in a low price table. Satin smooth 
12” x 48” top, wooden legs, steel braces, 
easy-to-operate stay-put lock. 


Fast Mover 
Household Step Stools 


Every household 
should have one of 
these safe, handy 
step stools. The 
Famous Line gives 
you three sizes ... 
fast movers because 
they’re soundly 
constructed yet low 
in price. Attrac- 
tively finished in brilliant red enamel and 
clear varnish. 24”, 27” and 36” heights. 





Also manufacturers of ladders for every job! 


gamous UNE 


Be sure to write for this free 
catalog. It includes the com- 
plete line of Famous Ladders 
plus the Famous line of Iron- 
ing Tables. 

GOSHEN CHURN & LADDER, INC. 

Dept. t Goshen, Indiana 
Leaders in Quality Woodenware over 48 years 
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WHAT'S NEW 


Latest Information on New Hardware Merchandise 





(Continued from page 13) 


garments. Illustrated is the 
three - quarter length medium 
coat No. 743. Has corduroy lined 
collar, two pockets, storm lap 
and button fastenings. 





Adjustable Sprinkler 


Scovill Mfg. Co., Waterbury, 
Conn., offers a sprinkler featur- 
ing adjustments for spray and 
lawn shape. Head of each nozzle 
may be turned to give a spray 
ranging from mist to rain. Each 
nozzle may be aimed in any di- 
rection and locked in that posi- 
tion. By pushing up center 
sleeve, sprinkler’s converted 
from rotary, for circular areas 
to a stationary sprinkler for odd 





shaped areas. All parts rust- 
proof, moving parts of brass. 
Cast-iron base enameled green. 





Donley Ventilator 


The Donley Bros. Co., 13900 
Miles Ave., Cleveland 5, Ohio, is 
offering the Donley triangular 
ventilator in two models. One 
size to fit roof pitches of 6 in. 
rise in 12 in. run, No. 6-12, and 
one for 8 in. of rise in 12 in. of 
run, No. 8-12. Former model 
has a free air opening of 69 sq. 
in. and the 8-12 has a free air 
opening of 73 sq. in. Ventilators 
are made of 20 gage steel elec- 
tric welded and protected with 
a coating of baked enamel. Sug- 
gested retail selling price is 
$4.30 each. Fitted under the 
peak of the gable, maker says it 
draws off the stale air from the 
top of the attic. Packed two to 
a carton. 





Matched Screw Drivers 


Stanley Tools, New Britain, 
Conn., offers matched screw 
drivers, each set containing four 
different size drivers. Three 
packaged matched sets include 
one with bolster-construction 
drivers’ alloy steel blades and 
black hardwood handles. Other 
set has shatter-proof handles of 
two-tone, amber colored, slow 
burning plastic. Said to be prac- 
tically break-proof, latter driv- 
ers will not soak up oil or water. 
Illustrated set, 2000 M, consists 
of Victor drivers with plastic 
handles. 


Broom Holder 


Davis Mfg. Co., Plano, Ill., of- 
fers a garden tool and broom 
holder which keeps tools off the 
ground or floor. To use tuck han- 
dle of broom or tool in hole and 
the holder automatically drops 
into place. Two sizes said to 
adapt themselves to any circum- 
ference of various size handles. 
Stamped from a single piece of 
metal and fastened to wall with 
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FUTURO BEVERAGE SET 


Nothing more evident of perfection 
...something new with the Burrite touch, 
especially designed to blend equally well with informal or 
patio setting... Outstanding smartness of Burrite distinctive styling 
... Select quality for durability and lasting satisfaction is fulfillment 
of perfection master craftsmanship of long experience ... Magic of 
Burrite color (pure true color all the way through) permanent too! ... 
Sets the scene in attraction and eye-appeal, contributes materially 

to increased sales volume...The perfect gift to 
many occasions an outstanding event ... Low-price 






today’s competitive market. 
Write for prices, samples and information. 


P.S. Also available in bulk. 





*300—Futuro Fruit & Salad Bowl 
Dimensions: 5” sq. x 1%” deep 
Capacity: 1 pt. 

* 307—Futuro Fruit & Salad Bowl 
Dimensions: 7” sq. x 2%” deep 
Capacity: 21% pts. 

* 301—Futuro Fruit & Salad Bow! 
Dimensions: 10” sq. x 3” deep 
Capacity: 7 pts. 

* 309—-Futuro Center Piece Bowl 
Dimensions: 12” square x 2” deep 
* 302—Futuro Divided Plate 
Dimensions: 10” square 

* 310—Futuro Salad Set. Set con- 
tains one 10” bow!, one 7” bowl, nest 
of four 5” bowls, plus salt & pepper 
* 303—Futuro Salt & Peppers 
Dimensions: 3” high x 142” sq. 

* 122—Utility Bow! 

Dimensions: 42” dia. 242” deep 

* 117—Fruit & Salad Bowl 
Dimensions: 5” dia. x 142” deep 





OTHER BURRITE SALES LEADERS 


# 121—Fruit & Salad Bow! 
Dimensions: 9” dia. x 2%” deep 

* 207—Fruit & Salad Bowl 
Dimensions: 11” dia. 3¥2” deep 
#123—Hande Pitcher. Dimensions: 
8%” high. 8 long, 3%” wide 
Capacity: 2 ats 

* 125—Hande Cookie Jar. Dimensions: 
8” dia. 7%” high. Capacity 4 qts 

* 306—Hande Batter Bow! 
Dimensions: 7” dia. 4%" deep 
Capacity: 3 pts 

* 308—Jumbo Shakers (Salt & Pepper) 
Dimensions: 3” dia. x 4” high 
Capacity: 10 oz 

* 305—Futuro Tumblers. Dimensions: 
2%” sq. « 3%” high. Capacity: 10 oz 
# 311—Futuro Beverage Pitcher. Di- 
mensions: 5” long, 3%” wide, 8” high 
Capacity: 2 qts 


Futuro Line available in the 
metallic copper-tone color 
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This {s 
New! 


LATEST ORIGINAL 
BURRITE DESIGN 
x= 320 Futuro Beverage Set. 
Set contains a 2 qt. Pitcher 
and six (6) 10 oz. Tumblers. 


make so 





PRODUCTS 


BURROUGHS MFG. CORP. 


3831 Verdugo Rd. + Los Angeles 65, Calif. * Cable address: “BURRITE” 





N.Y. Representative: H. G. Salzman, Inc., 1150 Broadway 
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TRIPLE 


your 
PAINT REMOVER 





Order this new 
demonstration 
pack today! 


Place the new Klean Strip “Try-it-Yourself” 
pack on your counter or display table so 
your customers can make the famous one- 
minute Klean Strip demonstration them- 
selves! They'll see how Klean Strip actually 
“Peels off Paint’’—-so cleanly—so easily! 

The “Try-it-Yourself” pack comes com- 
plete with brush, metal testing panels, book- 
lets, and 12 pints of Klean Strip. It can be 
set-up to go to work for you in a jiffy. 
(Dealer’s cost, $6.12; retail value, $9.60.) 

Order from your jobber today and watch 
your paint remover profits grow! There’s 
nothing like Klean Strip! 


DEALERS: For free sample of 
Klean Strip, write 


W. M. BARR & CO. 
2342 S$. Lauderdale, Memphis, Tenn. 


tn, 


iINFLAMMABLE 





CLEAN * EASY TO USE 
NON-INFLAMMABLE 
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WHAT'S NEW 








screw eye. Available on counter 
cards carrying 12 envelopes of 
two holders each, retailing for 20 
cents per envelope. 





Congoleum Line 


Illustrated is one of the four 
Gold Seal Congoleum rug pat- 
terns added to the line of Congo- 
leum-Nairn, Inc., Kearny, N. J. 
New patterns in linoleum com- 
prise three Karnean geometrics 
and a Veltone. Two colors have 
been added to the Congowall line. 
Congoleum by the yard has been 
expanded by the addition of three 
cross-directional 9 in. tile de- 
signs. A new series of patterns 
in Gold Seal Congoleum by the 
yard in a textured effect called 
Jeweltone is being introduced. 





Available in 2, 3, and 4 yd. widths 
and in seven colorings. Name is 
derived from the small gem-like 
flecks of color which accent the 
predominant pattern tones and 
provide an inidescent character 
to the merchandise. 





Brown 'N Serve Pans 

Ekco Products Co., 1949 N. 
Cicero Ave., Chicago, IIll., offers 
baking pans designed for use 
with the brown ’n serve rolls. 





Available in two sizes, one hold- 
ing six rolls for 19 cents and the 
other which holds 12 rolls and 


retails for 25 cents. Pans have 
a narrow *% in. rim permitting 
complete circulation of oven 
heat Pans made of Ekco ovenex 
tinplate. Ovenex design fea- 
tures a slight corrugation per- 
mitting grease to circulate un- 
der rolls to prevent sticking. 





Meat Tenderizers 


Handy-Andy’s designed for 
cubing, tenderizing and knitting 
together small pieces of lean 





meat. Constructed of cast and 
polished aluminum with cutting 
blades and protective base piece 
of stainless steel. Smaller size, 
weight, 114 lbs., is designed for 
the housewife; the larger unit, 
weighing about 1°54 lbs., is avail- 
able for colleges, lunchrooms, 
etc. Both are about 81% in. long. 
The Aluminum Casting & Appli- 
ance Co., Ltd., Bucyrus, Ohio. 





Warm Morning Gas Heaters 


Locke Stove Co., 114 West 
lith St., Kansas City 6, Mo., ex- 
pands its Warm Morning gas 
heater line to include the 360 
series consisting of two models 
which are identical except for 
control assemblies. Model 360-U 
is equipped with Robertshaw- 
Grayson Unitrol combining auto- 
matic temperature control and 
safety pilot. Model 360 has a 
Baso 100 pct shut-off valve and 
safety pilot. Both have input 
capacity of 60,000 Btu/hr. with 
all types of gases. Also the 340 
series rated at 40,000 Btu/hr. 
input. Unitrol-equipped 340-U 
and Baso-equipped model 340 
comprises the series. Both series 
have cabinets finished in two 
toned grained walnut porcelain 
enamel. Radiant fronts of fire 
resistant glass give clear view 
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BRIDGEPORT OPENS UP 
A GREAT NEW MARKET! 


V vow. sau saano-new BIGGEST name in aerosol 
oN ie ee dente wretts wa ~aelOWESt price for ANY 


their next orders for the big economy 


— |. nationally advertised 
Vvourn seu tre nano. aerosol-type insecticide! 


TO-PLEASE, the customers who 
keep a sharp eye on BOTH price 





and quality! x “SF . 
/ . 

W raw. SELL EVERYBODY SAME AME INSTA 
who wants the best for the money! $ 

- s ‘ le 00 

This makes Bridgeport* a HY 
2s ON FAl 
Aer-a-sol* Insecticide § "Ret 


A CINCH for 
RECORD-BREAKING SALES! 






Get your share of the 
$78,875,000 Insecticide Market 
with the complete Bridgeport line! 
Order From Your Regular 





Wholesaler TODAY! 


BRIDGEPORT BRASS COMPANY 
BRIDGEPORT 2, CONNECTICUT 


WORLD'S LEADING PRODUCER OF AER-A-SOL PRODUCTS 


*TRADE-MARKS 
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WILLIAMS 
WRENCH 
DISPLAYS 





Williams Wrench Boards 
offer you || “trade-tailor- 
ed" selections to choose 
from. You can pick the 
tool combinations that 
best fit your local market. 


Williams Wrenches are 
nationally advertised to 
professional and amateur 
mechanics and have been 
first choice in industry for 
more than half a century. 
Ask your jobber or write 
for complete information. 








SELL MORE TOOLS 
Il DISPLAY 





BOARDS 














OFFER 


COMPLETE 
WRENCH 
_ SERVICE 





J. H. WILLIAMS & CO., BUFFALO 7, N. Y. 


BWHAT’S NEW 





of flames. Feature of ali Warm 
Morning gas heaters says maker, 
is their ability to provide heat 
by radiation, convection and cir- 
culation. 


Steak Brands 


Retailing for $4.95 per set, 
consisting of three brands, R, 
rare; M, medium, and W, well. 





Each brand cast from nickel 
alloy and is attached to hard- 
wood handle by a 23 in. long 
stainless steel shaft. Steak 
Brands, Krauth & Benninghofen, 
Hamilton, Ohio. 


Self-Adhesive Tape 


Topflight Tape Co., York, Pa., 
offers a self adhesive printed 
paper tape. Processed in rolls, it 
can be used in the same way and 
in the same dispensers as the 
cellulose Topflight tapes. 





Dylon Carpet Dye 


Terence R. Conway & Co., 55 
EK. Washington St., Chicago 2, 
ill., is offering Dylon home car- 
pet dye, a highly concentrated 
dye powder which is employed to 
revive the color of worn, faded or 
stained carpets and rugs. Simple 
to apply with any sort of brush. 
Non-toxic, Dylon is packaged in 
screw-cap aluminum containers 
to retail for $1.49. Contents of 
tube will dye up to 16 sq. yds. of 
carpeting depending on depth of 
pile. Available in red, royal, bur- 
rundy, brown, green and orange. 
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Electric Lawn Mower 

Sensation Mower, Inc., Ral- 
ston, Neb., is offering a low 
priced electric lawn mower, 





CP16, which cuts a full 16 in. 
swath. Powered with a 1/3 h.p. 
heavy duty motor permanently 
lubricated. One - piece safety 
blade connects directly to motor 
shaft. By loosening one bolt, 
user can raise or lower motor 
and blade assembly. Permits 
varying cutting height from % 
to 3% in. Machine is built on 
same principles as the regular 
line of electric and _ gasoline 
powered motors. Machine is de- 
signed for average man with 50 
ft. lawn. 


Door Bottom Weatherstrip 


The Schlegel Mfg. Co., Roch-- 
ester 7, N. Y., is offering a door 
bottom weathership made of 
wool fibers. Maker claims it 
will not get hard or stiff, nor 
will it dry out and crack. Con- 
structed to pass over a warp or 
swelling in floor and provides an 
effective seal against drafts, 
dust and dirt. 


Plier Grip Caulking Gun 


Western Reserve Mfg. Co., 
3728 E. 93rd St., Cleveland, 
Ohio, is making the Can Do 
plier grip caulking gun. In op- 
erating the plier grip gun, the 
feed rod extends under the arm. 
May be operated with either 
hand. Permits ease in caulking 
in crevices, corner and hard-to- 
reach places. Finger tip positive 
pressure release stops flow of 
materials. Gun takes either cart- 
ridge or bulk compounds of any 
consistency, it is claimed. Posi- 


—S 
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got? 


Handy-Pack 


olt Cartons 
are preferred... 





@ Handy-Packs contain the same 
small lot quantities of bolts that 
have been standard for years. Cut 
thread carriage and machine bolts 
have nuts attached as always. 


: 


Certified 
Reshippable 


oo 





Sealed with “ 
nylon tape 


By Hardware Jobbers because the 
rugged Handy-Pack is a better product 
and an easier product for jobber salesmen 
to sell. Retailers go for the Handy-Pack... 
jobber sales go up. 





By Industrial Distributors because 
these rugged cartons can be handled or even 
dropped without breaking. They can be 
stacked fast and efficiently. They save time 
and labor in the warehouse. 


RUGGED HANDY-PACK 


CARTONS are made 
of corrugated board... 


with a certified bursting strength from 125 
to 200 lbs. per sq. in. depending on bolt size. 
The cartons are packed in wooden boxes... 
can be ordered in carload or Jess-than-carload 
lots. Every carton is sealed with nylon tape 
---is certified reshippable. Tying and wrap- 
ping are eliminated when you reship them. 






Rugged open 
drawer 


By Hardware Stores because the cover 
can be used as a rugged open drawer in bolt 
cabinets. No opening cartons everytime you 
make a sale. And you never have broken 


Once you try rugged Handy-Packs, you'll 
never again want bolts in ‘paper’ cartons. 
Enjoy all the advantages of the rugged 
Handy-Pack by sending your bolt orders to 





cartons, spilled or mixed bolts. Buffalo Bolt Company. 


for this free circular on quantities 
WRITE and weights of Handy-Pack Cartons. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 





Sales Offices in Principal Cities. Export Sales Office: 
Buffalo International Corp., 50 Church Street, New York City 


PRODUCERS OF CIRCLE ® PRODUCTS — BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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mercas Finest 
FARM AND HOME 
FREEZERS 


Dealer sales and factory production records 
prove BEN-HUR “America’s Finest and 
Fastest-Selling Freezer.” 

Ben-Hur offers plus values ... three classic 
models with Ben-Hur Blue color trim, to 
suit every demand... separate freezing com- 
partment... sturdy lifetime construction... 
all-around Fiber-glass insulation for low 
operating cost and better performance — 
and many other exclusive features for safe- 
ty, economy and convenience. 


DISTRIBUTED BY LEADING HARDWARE JOBBERS... 


BROWN-CAMP HARDWARE CO., Des Moines, lowa NELSON CO., Roanoke, Va. 
HENKLE & JOYCE CO., Lincoln, Nebraska ORGILL BROS. &CO., Memphis, Little Rock, and 


HOUSE-HASSON CO., Knoxville, Tenn. Jackson, Miss. 
MONROE COMPANY, INC., Monroe, New Orleans, JOHN PRITZLAFF HARDWARE CO., Milwaukee, Wis. 


and Shreveport, La. 


See your Jobber today about a profitable BEN-HUR 
Franchise, or write direct. 







See the Deluxe models 
in 9.2, 12.5, and 18.5 
cubic foot sizes 


BEN-HUR MFG. CO., Dept. HA, 634 E. Keefe Ave., Milwaukee 12, Wis. 














are you getting your share 
of this business? 


NATIONAL METAL 
ALUMINUM TRIM 


Shapes for every conceivable appli- 
cation—Coves — Division Bars - 
Nosing — Edging - Insert Nosing - 
Outside Corners — Cap Moulds - 
Stair Nosing — Carpet Edging. 
Available for delivery from stock. 





national metal 
window screens 


Be ready for volume “Fly-time” sales with 
National Metal screens. On display in your 
store, National Metal screens are their own 
best salesmen. The quality, durability and 
convenience of these modern metal screens 
are evident to the most casual shopper. 
Modest price is the sale clincher. Generous 
discounts make tidy profits for you. 





write or wire for prices! 


National Metal Products Co. 


1025 CHATEAU ST., PITTSBURGH 12, PA. 
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WHAT'S NEW 


tive friction drive divides pres- 
sure evenly between fingers and 
thumb. Gun is finished with a 
rust preventive. Interchange- 
able nozzle available. Three sizes 
of gun are available. Maker 
claims a entire cartridge of 
caulking material may be run 
out in 15 seconds. 








Nickel Trap Triggers 

McGill Metal Products Co., 
Marengo, IIll., offers its Cant 
Miss and Better mouse and rat 
traps with nickel plated triggers. 





Also the traps, plus the Home 
Guard and Never Miss traps 
have silvery finished tinned wire 
parts. Printing of trap bases 
incorporates the McGill trade 
mark. Maker contemplates no 
change in the present model of 
its ALsteel mouse trap. 


Turner Water Cans 


The Turner Specialty Mfg., 
Inc., 5521 Clinton Drive, Hous- 
ton 20, Tex., is introducing a 
line of water cans and coolers 


HORTON 


|. WATER CANS’ 
WE 


A prpage gel 
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Kimble Deluxe Glass Bars Crystal glass, 
full 4" in diameter —sturdy fittings with heavy 
chrome plate — 18" and 24" lengths. 

SI 


5 

Kimble Bent-End Glass Bars (Crystal or opal 
glass %" in diameter. Strong metal fittings of 
modern design—18" and 24" lengths. 


he eile 


Kimble Double-Purpose Glass Bars Crystal 
glass bar with adjustable fittings for full-length 
use or projecting ends. 24" long. 


L A, 


Kimble Button-End Glass Bars Crystal or 
opal glass with sturdy metal fittings. Available 
in 18" length. 




















KIMBLE GLASS TOLEDO 1, OHIO 
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Here, at no added cost to you, is a new sales-getting 
display that puts your Kimble Glass Bars right up 
front and center. Use it on the counter, in the 
window, on island tables. 


Customers see 8 ways to make good use of these bars. 
They see the handsome chrome-plate fittings, the clear 
gracefully curved crystal bars that never lose their new look 
This display, highlighting the quality of Kimble 
Glass Bars, plus their attractive prices, is sure to 
stimulate sales—increase your profits. 
Order this display now from your wholesaler, 
your distributor, or write direct to us. 
A GLASS BAR FOR EVERY PURPOSE 


Division of Owens-Illinois Glass Company 











Rack Up More Sales - Rake in More Profits 
vt) REEVE Shure Sell 


GARDEN TOOL 
DISPLAYERS 








The new improved REEVE Shure Sell 
Garden Tool Displayers are being wel- 
comed by hardware men everywhere 
as the most practical, economical and 
sales-producing advancement in gar- 
den tool displayers in the past 10 years! 


Easy to Install... Last a Lifetime... Steel 


for Strength . . . Riveted Construction for 

Durability .. Durashine for Gleaming Beauty! 
SHOVEL 

DISPLAYER No.418 





Holds 6 long handled shovels, 
spading forks, cultivators, lawn 
edgers or similar tools. 


RAKE— PITCHFORK 
DISPLAYER No. 420 
Holds 8 rakes or pitch- 
forks in a neat step- 
down row. 


HOE DISPLAYER No. 417 


Slanted single bar with 8 
slots for hoe display. 


Flexible, Interchangeable 
Items above are slotted for 
use on steel rails...Or 

Wan may be screwed direct 

\ Nh, to wall. Displayer rails 

supplied as shown. 

WOOD CABINETS ARE NOT FURNISHED 
“D” HANDLE TOOL DISPLAYER No. 09 
—: Used in pairs these steel 
SA brackets provide space 
saving displayers for 

posthole diggers, forks and other tools best 
displayed at floor level. 






Send now for brochure giving 
full description. 

Our New Catalog Just Off the Press! 
Send for it today! Hundreds 
of new improved items from 
ticket holders to large display 
units. 


REEVE 















REEVE COMPANY 





“Serving America’s Retailers since 1913” 


2220S. Grand Ave.,Los Angeles 7, Calif. | 





126 


WHAT'S NEWE 


latter incorporating recessed 
spigot flush with the O.D. of the 
cooler. Range in size from 2 to 
10 gals. Both coolers and cans 
feature one-piece inside neck, 
one-piece outside crown, three 
interlocked channel bottom sup- 
ports and double-lock seams. 
Made both in a heavy duty in- 
sulated construction and _ in 
standard type with no insula- 
tion. 


Dial Depth Gage 


The L. S. Starrett Co., Athol, 
Mass., has designed No. 644 dial | 
depth gage for measuring the 
depth of holes, slots, recesses | 
ranging from 0 to 3 in. deep. 














Flat base is positioned on the 
top surface of the work permit- 
ting rod to enter hole or recess 
to its full depth. Measurement 
automatically registers directly 
on the dial in .001 in. Base 2% 
in. long by 1% in. wide is hard- 
ened ground and lapped within 
close limits. Dial indicator is 
interchangeable with any other 
standard AGD indicator. Gage 
is finished in a leather case 
which also holds the 11 rods. 





Tap-A-Line Multi-Plugs 


Maker claims eight appliances 
may be plugged to one outlet 
with Tap-A-Line which retails 
for $2. Consists of two parallel 
conductors to carry the current 
in channels % in. apart, the 
















SAMCO PRODUCTS 


SYR=-ALL - 


of SYRACUSE 


@ 


acorsteare 





PRICED TO SELL 
FOR EXTRA 
PROFITS 





30¢ RETAIL 
FILE ox TOOL 


HOLDER 


Everyone wants it to replace broken 
wooden handles! Durable, strong 
metal tool holder for all size files 
up to 16”, as well as for drills, 
screw drivers, gimlets, hacksaw 
blades, plumber’s snake, etc. For 
shanks up to %”. Note groove in 
handle casting. Prevents tool shank 
turning. 





‘8b Salesman” 





DOUBLE 
BLADE 
HOG 
SCRAPER 
2¥2" 
34" 

BELL TYPE KNIVES 
GALVANIZED STEEL 
WOOD HANDLE 





Manufacturers of the most com- 
plete line of oil drum faucets and 
oil or molasses gates. Write for 
complete catalogue of all SAMCO 


PRODUCTS. 


TERRITORIES available for 
aggressive sales representation. 











SYRACUSE ALLOY METALS CORP. 
316-324 PEARL ST., SYRACUSE 3, N. Y. 
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t Water Seepage? Pie 
Pog 





HERE'S A DEAL TO MAKE NEW FRIENDS... 





KAY-TITE 
PROTECTS 
MASONRY 
AGAINST 

WATER | 
SEEPAGE 
fo 


r 
(BRICK) © 
| (STUCCO) 
(CINDER BLOCK) 
(ROUGH MASONRY) 
| (UNGLAZED TILE ) 
|{ WHITE } 


and 
CREAM GREEN 









































BUFF BLUE 
GRAY 
ROSE 
BRICK RED 


COLORS 


YELLOW 


SPANISH BUFF 














This deal is especially designed to introduce Kay-Tite to 
dealers who have not yet placed their first order .. . our regular 
customers can also get in on it too... 

Farmers, contractors and home owners all over the country 
are using Kay-Tite to control water seepage in masonry and 
to paint outside of masonry buildings to give them lasting 
surfaces. 

That is your big market for Kay-Tite ... It’s profitable too... 


Here's the deal: YOUR CHOICE OF 12 KAY-TITE WHITE 
OR 6 WHITE AND 6 GRAY (ALL 10 LB. CANS) FOR $20.88. 
RETAIL VALUE IS $34.80! 


(Kay-Tite is also available in 50 Ib. drums, list price $11.00.) 


Figure your profit on this deal and act today. The coupon 
order form will get quick action. 





ORDER COUPON 


KAY-TITE COMPANY 

West Orange, N. J. , 
Send us the Kay-Tite Deal on 10 Ib. cans. 

ietetenlliaed 12 White @ $20.88 

6 White and6é Gray @ $20.88 


















a 


KAY-TITE company 


‘WEST ORANGE ° NEW JERSEY 


_More eek 20 years of sotistastory, performance _ 





‘ 





sie St 
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Fastest Selling 


Toilet Tank Tra ay 


Yeu 


rfect Answer to 


The One Pe Keeps FI0OTS Dry! 


Moisture Drip- 





Customers Prefer “’Veri-Neet” 
because it is the only toilet tray that 
has all these features: White baked 
enamel finish is permanently attrac- 
tive. Long wearing aluminum is 
rust-proof. Simple design makes 
“VERI-NEET” easy to install without 
tools. Two types fit 95% of all tanks 
— correct type is recognized at a 
glance. ‘“VERI-NEET” is priced as an 
exceptional value. 


Dealers Prefer ‘’Veri-Neet”’ because 
two simple designs produce faster 
sales, step up turn-over, keep inven- 
tory down, and eliminate returns. 
“VERI-NEET” offers a liberal margin 
of profit. 


Two “’Veri-Neet”’ Designs 















UNIVERSAL No. 16 
List Price $9. 95 


Si a 


Fits all tanks with exposed center pipe 








MODERN No. 17 


List Price om 


tanks resting 0" bowl. 








Fits all 





Free Display Stand 
holds two “Veri- 
Neet” travs in 


clearly identified 

| * cartons. Really sells 
| (ae trays! 

—ar er Ask your jobber 


for complete facts or write direct to: 


Northern Industries, Inc. 


310 N. Water St., Milwaukee, Wis. 
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WHAT'S NEW 








whole encased in an ivory col- 
ored sheath of plastic, 12 in. 
long and 1 in. sq. Cord at end 
of unit, 6 ft. long, permits tap- 
ping of unit to existing wall or 
base plug. Packed 12 to display 
carton. Tap-A-Line Division, 
Midwest Tool & Die Co., 2610 
W. North Ave., Milwaukee _ 5, 
Wis. 


Aluminum Post Lamp 


The Fender Specialty Co., 
3025 Emerald Drive, Kalamazoo, 
Mich., offers an aluminum post 
lamp with a cast ornament at 
the top which serves as a vent. 
Brass screws used. Porcelain 
socket and polished brass gal- 





lery holds the No. 2 frosted 
chimney and, four pieces of 
double strength crystal glass 
make up the lamp. Lamp is 19 
in. high, and weighs 11 lbs. 
Maximum bulb size, 100 watt, 
flat black finish. Mounts on a 
3 in. OD post and retails for 
$16.50. 


Plymouth Plastic Hose 


Plymouth Rubber Co., Inc., 
Canton, Mass., offers the viny- 
lite garden hose in three colors, 
green, red or translucent amber. 
Hose is not affected from hof or 
cold weather. Guaranteed for 
10 years. Octagonal in shape 
the hose won’t crack, peel, swell, 
warp or become tacky, it is 
claimed. Rust - proof two - way 
Perma-Grip couplings employed. 


Presto Corner Shields 


Ace Specialty Mfg. Co., Inc., 
6333-35-37 Cedar Ave., Minneap- 
clis 19, Minn., offers Presto cor- 





ner shields which round out the 
corners. Shield can be installed 
in less than five seconds, it is 
claimed. For drawers, cupboards, 
stairs, shelves, etc. Finished in 
neutral tan. 


Nelson Door Jack 


Deltec, Inc., 2303 South Ave., 
Youngstown, Ohio, offers the 
Nelson door jack. Designed as 
a portable vise for fitting doors, 
windows and stairways, it also 
becomes a vise for holding doors, 
stair spreaders, risers, etc., in 
door frames. Constructed of alu- 
minum alloy, all steel parts cad- 


mium plated. Pressure surfaces 
at ends are padded and pivoted 
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The New NATIONAL LOCK No. N-190 Board 


Provides a Complete Cabinet Hardware Line 


@ Utilizes valuable counter space more profitably. 


“a, ff : pwikt 
@ This handsome board will help you do a thriving Nf Nyprd tA cApiatl Wak 


cabinet hardware business on many popular items 

cUuSTOM 

< _ FORGED BRASS! N6é!-406 
N6I-209 


@ Display board is FREE.. You pay only net cost ; 
of applied hardware. Let this board help you a a 


N6!- 408 


A6i-289 N58-23908 


ARISTOCRAT 


@ Order replacement items from open stock. DELUXE | 
i i - 
| | ff 2 


e@ An extensive selection to offer your customers. 
11 
? ; NS8-032 


NSS S966 


@ Bright Chrome, Dull Chrome, Dull Bronze, Bright | 


( N6r40S 
N6E409 mm: BB nc1-400 


N6!-407 


z & oe 


NG! 408 


Brass and Dull Brass Finishes are all included. 





@ Reduces your inventory speeds dollar turnover 


@ Stimulates sales volume increases profits. ——— wo &. ——S=_— 


NGrO4s N6I-242 NGi- 298 


A63-3018N AB3-3017N BOARD NO. NI5O 


Get It NOW From Your Jobber 





Other Easy-To-Sell, Profitable-To-Handle 


woop \ SCREWS 
hs = Hardware Items 





No. 77 An Extensive Line of MY 
Wood Screw Assortment Builders’ Hardware 
Packaged in Colorful That’s Quality made, 

Cellophane... with In Demand and “oon 
Counter Merchandiser Promptly Availabie Adjusters 


Screen (©) a0) 


NATIONAL TUTCH LATCH 
Automatically Opens Cabinet Doors j 
<° a: : “T” Hinges Hangers 


NL 
Uw 





M Rockford, Illinois * Merchant Sales Division 


4 \ 
ML. DISTINCTIVE HARDWARE... ALL FROM ] SOURCE 
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Save on first cost! Save on upkeep cost! 
But most important—SAVE TIME thread- 
ing pipe and bolts with one or more of 
these modern "PIPE MASTER" threading 
machines. All have standard range !/4" to 
2" pipe; Extra range '/g" pipe; Range with 
drive shaft 2!/2"to 8" pipe; Bolt range 
Ya" to 1/2". 


‘ig, No. 502 


STANDARD model. Steel 
construction. STATION- 
ARY Die-Head. "'SPIN- 
FAST" front chuck. 

















eo No. 502R 


4 STANDARD ROTARY model. 
Steel construction. REVOLV- 
ING Die-Head and 
Open-Type Vise. 


No. 502D 


DE LUXE model. ALUMI- 
NUM alloy construction, 
STATIONARY Die- 
Head. "'SPINFAST" 
front chuck. 


No. 502DR 
DE LUXE ROTARY model. 


Aluminum alloy construc- 
tion. REVOLVING Die-Head 
and Ope-Type Vise. (Nos. 
502R and 502DR thread 
BENT and straight pipe, 
conduit, etc.) 





THE OSTER MANUFACTURING CO. 
2028 East 61st Street +» Cleveland 3, Ohio, U.S.A. 


130 





BWHAT’S NEWE 


for self-adjustment. Fits all 
openings 2 to 3 ft. Suggested to | 
retail for $9.95. | 





——— } 


Carbide Knife Sharpener 

New England Carbide Tool | 
Co., Inc., 60 Brookline St., Cam- 
bridge 39, Mass., has added the 
Carbo-Jet Rock-Ett to its line of 





CESTIDE- EDGE YOUR KNIVES' 











| knife sharpeners. Retails for 

from 98 cents to $1. Screws to 

wall or door frame and will 

sharpen regular ground, hollow 

| ground and stainless steel knives 
with three or four light down- 
ward strokes, it is claimed. 
Sharpener has carbide jewel 
sharpening elements held in an 
acetate plastic case. Available 
in red. 


Lubralife Pillow Blocks 
Congress Drives Division, 
Tann Corp., 3750 E. Outer 
Drive, Detroit 34, Mich., is mak- 
ing the Lubralife pillow blocks 
employing a Haller oil well bear- 
ing of sintered bearing metals. 
Rectangular cavity filled with 
sponge iron to provide capillary 
action for retaining the lubri- 
cant is in the center of the bear- 
ing wall. Correct lubricant is 
impregnated into the sintered 
metal by static pressure com- 
pletely filling the cavity as well 
as the pores of the entire bear- 
ing cartridge. Spherical bearing 
cartridge is mounted in a pillow 
block made from heavy gage 
| steel stampings. Ball and socket 
| principal said to provide self- 
| alignment. Two designs of pil- 
| low blocks and a flange type 
mounting are available for shaft 
| sizes of %, 5%, 34 and 1 in. 





OvAL Ty 





YES, WE HANDLE SHORT RUNS, T00 
— As Well As Long Ones 


And just as carefully. Whether you order 
one gross or a million you can be sure that 
ATLAS Fastenings will sell and stay sold 
because they are accurately made of proven 
quality metal, and rigidly inspected. Bolts, 
Nuts, Screws and Washers; also special 
Screw Machine Products, Metal Stampings, 
U & J Bolts, and Threaded Rods. 


Free! 


New 92 page Catalog 

with specifications and list 
prices in large readable 
type for quick reference. 
Send for your copy today. 


ATLAS 


SCREW & SPECIALTY CO. 
450 Broome Street, New York 13, N. Y. 





(; 


- THE BEST KNOWN " 
| NAME IN 


ASK YOUR WHOLESALER 
THE BOSS MFG. CO., KEWANEE, ILL., U.S. A. 
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Spotlight Converter 


Midland Industries, Inc., Cedar 
Rapids, Iowa, offers a Spot-A- 
Lite converter for converting a 
tractor head light or work light 





to a spotlight. Turn of the unit’s 
handle permits tractor operator 
to swivel the light to spotlight 
any area without moving from 
the seat. Fender mounting of 
tractor light permits light to be 
used for a rear work light and 
as a head light. Built of steel 
with aluminum finish and rub- 
ber handled grip. Extra joint 
provided for mounting on ver- 
tical or angle surfaces. 





Rubber Sole Lifts 


Schacht Rubber Mfg. Co., 
Huntington, Ind., is introducing 
che Little Dutchman rubber sole 
lifts, designed for people who 
have a tendency to run down 
their shoes, outwardly or in- 
wardly. Lifts said to aid in relief 
of foot callouses when placed lat- 
erally across shoe sole. When 
used inside the shoe, they serve 
as an arch support. Made from 
brown non-marking rubber com- 
position under the Daisy stick- 
on-sole adhesive formula. One 
pair to four color display card, 
with tube of rubber cement and 
metal scratcher. Made in No. 1 
size, small, and No. 2 size, large. 





Bottled Gas Tank Stand 
Rimco Division of the Rock 
Island Metal Foundry, Inc., 
Rock Island 14, IIl., offers the 
Dura-Base, which holds a bot- 
tled gas tank securely. Base is 
made of hydrocarbon compound 
weighing slightly under 10 lbs. 
locators permit 60, 100 and 130 
Ib. tanks to fall easily into 
place, maker claims. Cleats on 
bottom prevent skidding and 
allow solid installation on con- 
crete walks or on ground. Ven- 
tilator holes permit adequate 
drainage and ventilation. 
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SELL CABINET HARDWARE 
IN YOUR PAINT DEPARTMENT 
4 


2 lron 


‘forged 


by McKINNEY 











12731-FLUSH 


1 2737-FLUSH 12741-¥6" OFFSET 


12747-¥%" OFFSET 


12720-FLUSH 


12725-%" OFFSET 
12724-¥" OFFSET 


12721-FLUSH 


125141 HT-6¥2"-FLUSH 
12518 HT-6%2"-%" OFFSET 


12518 HT-8%"-¥%" OFFSET 
12514 Yo HT-8%”-FLUSH 








Irs easy and profitable to sell McKinney Forged Iron Cabinet 
Hardware in your paint department. Customers go for its 
smart design and how it enhances painted doors, cabinets and 
drawers in kitchens, dens, recreation and rumpus rooms. 
Write today for the McKinney Special Cabinet Hardware offer! 


MANUFACTURING COMPANY 
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SATISFY YOUR TRADE 
WITH “HARMODE" QUALITY 





SIDE RAIL 
LADDER JACKS 


Constructed of heavy steel, fully adjust- 
able. Can be used inside or outside of 
ladder with equal ease. 
LOAD SUPPORTED BY SIDE RAILS 
WILL TAKE BOTH SINGLE AND 
DOUBLE SIDE RAILS 


Can be used wherever ladder staging 
is necessary. Folds into easy-handling 
package when not in use. 


WRITE FOR OUR COMPLETE 
CATALOG AND PRICE LIST 


HARVARD METAL PRODUCTS, INC. 
97 Reading Street Roxbury 19, Mass. 


—FINGER GRIP CLIPS — 


FOR "PARKING" THINGS 
WHERE YOU WANT THEM 





Just turn the screw. That's all 
you do—to make them fit any 
size handlel 





a ii. Grae 3 for 10 
Medium... .8¢ or 2 for 15 
eee 10¢ each 


IN ATTRACTIVE DISPLAY BOXES 


Ask your jobber or write 








ARTHUR I. PLATT CO. 


Fairfield, Conn. 
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Automatic Ball Float Valve 


Cripe Electric & Machine Co., 
Walton, Ind., has added to its 
line an automatic ball float valve, 





Pa | 
ees | 
r a 


called Blue Boy. Single glass 
ball on Neoprene seat is said to 
be non-sticking and unaffected 
by variations in supply pressure. 
Maker claims design permits 360 
deg. of float flexibility. All parts 
corrosion resistant. Supply pipe 
connector size % in. male or 
female pipe threads, your speci- 
fications. 


Silvertip Cartridge 

Olin Industries, Inc., East 
Alton, Ill., offers a 150 grain 
Silvertip controlled expanding 
bullet in 30-30. Shape of bullet 
has been altered slightly from 
the 170 grain Silvertip so the 
two cartridges may be distin- 
guished from each other. The 
150 grain has slightly less ex- 
posed lead than the 170 grain. 





Portable Threaders 


The Oster Mfg. Co., Cleve- 
land, Ohio, offers the Tom 
Thumb line of portable 2 in. 
threading machines, including 
models 582 and 582R designed 
for threading from % to 2 in. 
standard range. No. 582 is fur- 
nished with two stationary die- 
heads and a wrenchless chuck, 
the Spinfast, for straight pipe 
or conduit and bolts. No. 582R 
equipped with manually operated 
revolving die head and open 
type vise threads bent and 
straight pipe, conduit and bolts. 
Each bolt machine, 581-A and 
582-A is equipped with auto- 
matic revolving die-head and 
open type vise for bent and 
straight bolts, rods, studs. De- 
signed for threading bolts from 
1% to 1% in. Identical features 


include: hardened and ground 
worms and bronze worm gears 
driven by 2 V belts through back 
gears; and antifriction bear- 
ings throughout. 





Clincher Gaff 


Marble Arms & Mfg. Co., 
Gladstone, Mich., offers a one- 
hand clincher gaff with corru- 
gated jaws. Gaff is 12 in. long 
and jaws when open have a 
spread of 744 in. Made of pol- 
ished steel and nickel plated. 





Shuford Clothes Line 


Shuford Mills, Inc., Hickory, 
N. C., offers a line of Shuford 
branded merchandise consisting 
of seven brands of clothes line 
and four brands of sash cord. 
Names of flowers are used for 
clothes line and trees for sash 
cord brands. Lithographed 
labels in three and four colors 
are used. In manufacturing 
process, cord and clothes lines 
are pre-stretched and undergo 
a high-gloss polished process 
said to make them resist water 
and extremes of weather. 





Clear Plastic Coating 


Aluminum Industries, Inc., 
Cincinnati 25, Ohio, is market- 
ing Spra-Plast, a clear plastic 
finish, packaged in a 12 oz. aero- 
sol type spray can. It is a high- 
gloss washable coating for in- 
terior or exterior use over wood, 
metal, leather, canvas, etc. Said 
not to discolor and dries in 20 
minutes. Said to be ideal for 
waterproofing ignition and dis- 
tributor wires; will not crack 
due to vibration. 
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(Resume reading on page 13) 
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No. 51000—One Brass Cyl. 
Die Cast Case 


No. B51000—One Brass Cyl. 





TWIN ACTION 
DOUBLE SECURITY 





(A) Rim Cylinder Pattern No. B51001—Two Brass Cyls. 
Solid Bronze Case 


OFFERS A TOP QUALITY 
E | PRECISION MADE LOCK 
“FULLY GUARANTEED 


EASY TO SELL—EASY TO INSTALL 


KEIL BURGLAR-JIMMY-SAW-PROOF LOCKS 


have two revolving, hardened steel bolt cores, 
providing twin action, double security. 
The bolts shoot out, turn and rest 
in locked position. 
9 


(A) Cylinder Mortise Dead Pattern also available 


Contact your jobber or write us direct TODAY! 


Ilustrated sheets available on request 


ET 














KEIL LOCK CO., Inc. Charlestown, N. H. 
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12 in. « 
TO HELP YOU SELL 20 12 i 
with tl 
New Displays and Other wage 
Dealer Sales Helps eniiie 
Saws } 
(Continued from page 13) ee 
Fishin 
| and diameters for each type of Wri 
bolt are listed. Cards are of Col. o 
| 8% by 11 in. heavy yellow card- 50 co 
board stock each illustrating fishing 
type of bolt to which it refers. saan - 
Available free from distributors. aoe 
-—— fishing 
. - the tr 
= Bikelock Display fishing 
Master Lock Co., Milwaukee, — E 
, : es é casting 
K Wis., offers a No. 12 bikelock pee 
ESTER ’ merchandising unit, 1134 in. paintir 
soldering species 
. | hae 
' sy 
| Cloth 
| Plan 
line is 
Cellop! 


WITH 





KESTER SOLDERING PASTE 


Your customers will want nationally 
advertised Kester Soldering 

Paste, Flux-Core Solders, and 

Liquid Fluxes. 

Kester’s 1950 advertising and 
merchandising program includes a 





new booklet for your customers, 
“Soldering Simplified.” high by 2014 in. wide, furnished 

Send for your free supply now. | free with 12 Master bikelocks, 
| three each of four models re- 

| tailing at 39 to 99 cents. Built 
of wood and finished in blue, 








display shows a full-color litho- packag 
graphed panel and a solid brass planet: 
. Master nameplate. Also includ- sestios 
KESTER ed are nickel-plated hooks for for pr 

easy pivot mounting. Bo 
SOLDER ft. len 
Corda: 

Compass Saw Display 

Henry Disston & Sons, Inc., Retai 
KESTER SOLDER COMPANY Philadelphia, Pa., is offering a Fais 
merchandising unit for counter E. 12tl 
4207 Wrightwood Ave. or window display to introduce »ublisl 
Chicago 39, Illinois two compass saws fitted with a reta 
Newark, N. J. black cellulose acetate handles. fective 
Srentinnd, Cusede Each unit includes four No. 40 Irving 
fold p 

\ ; ires 
| i DISSTON hago 
Kester Soldering Paste—ten , aws ale advert 
2 oz. cans in new eye catching a refe 
counter display carton. | well as 
of reta 
| and st 
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12 in. compass saws and two No. 
20 12 in. compass saws. Packed 
with the saws is an orange and 
black display holding two saws. 
No. 40 saw has a wing nut on its 
handle to remove slotted blade. 
Saws priced at $1.65 each. 





Fishing Catalog 


Wright & McGill Co., Denver, 
Col., offers a 1950 catalog No. 
250 containing 32 pages of the 
fishing tackle made by the com- 
pany and helpful suggestions to 
fishermen. Features a full page 
fishing calendar; page devoted to 
the trout; instructions for fly 
fishing; how to use a casting 
rod; pointers of effective bait 
casting. Center page spread is a 
painting showing eight different 
species of game fish in their most 
typical action positions, done by 
Lyndle Dunn. 


On aM» rt ob toate ing Bad 


oy 
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Clothes Line Wrapper 


Planet braided cotton clothes 
line is available in a double-hank 


Cellophane wrapped. Body of 
: OY lle the LAMSON 


extra profits and convenience for yourself 
with this handy Lamson Stove Bolt merchandiser. 





it on your counter or shelf. It takes a 
space only 12” x 10° x 28”. Contents and retail 
prices are plainly marked on drawer fronts for 
your convenience. Cabinet contains 42 sizes 
— 4,800 bolts in all. 





package is purple with yellow @) SHOW a neat profit of over $50 on the piece- 

planets and white stars. Center | , , 

section ic dear, Peevicien wake by-piece sale of contents for an investment of only 
ss . * ‘ ° ° 

for pricing in both 50 and 100 $47.25. The attractive steel cabinet is yours. 





ft. lengths on package. Puritan 
Cordage Mills, Louisville, Ky. 





Take our tip and ask your distributor about the 


new Lamson Stove Bolt Chest, or write us direct. 
* $48.50 WEST OF THE ROCKIES 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street © Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio @ Birmingham e@ Chicago 


Retail Advertising Guide 


Fairchild Publications Inc., 7 
E. 12th St., New York City 3, is 
publishing a textbook and guide 
to retail advertising entitled, Ef- 
fective Retail Advertising, by 
Irving Settel. Book has a two- 
fold purpose, to provide a re- 
fresher in modern retail advertis- 
ing procedure for experienced 
advertising people and to act as 
a reference source of ideas as 
well as guide to the basic concepts 
of retail promotion for beginners 
and students. 
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. . manufactured in a variety of styles as shown— 
with shank sizes from 4” x 2” to 1” x 18”. Drop 
Forged Steel Bolts offer the full strength of bar 
steel, with weldless eyes that cannot open. Available 
in Self-Colored finish, or Hot Dip Galvanized, even 
including the threads! 


The W-C line of Heavy and 
Shelf Hardware also includes 
items ranging from Blocks & 
Pulleys to Drop Forged Steel 
Shackles. For complete informa- 
tion on the “Dependable Line 
write today for your free copy 
of our new 1950 Catalog “H”. 


WILCOX, CRITTENDEN & CO., INC. 


“A CENTURY OF DEPENDABILITY” 
77 SOUTH MAIN STREET, MIDDLETOWN, CONNECTICUT 





” 























NOW! FOR EVERY 
HARDWARE STORE 









With 
the Amazing 
New Automatic 
Clutch Control 





ALSO 
AVAILABLE 






WITHA 
MECHANICAL 
CLUTCH 






New! Outstanding! Building your DEMAND 
— to new heights—for HOMKO DEPENDABLE 


as all those features your customers 
have been clamoring ont Automatic Homko 
operation—no gadget or lever to use! 

alking speeds are easily regulated TRULY A 
by engine acceleration. Massive rub- QUALITY 
ber ured wheels with a choice of PRODUCT 
standard, or over-size ures for high 
cut of grass. Easy storage. Write 
today and learn how you can profit 


with HOMKO Lawn Equipment! CHOICE OF 
Built-in Recoil Starter available griggs oR 
at slight additional cost. CLINTON 


18” to retail under $90 
20” to retail under $100 ENGINE 
24” to retail under $150 


WESTERN TOOL & STAMPING CO. 


275 SECOND, AVENUF, DES MOINES 13, IOWA 
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Home owners go for 
this simple, practical holder. No me- 
chanical parts. Simply tuck the handle 
of the tool in the slot... the holder 
automatically drops into place and grips 
securely. Release of the handle is 
equally simple. Keeps tools off ground 
or floor . . . avoids accidents. Holder 
can be hung high so children can’t re- 
lease it. TWO SIZES adapt themselves 
to various size handles. Stamped from a 
single piece of sheet metal. 


COLORFUL COUNTER SALES CARD 
Holds 24 envelopes of two holders each. 
Retail at 20¢ for 2 holders 
See your jobber or write 
DAVIS MANUFACTURING COMPANY 





N70 HELP YOU SELL 


Color Blend Device 

Elliott Paint & Varnish Co., 
4523 W. Fifth Ave., Chicago, 
Ill., offers a device which fits on 








an empty can and permits user 
to mix a qt. gal., or five gals. of 
the color chosen from the Elliott 
color harmonics library with 
1152 color chips arranged ac- 
cording to color classification. 
Colors available in flat and egg- 
shell finish. Maker claims deal- 
ers can offer this color blending 
service by investing $65.00. 





Expand X-Acto Catalog 


The X-acto Crescent Products 
Co., 440-4th Ave., New York City 
16, has issued a 12-page addi- 
tional section for its catalog cov- 
ering crafts, sets and materials, 
in leathercraft sets, metalcraft 
sets, Elektrix, a new set with ma- 
terial for building 40 working 
electrical models, and lexon art- 
craft strip, plasticized gimp in 
18 colors now available in rolls 
on a dispensing rack. 





Retainer Punch Catalog 


Whitman & Barnes, Plymouth, 
Mich., has issued a catalog cov- 
ering Hercules retainers and in- 
cerchangeable punches, known as 
No. 103. Larger sizes have been 
added to the standard square re- 
tainers and a full range of stand- 
ard Hercules high speed round 
interchangeable punches for 
thick, hard and abrasive mate- 
rials are shown. Also the new line 
ef improved die buttons, both 
press fit and Hercules _inter- 








changeable type are illustrated. 
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Tableware Display 


Wallace Bros., Wallingford, 
Conn., is providing dealers at no 
cost, two colored counter display 
cards showing actual merchan- 
dise to aid in introducing its 





stainless steel tableware pattern, 
Bonnie. Illustrated is display 
with a counter card bordered in 
Seotch plaid and featuring a 
Scotsman pointing to a slotted 
plastic storage tray called Pantry 
Pal which fits any drawer and is 
available in irridescent pearl or 
Chinese red. Card No. 2 features 
a 24-piece set of Bonnie boxed 
with a teaspoon securely mounted 
on the counter card and a Scotch 
lassie. 


New Ways to Sell Goods 


The Journal of Commerce, 63 
Park Row, New York City 15, 
has published a 36 page book 
titled, 200 New Ways To Sell 
More Goods. Sales producing 
ideas range from 18 profit mak- 
ing tie-ins to 48 untapped sales 
outlets. The new methods, com- 
piled by the editors of the publi- 
cation have proved successful 
during the past six months and 
are adaptable to large and small 
concerns. Copies available for 50 
cents. 


Merchandise Mart Film 


Trading Post, one of the RKO 
Pathe series, This is America, 
is a film portraying the opera- 
tions of The Merchandise Mart, 
Chicago 54, Ill. Timed to mark 
the Mart’s 20th anniversary, the 
15 minute film shows how house- 
hold appliances, giftwares and 
other home furnishings come 
from the United States and for- 
eign countries into underground 
freight yards from where it is 
transported upward to the mar- 
ket floors and displayed in 
permanent showrooms. 
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sALES ARE BO 





pROFITS ARE Z_ 


yporcoeel 


Orders are coming in from all over the country. 
Sales are reaching a new high. So get set now 
for a big season this fall. Join the growing 
number of dealers who are “cashing in” on the 
big demand for SUPER-SHEEN! 


Made of finest quality cold-rolled steel. Triple 
plated—copper, nickel, and lustrous, durable 
chrome. Far superior to ordinary chrome pipe, 
yet it costs no more! Sizes 3” to 7”, complete 
with necessary fittings. 

SUPER-SHEEN has tremendous appeal to all 
women who wish to “dress up” their heaters, 
stoves and appliances. Place your order now. 
Display SUPER-SHEEN early in the fall... 
watch it sell! 








YOU MUST SEE “SUPER-SHEEN” TO FULLY APPRECIATE ITS BEAUTY. ORDER FROM YOUR 
JOBBER, OR WRITE TO DEPT. “A"FOR FREE SAMPLE. 


METAL PRODUCTS COMPANY 


1620 EAST 37° STREET « CLEVELAND 14, OHIO 














PEERLESS 


—A merica’s 
Fast Selling 
Freezer 








The Peerless Freezer is packed with 
value, packed with easy selling fea- 
tures. A thoroughly modern freezer, 
designed for easy operation and 
fast freezing. Makes wonderfully 
smooth ice cream or sherbet in a 


jiffy. 
Household Sizes 2 to 10 Ots. 
Hotel Sizes 12 to 20 Ots. 


THE SIX BIG PEERLESS FEATURES 




















ASK YOUR JOBBER 
THe PEERLESS FREEZER Co., WINCHENDON, Mass. 
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IN 22,612,761 a0s 


IN 1950 WE DIRECT 
DAIRY FARMERS TO YOU! 
You know this: 





EASIER TO USE 
EITHER SIDE CAN BE UP! 


Advertised in Successrut FARMING; 
Hoarp’s DAIRYMAN; PRAIRIE FARMER; THE 
FARMER; WISCONSIN AGRICULTURIST; NEW 
ENGLAND HOMESTEAD; DAIRYMEN’S LEAGUE 
News; New ENGLAND DAIRYMAN; BETTER 
FARMING METHODS; CALIFORNIA DAIRYMAN; 
WESTERN DAIRY JOURNAL; MODERN DAIRY- 
MAN; NATIONAL COUNTY AGENT & Vo-AG 

TEACHER .. . and others. 


seu. 300 ata 
TIME * BETTER 
PROFIT FOR YOU 
. and BETTER DEAL 
FOR YOUR TRADE 


Also Sell 


SANIT-AIDS 


Sanitary Cleaners 
WRITE FOR SAMPLES 





SCHWARTZ mec. co., two Rivers, Wis. 


AMERICA’S FOREMOST MANUFACTURER OF 
SANITARY FILTERING AIDS FOR DAIRYMEN 
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TO HELP YOU SELL 





Red Tang File Package 


Simonds Saw & Steel Co., 470 
Main St., Fitchburg, Mass., is 
packing its Red Tang files in an 





all-red box with special top and 
end labels. This package is de- 
signed for family resemblance to 
other Simond red-trademarked 
red packaged products. 





Tire Chain Price Sheet 


The Cleveland Chain & Mfg. 
Co., Broadway and Henry Sts., 
Cleveland 5, Ohio, offers a price 
sheet bulletin P-3140, on tire 
chains for passenger cars, 
trucks and buses. Also includes 
a listing of repair parts and 
accessories for tire chains. 
Sketches and photographs are 
shown. 


Chromtrim Shipping Tube 


R. D. Werner Co., 295 Fifth 
Ave., New York City 16, has de- 
veloped a Chromtrim shipping 





tube which employs a pressure 
driven metal bung and long re- 
movable end cap, eliminating 
use of nails or staples. Reddy 
Jacket, Chromtrim trade char- 
acter, has been worked into an 
over-all repeat design on all 
packaging to tie in with the 
company’s promotion. 


Plate Rack 


Ernest Tatcher, 266 N.W. 
26th St., Miami, Fla., is making 
a rigid six-plate rack to display 
seven or nine-piece cake sets 
or 24 plates. Rack design per- 





mits sliding out one plate with- 
out shifting a whole stack. Unit 
is 12% in. long. 





Vacuum Cleaner Manual 


Landers, Frary & Clark, New 
Britain, Conn., in a 20 page book- 
let, Joe Returns, brings back Joe 
the salesman in Joe Goes To 
Town, sales manual in vacuum 
cleaners in pre-war days. Sales 
story in new booklet is told in 
down-to-earth language, giving 
salesmen the basic facts about 
vacuum cleaner selling. Each 
part of vacuum and the attach- 
ments are explained as to use, 
with pictures. 


Photoflash Calculator 


Westinghouse Electric Corp., 
Lamp Division, Bloomfield, N. J., 
offers to dealers a rapid calcu- 
lator designed to spark sales of 
flashbulbs. Calculator supplies at 
one setting proper exposures for 
all types of black and white or 
color film. Dealer receives 20 
calculators and 20 copies of a 
booklet, The ABC of Flash Pho- 
tography with a minimum order 
of two cases of flashbulbs. It is 
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SELL THE ANIMAL CHAIN 













COW.-TIES 


Completely assembled. Weldless as well 
as electric-welded (shown) in most 
popular styles and lengths, sizes 2/0 to 
7/0. Packed 6 or 12 per carton, 


HALTER CHAINS 


Strong and light. Welded (shown) or 
weldiess, adaptable to both large and 
small animals. Completely assembled; 
6 or 12 per carton, sizes 6 to 6/0, in 
preferred lengths. 












DOG LEADS AND CHAINS 


Bulldog (weldiess) pattern, completely 
assembled. All popular sizes and lengths, 
cartons of 6. Also in assortments of 12 
boxed with attractive display hanger. 





A high regard for a good reputation has been for farm, home or industry—you can sell Hodell 
woven into the links of every chain manufac- Chain with assurance that it “‘serves the best’. 
tured by Hodell. For 63 years, this reputation Hodell Animal Chains also include Tie-Outs, 
has been our most carefully guarded asset. In Kennel and Exerciser Chains, Anti-Cow Kickers, 
animal chains—as in every other type of chain Dog Couplers and Chain Choke Collars. 


* Hodell is the name for dependable chain « 


HODELL CHAIN COMPANY [emacs 


* Cc LE V 3 LA N D a ©) a 10 * Coil, Passing Link, Bulidog, 


Samson, Flat Link, Register 
ESTABLISHED 1886 — A division of THE NATIONAL SCREW & MFG. COMPANY 


HARDWARE AGE, JUNE 15, 1950 139 








DUAL PURPOSE 


Baek ours 


REVOLVO 500A 
58" diameter, 66" 
high has 50 com- 
partments which 
hold up to 200 Ibs. each. A five ton stor- 
age display at point-of-sale. Each tray 





revolves easily for accessibility. 


REVOLVO 258 “™ 


with scales 
Large quantities of 
nails and other bulk items sold by weight 
are efficiently handled from this unit. 








REVOLVO NBC-240 


All steel nail counters. 24 compartments, 
each hold a keg of nails. 





For complete information on these and 
other models, write for 
Circular J-215 
THE FRICK-GALLAGHER MANUFACTURING CO. 


Sales: 417 Shubert Bidg., Phila. 2, Pa. 


y, FRICK - 
GALLAGHER 


1355-300), ae). ife) 


SHELVING + PARTS BINS + ROTABINS 
COUNTERS + RACKS + TABLES 
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TO HELP YOU SELL 


suggested to sell the calculator 
for 10 cents or offer it free as a 
promotional piece or as a pre- 
mium with a flashbulb purchase. 








Flashlight Merchandiser 

A wire display wall rack, 36 in. 
high, 2% in. wide and 4%4 in. 
deep for merchandising flash- 


FLASHLIGHTS 
+o BATTERIES 





lights and batteries, is available 
without extra charge with a spe- 
cial assortment from the Elec- 
trical Division, Olin Industries, 
Inc., New Haven, Conn. Rack 
holds three flashlights, protected 
by rubber-cushioned rings and 24 
batteries. 


Lubricating Equipment 


The Lincoln Engineering Co., 
4702-04 Natural Bridge Ave., 
St. Louis 20, Mo., has printed a 
catalog describing and illustrat- 
ing its complete line of grease 
guns, high pressure fittings and 
accessories engineered for farm 
use. Includes complete line of 
individual packaged repair kits 
for the various units in the line. 





W arm Air Heating Standards 


National Warm Air Heating & 
Air Conditioning Association, 
145 Public Square, Cleveland 14, 
Ohio, has established industry 
accepted standards for the design 
and installation of warm air 
heating systems. Published in 
manual form, the standards are 
available for use as a guide and 
are based on the results of actual 
tests made in the association’s 30 
year old continuous research pro- 
gram. 





Every ElectricDrill 


AP PORTABLESAW 


BEST SELLER OF 1 
THOUSANDS SOLD’ WEEKLY! 






AT BETTER 
HARDWARE 


STORES 
EVERYWHERE 
FAIR TRADE 
RETAIL PRICE “) 
ONLY $9. .95 p) 
Complete with AS << 
4” ARCO Ss 
““HYCARBON"’ Blade "= 
(Dealer's Net—$6.63) Pat. Pend. 


CAN BE USED WITH ONE HAND! 


Any %” or %” Drill a Powerful Saw in ONE M 

UTE. “ARCO-SAW” is a rugged tool with aie 
angle gear drive (no clumsy, dangerous, direct drive 
with drill sideways). Works like a high priced 
Portable Saw, 

CUTS 1-3/16"', or 2 x 4 by turning over 
ONLY ARCO GIVES YOU ALL THESE FEA.- 
TURES: Safety-yoke assures rigid connection and 
abselute safety — Big handle affords firm grip for 
two-hand operation — Precision one-piece gear box 
—Self-lubricating lifetime bearings — Wide shoe- 
plate for straight, square cuts — 90-day Faetory 
Guarantee 
DEALERS! Contact your Jobber today for full in- 
formation on this and other ARCO Sales Hits, or 
write direct for our new catalog sheets. 





ARROW METAL PRODUCTS CO. 
Dept. GHA, 140 West Broadway, New York 13, W. Y. 














THE LAST WORD IN 


WIRE PRODUCTS 


BRASS, COPPER, DARK, TINNED, 
GALVANIZED COILS AND SPOOLS 
1 OZ. TO 20 LB. PACKAGES 











STOVEPIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 


STRANDED AND 
SOLID CLOTHES 
LINE WIRE 











STRANDED 
AERIAL WIRE 
RADIO ACCESSORIES 
SOLDER AND PASTE 










BRAIDED 
PICTURE 
WIRE 








SOLD THROUGH 
JOBBERS ONLY 





(76 €Onwrioence 


NCHOR 


WIRE CORPORATION 


AMA A ave 





Si and, NEW TORE 
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o BR lem iictelh Te) 
NO MECHANICAL 
EQUIPMENT NEEDED 


PATENTED 
CHEMICAL 


for Time Saving 
Cleaning Root- 
Blocked Sewers 


Money Saving 
Labor Saving 





IMPORTANT 
ANNOUNCEMENT 


TO THE TRADE... 


ROOTO NOW AVAILABLE 
IN SMALLER PACKAGES 


Because of insistent demand from every 
section of the country, Rooto is now being 
made available smaller size 
packages for household use, in addition 
to the 25-lb. regular drum. 


-eoken geokn 7 Won @ ck 


* FOR BLOCKED SEWERS 


The regular 25-lb, drum now known as 
Rooto #1 (red label). 


in two 


FOR CURING SLUGGISH SEWERS 
AND PREVENTING THEM FROM 
BECOMING ROOT-BLOCKED— 


62-lb. package Rooto #2 (blue label). 
Packed four cans to the case. 


FOR CLEARING KITCHEN SINKS, 
WASH BASINS, GREASE TRAPS— 


2-Ib. can Rooto #3 (green label) pack- 
aged 12 cans to the case. 


It will pay you to stock these smaller retail packages. The 
demand is already here and is being increased by con- 
tinued national advertising in the Saturday Evening Post 
and other publications. 


THE@ °4°X¢3 K+ DCORPORATION 


1333 DIME BLDG. 


* After many years of research, and in cooperation with many master 


@ DETROIT 26, MICH. 


Plumbers throughout the nation, we have proved that 25 pounds of 
@ chemical is the minimum requirement necessary to clear an average 
lateral clogged with roots and organic matter. Larger and more 


densely clogged sewers require more. 








SHOW THEM— 
The Minno-Mason Will 
SELL THEM 


THE CIRCULATING TUBE 
DOES THE JOB 


on 
—— 









The Perfect Minnow Trap 
MO-MEES 


MINNO-MASON 


NATIONALLY ADVERTISED. . . Over 3,500,000 
messages directed to the fishermen readers of 


leading sports and outdoor magazines. 


PRICED TO SELL . . . Lists for only $1.00, fair trade 


anticipated. A real money maker! 


A MUST FOR EVERY TACKLE BOX... Fits all mason 
jars. Durable — light-weight — made of Poly- 


styrene plastic and metal. 


LIVE BAIT WITHIN MINUTES ... Traps the right 
W. M. 


in less than ten min- 


kind of minnows when you want them. 
writes, ‘Full of minnows .. . 
utes."’ D. D. said, "Had very good luck with my 
Minno-Mason." A specially designed tube 
creates perfect circulation inside the jar—a nat- 


ural lure minnows cannot resist. 


WRITE FOR YOUR FREE SAMPLE... See for your- 
self why you can't afford to 





miss this opportunity. Send us 





name of your favorite jobber. 


CHAMP - ITEMS, INC. 


6191 Maple Ave. St. Louis 14, Mo 








ne Dest deal 








for dealers 


HUSKY The only 
hand-operated 
freezer on 
wy =<; 9) the market 
backed by a guaran- 
tee! Modern inevery 
sense—styled-right, 
built-right! Se//s on 
sight. Quick turn- 
over, with generous 
dealer profit. 2-, 4-, 
6-quart. 


DOLLY MADISON 
ELECTRIC The queen 
ofall! Amodern home 
appliance to be proud 
of! The 2-quart size 
operates with the con- 
tents of three ice-cube 
trays! A red-hot high- 
profit item. Available 
also in 4- and 6-quart 
sizes. 


Truly Modern Freezers Backed 


by Modern Helps for Dealers 






Write for illustrated folder 
Dd showing 1950 Porter line and 
@m modern merchandising helps 
~ «. to make your sales and profits 


— BE write topay 
THE J. E. PORTER CORPORATION 


America’s Largest Manufacturers of Home 
Ice Cream Freezers—82 Years Old 


501-4 BROADWAY ¢ OTTAWA, ILLINOIS 












INC: 





ir) he) Sich] 10) aa eer 


WEBSTER, MASS. 






Exclusive Sales Representative 


JOHN H. GRAHAM & CO., INC. 
105 DUANE ST. » NEW YORK 8, N. Y. 
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Soldering Simplified 


Issued by the Kester Solder 
Co., 4201 Wrightwood Ave., Chi- 
cago 39, Ill., is Soldering Sim- 
plified which breaks down in 
clear concise manner the im- 
portant points to remember in 
order to obtain successful re- 
sults in soldering. Many in- 
structive illustrations are in- 
cluded in the booklet. Available 
upon request. 


Enamel Ware Promotion 


Federal Enameling & Stamp- 
ing Co., Pittsburgh, Pa., is offer- 
ing dealers a merchandising 
package built about the theme, 
“Made to Match Your Kitchen” 
featuring the Vogue line of 
enameled ware. Includes window 
banners, counter cards with easel 
backs, counter folders, illustrated 
window and counter display sug- 
gestions, mat and helpful selling 
hints. 


Hardware Finishes Chart 


Ajax Hardware Mfg. Corp., 
4351 Valley Blvd., Los Angeles 
32, Cal., is distributing a hard- 
ware finish and comparative 
symbol chart listing all the com- 
mon builders’ hardware finishes 
with symbols as established by 
the U. S. Bureau of Standards. 
Charted with this are 29 manu- 
facturers with their respective 
symbols corresponding to those 
of the U.S. Bureau of Standards. 


Scroll-Saw Blade Rack 


Power Tool Division, Rock- 
well Mfg. Co., Milwaukee 1, 
Wis., is offering a scroll-saw 
blade dispenser rack made of 
birch which lists the 22 differ- 
ent materials that can be cut 
with the blades. Next to each 
is the number of the correct 
blade to use for various thick- 
nesses and the speed at which 
the saw should run. Inside of 
unit has a separate space for 
each blade package. On each 
side is an actual size drawing 
of each blade. Customer can 
match his blade against illustra- 
tion. Suction cups on bottom of 
rack. Occupies 614 by 9 in. of 
counter space. 


(Resume reading on page 14) 


onty ONE NAME 


TO REMEMBER FOR 


ANY PAINT NEED 


100% Plastic Rubber Base 
Concrete Floor Enamel 


... for concrete, cement and ma- 
sonry floors—indoors and outdoors 
—surfaces containing lime and al- 
kali which cause ordinary enamels 
or paints to soften and come off. 





















SAPOLIN “STONE-DRI” Concrete Floor 
Enamel has all the wearing proper- 
ties of rubber. Lustrous, tough, 
waterproof, ideal for basement 
floors, steps, terraces, patios etc. 
Dries in 4 hours to a smooth, hiard 
coating. Stone-Dri, a brand new 
Sapolin product, means extra 
business for any 
paint department. 
Write today for 
full information. 


Sapolin Paints Inc., 
229 East 42nd St., 


HOUSE PAINTS + ENAMELS + VARNISHES + STAINS 


QW csiai0c 





@ The most complete Industrial Jack line 

@ Full data on all types and sizes 

@ Time and money-saving use and applica- 
tion recommendations 

@ Shows all construction features and 
specifications 

Write for your copy of this valuable free catalog today ! 









LEVER « SCREW . HYDRAVLIC 
Jacks 
and Center-Hole ~ Hydraulic Pullers 


TEMPLETON, KENLY & CO. 
1056 S. Central Ave., Chicago 44, Illinois 
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‘Stock these proven 


SALES LEADERS 


= for bigger tape 
profits now and 


ACCURATE TAPES by dealers and distributors 
have increased. That’s why you can count on 
big profits now and even greater profits next 
year. It’s good business to stock and sell ACCU- 
RATE TAPES. If you do not carry them — join 
the big parade of dealers cashing in on this 
nationally advertised, nationally accepted line 
of proven profit-makers! Don’t delay — get all 
the details, now! 








for the future! 





GAS HEATERS 


No guesswork ... Look at these 
advantages of the TEMCO line backed 
by 20 years’ experience: 


A complete line — there’s a 
TEMCO gas heater for every 
heating requirement. 
Nationally advertised — your 
F customers are presold by 
RICTION attention-getting national 
TAPE advertising. 

; ae Engineering experience— 
TEMCO has built over a mil- 
lion gas heating appliances. 
Modern Design — beauty 
iota tales worthy of TEMCO efficiency. 
Superior Finish — TEMCO's 
famous Porcelain Enamel 
never rusts, never fades, 
cleans with the whisk of a 


EVERY YEAR FOR OVER 30 YEARS! cloth. 
AGA approved for use with 
Every year —for more than 30 years—sales of all gases. Ton oy 


Co & 
° Guaranteed by 


PLATE Giass 





™ a 
2745 apveanisto WS 


TEN C&C ®@.. 
Le 


GAS FLOOR FURNACES 
AND GAS HEATERS 









WAREHOUSE STOCKS AND AGENTS strategically 
located throughout the country. Write for name of 
wholesaler nearest you and new illustrated catalog. 
Address inquiries to: ACCURATE MANUFACTURING 
COMPANY, -Garfield, New Jersey. 


TEMCO, INC., DIVISION B-209 > NASHVILLE 9, TENNESSEE 
Please rush prices and full details on your complete line of 
TEMCO Gas Heaters. 
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A BIG SELLER because 


It has a Hundred Uses 
Sheffield 


WATER 











Vac 


CRACK FILLER 


e@ Sticks to Anything 


@ Mixes Easily with water 
... Will Not Shrink 


e@ Becomes Hard as Stone 


Looking for a profitable 
line of builders hardware? 











Write for Safe Catalog Number 19 list- 


ae eee ASTD BTS LP 


ing and illustrating over 700 builders 


hardware items. A_ profitable line 


Every household . . . in fact 
every craftsman has use for this 
miracle putty that does every- 
thing! Adheres permanently to 


| 
stone, tile, wood or metal sur- 
h ffi [dA faces and does a perfect patch- 
7A Im Aeovege ing and smoothing job! Feature 
it strongly . . . and watch your 


PAINT CORPORATION sales grow . . . because your 


CLEVELAND 19, OHIO customers are looking for some- 
F thing like this every day! 


manufactured of the highest quality 
materials and backed by 101 years 


experience. 








... for Dependability, Uniformity 
and Wide Size Range. 


wooD SHEET METAL 

SCREWS SCREWS 
Range from 0 Available in all 
Diameter through standard head 
30 Diameter and styles, materials 
up to 6” inlength. and plated finishes. 








Contact your nearest jobber or write direct 


SFEPALOGK ADWARE Jomersnerem sas re 


LANCAST PA. 1) 
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“CHIEF” 
PORTABLE PIPE THREADER 


Self-lubricating. Fully portable. 
Clean work area. Full chip pan. 
Push-pull switch. Audible Thread- 
length gauge. Automatic chuck- 
ing and new speed handles — 
among the features carried by 
the new Chief. It will pay you to 
get all the details today. 








THE PATENTED AUTOMATIC 
CHUCKING FEATURE OF THE 
CHIEF PLACES IT IN A CLASS 
BY ITSELF. BECAUSE OF THIS 
THE CHIEF IS A MUST IN TO- 
DAY'S COMPETITIVE MARKET. 


The sensational successor to the famous Quijada Model 3-A. 
Specific design improvements from stem to stern carry the new 
Chief many strides forward in doing better, faster, cleaner 
pipe threading work. Range from 1” to 2”. Optional 2” and 
3%” pipe—3%” and 11%4” bolt. ion price. 


QUIJADA TOOL COMPANY, Inc. 
5474-76 Alhambra Avenue 
Los Angeles 32 CALIFORNIA 


ASK YOUR JOBBER OR 
WRITE FOR CATALOG 





Patented one piece end and stud are exclusive 











self-selling 
CARD 


4, 








combination- 
card of 


WASHERS - NU-SEATS -SCREWS 
at a new low price of 39¢ retail 


Shipped in '/2 Gross and Gross Lots. Banded in packs of 12 for 
easy handling . . . (Usual O'Malley discounts.) 
Order today! 

Everybody's getting water-conscious. Cash in! 

Stock — push the O'Malley ~—_ yy 

onast Faucet Repair Sets and this new PARTS 


(O'Malley products are nationally advertised—-in the Saturday Evening Post, 
Good Housekeeping, and other publications. ) 


EDW. O’MALLEY VALVE Co. 


11948-50 S. Halsted St. Chicago 28, Ill. 
ceeeoevoeveveeveveee ee eee & @ @ 


HARDWARE AGE, JUNE 15, 1950 







with Parker Line Hack Saws. 


Harty of 


DEMAND 
PROFIT too 
PARKER HACK SAW 


Go after new dollars with this latest Parker product— 
the H-60 Hack Saw for customers who want the finest. 
Once more Parker scores with big selling features: An 
extra strong, rugged frame—an exclusive, patented, 
forged one piece end, with no welded clips to break 
off. A patented one piece forged stud with no pins to 
come loose. An oversize forged wing nut for easy 
adjustment of blade tension on the threaded stud. 
A form fit moulded handle designed for sure grip in 
eye-catching maroon color. Long wearing polished 
nickel finish. For new customers and new profits, put 
these features of the Parker H-60 to work for you. 





Fy Parker |-C< 


PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., VU. S. A- 
and ACKERMANN-STEFFAN DIVISION 


Manufacturers of 
Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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Lamson & Sessions Makes 
Top Executive Changes 


A number of organization- 
al changes were made at a 
recent meeting of the board 





GEORGE S. CASE, JR. 


of directors of The Lamson 
& Sessions Co., Cleveland, 
manufacturers of fasteners 


and other screw machine 
products. 
Taking on additional re- 


sponsibilities are George S. 
Case, Jr., as president; Rob- 
ert G. Patterson as vice- 
president and general sales 
manager; Alexander M. Smith 
as vice-president in charge 
of manufacturing; Harold J. 
McMahon as _ vize-president 
in charge of operations; H. 
H. Winterberg as secretary 
and treasurer. 

Dropping some of their 
administrative responsibili- 
ties, but still remaining ac- 
tive in the company, are R. 
H. Smith, formerly president, 
who has been elected chair- 
man of the board; George S. 
Case, formerly board chair- 
man, now chairman of the 
executive committee, and J. 
F. Donahue, who was re- 
elected executive vice-presi- 
dent. 

James M. Rowe, vice-presi- 
dent and general manager of 
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the company’s Birmingham, 
Ala., operation, continues in 
charge of Southern manufac- 
ing and sales. H. A. Keske 
was re-elected comptroller; 
Max DeWitt, assistant sec- 
retary, and Carl Henkel, as- 
sistant controller. 

George S. Case has been 
with the company since 1904. 
His grandfather, S. W. Ses- 
sions, was one of the found- 
ers in 1866. Mr. Case was 
elected president of the com- 
pany in 1929 and chairman 
of the board in 1938. A pio- 
neer in screw thread stand- 
ardization, he has _ recently 
been active with representa- 
tives from the United States, 
England and Canada in es- 
tablishing the new Unified 
Thread. 





ROBERT G. PATTERSON 


Roy H. Smith came to 
Lamson & Sessions in 1921 
as a result of the merger 
with the Falls Rivet Co. of 
which he was the general 
manager. He was vice-presi- 
dent in 1921 and has been 
president since 1938. He has 
devised many processes and 


machines for the bolt, nut 
and rivet industry. 
James F. Donahue has 


Read it in 


been in the fastener indus- 
try for 55 years. He started 
in 1895 as an office boy with 
Oliver Iron & Steel Co. Suc- 
cessively he held positions in 
shipping, orders, production, 
operations and _ purchasing. 
From 1908 to 1920 he was 
Western sales manager of 
the Russell, Burdsell & Ward 
Bolt and Nut Co. When Lam- 
son bought the Foster Bolt 
and Nut Co. of which Mr. 
Donahue was president, in 
1930, he came with Lamson 
& Sessions as director and 
vice-president. 

George S. Case, Jr., started 
with Lamson & Sessions in 
1930. After managing plant 
operations in Chicago, IIli- 
nois and Birmingham, Ala., 
he returned to Cleveland in 
1940 as assistant to the 
president. Later he was elect- 
ed treasurer. During 1945 
and 1946 he was given leave 
of absence for service in the 
Navy. In 1948 he was elected 
vice-president and treasurer. 
Always active in civic affairs, 
Mr. Case last year was presi- 
dent of the Citizens League 
of Cleveland. 

Robert G. Patterson came 
to the firm in 1935 to or- 
ganize the Automotive Re- 
placements Division. He be- 
came merchandising mana- 


_ger and, later, general sales 


manager. In 1945 he was 
elected a director and in 1948 
was appointed vice-president 





ROY H. SMITH 


HARDWARE 
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and general sales manager. 
Mr. Patterson has been ex- 
ecutive vice-president of the 
Automotive Engine Rebuild- 
ers Association for many 
years. He also operates Pis- 
ton Service Co. of Indianapo- 
lis, Ind. 





GEORGE S. CASE 


H. H. Winterberg came to 
Lamson & Sessions in 1926 
when the Kirk-Latty Mfg. 
Co. was purchased by Lam- 
son. In 1930 he was elected 
secretary. He has been active 
in office management 
ciations. 

Alexander M. Smith, with 
Lamson & _ Sessions 
1932, became assistant gen- 
eral manager at Chicago in 
1937. He was commissioned 
by the Navy prior to Pearl 
Harbor and discharged in 
1945 with the rank of com- 
mander. He is an active mem- 
ber of a number of engineer- 
ing associations. 

Harold J. McMahon started 
in the bolt business in 1915 
with the Kirk-Latty Co. In 
1935 he was made manager 
of the Cleveland West Side 


asso- 


since 


plant of Lamson’s and in 
1942 he became general 
plants manager. In 1945 he 
was appointed director of 
operations. He is a_ past 
president of the Industrial 
Relations Division of Asso- 


ciated Industries. 
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it's NEWS 


TRA 


Rival Advances B. F. Sears 
To V. P. in Charge of Sales 


Two promotions’ within 
Rival Mfg. Co., Kansas City, 
Mo., and two outside appoint- 





BERNARD F. SEARS 


ments to executive positions 
were announced recently by 
Henry J. Talge, president. 
Bernard F. Sears, for the 
past four years general sales 
manager, has been elevated 
to vice-president in charge of 
sales. The two outside ap- 
pointments were both made 
from the staff of the Swing- 
A-Way Mfg. Co., St. Louis. 
Elmer C. Dvorak, formerly 





ELMER C. DVORAK 


general sales manager of the 
St. Louis company, has been 
named assistant to the presi- 
dent, while Albert R. John- 
son becomes merchandising 
manager. Mr. Johnson was 
advertising manager at 
Swing-A-Way. 

Before his association with 
the St. Louis concern, Mr. 
Dvorak was for three years 
a vice-president and director 
at the Rittenhouse Co., Inc., 
of Rochester. Before that, he 
was with General Eletric for 
13 years. 





ALBERT R. JOHNSON 
Mr. Johnson has had sev- 
eral years of experience with 
advertising agencies and with 


| errr 


the Grigsby-Grunow Co., Inc., 
manufacturers of Majestic 
radios and refrigerators. 

The company recently an- 
nounced the opening of a 
plant in Canada to manu- 
facture its complete line of 
household devices in Lachine, 
Quebec, a few miles outside 
Montreal where a sales office 
is established. 





SANDY OIE ADVANCED 

BY MARSHALL-WELLS 

Sandy Oie, formerly ad- 
vertising and promotion 
manager for the main office 
of Marshall-Wells Co., Du- 
luth 1, Minn., for five years, 
has been advanced to the po- 
sition of merchandise man- 
ager of major appliances. 
Mr. Oie has been associated 
with Marshall-Wells about 
11 years. 


W. T. GLENDINNING WITH 
VITAL AS SALES MCR. 


W. T. Glendinning has re- 
cently joined Vital Products 
Mfg. Co., 7500 Quincy Ave., 
Cleveland 4, Ohio, as sales 
manager. Prior to his asso- 
ciation with Vital, Mr. Glen- 
dinning was Michigan sales 
representative for The Os- 
born Mfg. Co., Cleveland; 
sales manager and branch 
manager of Kendall Hard- 
ware & Mill Supply Co., Bat- 
tle Creek and Kalamazoo. 
Mich.; merchandising assis- 
tant to the president and 
Cleveland branch manager 
of The Brewing Corp. 





Postpone First Internat’l Hdwe. Show 


Phillip D. Perkins, Campbell-Fairbanks Expositions, 28 E. Jackson 


Elvd., Chicago, Ill., director of 


the proposed First Annual Inter- 


national Hardware show, has announced, "We regret to advise 
that due to conditions over which we have no control, we find it 
imperative to postpone the First Annual International Hardware 


Show which was scheduled to 


be held July 22-25, Navy Pier, 


Chicago, Ill. It is now planned to hold this show in Aug. of 1951, 
at which time we have been a:sured of more advantages facilities 
and accommodations both for exhibitors and the attending jobber 
buyers. Because of various events scheduled for Chicago immedi- 
ately preceding, during and after our proposed show this year, 
we have been unable to complete proper arrangements including 
hotel accommodations and other vital services necessary for the 


success of this show.” 
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ROBERT W. KERR HEADS 
BINGHAM-HERBRAND 
Robert W. Kerr has been 

elected president and chief 

executive officer of the Bing- 
ham-Herbrand Corp., of Fre- 





ROBERT W. KERR 


mont and Toledo, Ohio. Mr. 
Kerr joined the company in 
1948 vice president and 
general manager of the Her- 
brand Division. Prior to that 
he had been executive vice 
president of the Plomb Tool 
Co., where he had directed 
sales in addition to other 
dtties. 

At present he is chairman 
of the Manufacturers’ Board 
of Governors of the National 
Standard Parts Association 
and before that served as a 
member of the _ executive 
committee of the American 
Hardware Manufacturers As- 
sociation. 

Edward E. Jr., 
Cleveland, was elected chair- 
man of the board. David R. 
Feemster, vice president, has 


as 


Parsons, 


been made general manager 


of the Bingham Stamping 
Division Toledo. Louis EF. 
Yunker, retiring president, 
will continue as a director. 


Roland J. Ahern, president of 
sillings & Spencer Co., Hart- 
ford, Conn., a subsidiary of 
the Bingham-Herbrand Corp., 
has been elected a dire*tor. 
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W. E. Hartwell, Marquette 
Appliance Exec. Vice-Pres. 


Warren E. Hartwell has 
been named executive vice- 
president for Marquette Ap- 
pliances, Inc., Minneapolis, 
H. J. Lange, president, has 
announced. 

Mr. Hartwell 
was associated 


Marshall-Wells 


previously 
with the 
Co., Duluth, 


Minn., wholesale hardware 
distributors, for 22 years. 
He served as sales manager 
of the Portland, Ore., and 


Duluth branches, and for the 
past five years was merchan- 
dise manager in Duluth of 
the firm’s major appliance 
division, covering all Ameri- 
can branches. 

While with  Marshall- 
Wells, Mr. Hartwell also 
served on the distributor 








HARTWELL 


WARREN E. 


Warren, Ohio, and the Cole- 
Wichita, 





merchandising advisory man_ Stove Co., 
groups of Mullins Mfg Co., Kan. 
TAPPAN STOVE ELECTS) and Harold O. Dysart, sec- 
W. R. MABEE VICE-PRES. retary. 
Mr. Mabee, who is also a 


William R. Mabee, plant 
superintendent of the Tappan 
Stove Co., Mansfield, Ohio, 
has been elected vice-presi- 
dent and assistant general 
manager of the firm, it has 
been announced. 

Other officers of the Tap- 
pan firm re-elected are: Paul 
R. Tappan, chairman; Alan 
P. Tappan, president; W. 
Richard Tappan, vice-presi- 
dent and general manager; 
W. Hubert Tappan, vice- 
president; A. C. Rhoads, vice- 
president and treasurer; R. 
M. Lamb, vice-president in 
charge of manufacturing; A. 
B. Ritzenthaler, vice-presi- 
dent in charge of sales; C. V. 
McConnell, _ vice - president: 





W. R. MABEE 


member of the board of di- 
rectors, has completed 23 
years with the Tappan or- 
ganization. Joining the firm 
in 1927, he worked in the 
accounting department for 
one year and two years as a 
clerk in the payroll depart- 
ment. In 1930 he was 
signed as_ production 
where he worked for four 
years before becoming pro- 
duction manager in 1934. 
He was named 
superintendent in 
appointed plant 
dent in 1945. 


as- 


clerk 


assistant 
1940 and 
superinten- 


WIMBERLY & THOMAS CO. 
CLOSES RETAIL STORE 
James r. Shackelford, 

president, Wimberly & 

Thomas Hardware Co., Inc., 

1809 Ist Ave., S. Birming- 

ham 2, Ala., wholesalers, has 

announced the discontinu- 
ance of its retail store after 

61 years of service to Bir- 

mingham in order to fully 

support its dealer program. 

WARANCH HDWE. PLANS 

BRANCH STORES 


Sam A. Waranch, partner 
in the company, Waranch 
Hardware & Paint Co., 224 
Brower St., Norfolk 10, Va., 
has announced the opening 
of the first of a series of 
stores in July. The building 


is now being constructed and 
it will feature a 40 car park- 
ing lot. Both the building 
and the layout of the store 
has been designed by Mr. 
Waranch and his partner 
Louis M. Feldman. 

Mr. Waranch stated that 
in 1940 the plans for open- 
ing branch stores were for- 
mulated, but were put aside 
due to the war. 


KAUFFMAN HEADS HDWE. 
SALES FOR SLAYMAKER 


James B. Kauffman, a 
member of the sales force of 
Slaymaker Lock Co., Lan- 
caster, Pa., since 1946, has 
been appointed manager of 
the company’s hardware 
sales, according to W. Hey- 
ward Smith, vice president 
and general sales manager. 





KAUFFMAN 


JAMES B. 


Prior to joining Slaymaker 
Mr. Kauffman held sales and 
industrial engineering posi- 
tions with Hamilton Watch 
Co., and Simplex Paper Box 
Co. 


DISSTON PROMOTES 

ROBERT T. MARTIN 
The appointment of Robert 
T. Martin, Jr., as assistant 
manager of sales in _ the 





ROBERT T. MARTIN 


Hardware Department of 
Henry Disston & Sons, Inc., 


has been’ announced by 
George E. Hopf, hardware 
sales manager. He succeeds 


Harold Stevens. 

Before joining the Disston 
organization in June, 1944, 
Mr. Martin spent nearly 20 
years in sales and promo- 
tional work. For the last six 
years he has been calling on 
the wholesale hardware trade 
in metropolitan New York 
and throughout Pennsylvania, 
New Jersey, Delaware, Mary- 
land and the District of 
Columbia. 

Mr. Martin’s old territory 
has been assigned to John S. 
Pennypacker, who has been 
doing special educational 
work for Disston among re- 
tailers in various sections of 
the country for the last 12 
years. 








John M. McRae Succeeds Father, H. E. McRae 
As Head of Orgill’s Mississippi Branch 


John M. McRae has been 
named manager of the Jack- 
son, Miss., branch of Orgill 
Brothers, wholesale hard- 
ware firm of Memphis, Tenn. 
Mr. McRae _ succeeds his 
father, H. E. McRae, who re- 
tired May 20, after 21 years 
with the Orgill organization. 

Officers and employees of 
the firm honored the retiring 
executive at a banquet. From 
the parent organization in 
Memphis came W. I. Moody, 
chairman of the board, 64 
years with the company; 
Edmund Orgill, president; 
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John Morris and Kenneth 
Orgill, vice presidents, and 
Joe Orgill, secretary-trea- 
surer. 

The elder McRae came to 
Jackson from Helena, Ark., 
as city salesman in 1929. 
The Orgill firm at that time 
employed five persons in the 
Jackson branch. He became 
manager in 1942. The Jack- 
son organization now em- 
ploys 40 persons. 

The younger McRae, who 
is 36, has been associated 
with the firm at Jackson for 
the past 12 years. 


1950 
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- AND THEY WILL! 


EVER BEFORE in the history of housewares has 
N there been such a large, intensive, penetrating 
drive as the great new Revere advertising campaign! 

Mass circulation magazines like The Ladies’ Home 
Journal, Good Housekeeping, McCall's, American 
Home, The New York Times Magazine, Gourmet, 
Successful Farming, Progressive Farmer, The Amer- 
ican Weekly, Farm Journal, Saturday Evening Post, 
Better Homes and Gardens and Pathfinder, are all 
singing the praises of “America’s Finest” kitchen 
utensils every single month to over 686,000,000 
readers. , 

Yes, 686,000,000 readers are hearing about the effi- 
ciency, durability and gleaming beauty of these ex- 
quisite copper-clad, stainless steel “Kitchen Jewels.” 
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A is y % t. a , 
FOl1ES Lovie? 1 


— WHEN THOUSAN 
DYNAMIC ADS LIKE THIS ONE, COME 


DS OF CUSTOMERS, PRE-SOLD BY 
MARCHING INTO YOUR STORE 


But to get the full benefit of this powerful cam- 
paign, you must do your share. Get behind Revere 
Ware and really push it. Let your customers know 
you carry it... display it prominently ... and adver- 
tise locally and through direct mail. Your sales 
per square foot will increase greatly and profits zoom. 
Yes, when you merchandise Revere Ware, you just 
can’t miss! 


COPPER AND BRASS INCORPORATED 


Rome Manufacturing Company Division 
Rome, N. Y. 





149 





Luther A. Breck, Jr., Selected One of 
Boston’s Ten Outstanding Young Men 


Luther A. Breck, Jr., fifth 
generation president of 
Joseph Breck & Sons, Inc., 





LUTHER A. BRECK, JR. 


Boston, was honored as one 
of the ten outstanding young 
business and_ professional 
men of Boston during the 
Jubilee Celebration, May 18- 
21. 

The award was in recog- 
nition of his contribution to 


the good name of Boston, its 
maintenance and its further- 
ing, through outstanding 
achievement in his business 
field. 

Presentation was made 
through the Business Asso- 
ciates Club of Boston Cham- 
ber of Commerce at a dinner 


held in the Copley Plaza 
Hotel. 

Young Breck, 38, joined 
the company in 1936 after 


two years of specialized study 
of the seed business. He be- 
came president of the firm 
in 1947. 

Over 1000 business leaders 
of New England and the 
country, including the mayor 
of Boston, England, E. C. 
Stanwell, witnessed the pres- 
entations. The ten awards 
were made to men averaging 
37 years in age. 





AVERY HEADS SALES 
FOR HART PRODUCTS 


Hart Products, Ine., 915 
East Kentucky St., Louis- 
ville 4, has recently an- 


nounced the appointment of 


Arthur B. Avery, of Chicago, 
Illinois, as general sales 
manager. 

Mr. Avery has been ac- 
tive for many years as a 
manufacturer’s representa- 
tive, heading his own sales 
organization, and in other 
executive and sales promo- 
tion capacities. 

Hart Products, Incorpo- 
rated, is an old company 
with a new name, a division 
of the Vulean-Hart Mfg. Co. 

The company recently 
moved into a new plant, 
housing the manufacturing, 
machine, polishing and plat- 
ing shops together with new 
and modern equipment. 


AMERICAN FABRICATING 
BUYS ROTOTRIM EDGER 

American Fabricating Co., 
Petersburg, Mich., has re- 
cently acquired the Rototrim 
lawn edger formerly made 
by E. A. Mfg. Co. The edg- 
ers will not be available for 
distribution this season, but 
new literature offering the 
Rototrims at a reduced price 


for merchandising in the 
1951 season is being pre- 
pared. 


MOE LIGHT BUILDS 
NEW WAREHOUSE 


Moe Light, Inc., of Fort 
Atkinson, Wis., _ recently 
started construction of its 
huge new 40,000 sq. ft. ware- 
house which will start opera- 
tions at summer’s end. 

The company’s plans en- 
compass the use of latest 
warehouse equipment for ex- 
pediting deliveries, and ex- 
tensive plans have been laid 
to further coordinate _ its 
manufacturing and shipping 
operations into one closely 
knit unit. 


200 ATTEND BIRD & SON 
SHREVEPORT PARTY 


Several hundred dealers, 
suppliers and families of em- 
ployees attended an Open 
House sponsored by Bird & 
Sons, Shreveport felt and 
roofing mills. Visitors were 
received and_ refreshments 
served on the lawn of the 
mill. Company personnei 
acting as guides conducted 
the guests through both 
mills. Special invitations 


were sent to dealers in the 
various towns’ surrounding 


Shreveport. 








THE KIDS IN YOUR TOWN WANT THIS GUN 


This is Phe GUN forme 7 
wis Ba 


THAT LOOKS, FEELS AND SMOKES LIKE A 
REAL GUN ... AND SHOOTS CAPS, TOO!! 


This is the toy gun they are all after . . 
harmless smoke powder every time the trigger is pulled. Hundreds of shots 
It brings them in and they keep coming in for re-fills! 
It’s a year around seller that has terrific play value. Ask to see our new 


in one filling! 


plastic bullets. 


PRODUCT ENGINEERING COMPANY 


. the gun that ejects a real puff of ar 
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4707 S.E. 17th Ave. 


THE FRONTIER SMOKER 
IS BEING FEATURED! 


Leading Department Stores 
everywhere are featuring this out- 
standing toy gun in displays and 
newspaper ads. Mats and display 
cards are yours for the asking. 

Stock it! Feature it! Sell it! 
Then bring them back for re- 
fills! The Frontier Smoker is a 
year around seller that will really 
add store traffic! 

Place your Christmas orders 
now for positive delivery on the 
date you specify. Warehouses at 
key points. 


REPRESENTATIVES 


Richard B. Garoutte—Minneapolis 


Roy J. Kersey—Devon, Pa. 
Miller & Stowers—Chicago 
Atlanta Toy Mart—Atlanta 
Fred A. Wiebe Co.—St. Louis 
Ben G. Thigpen—Dallas, Texas 


- Baxter Sales Co.—North 


Hollywood, Calif. (Calif.) 


. Invincible Sales—Los Angeles 


(Rocky Mountain States) 


North Coast Sales Co. 
Portiand, Oregon 


Portland 2, Oregon 





150 


HARDWARE AGE, JUNE 15, 


1950 








Hardwar. 


To Forr 


Albert J. 
manager, _ 
ucts, Inc., 8! 
Reading, P 
of the “N 
closer, has 
purchase b 
of the com 
closer dep: 
Reading Ha 
purchase in 
to the use 
brand name 








TWYMAN 
PHILAD] 
YALE 


The Yale 
Co. has ap] 
Twyman, of 
president it 
Philadelphia 
ceed James 
June 15, wh 
der the pen 
company. 
division m 
distributes 
hoists, indt 
scales, and 
handling eq 

Mr. Twyr 








HARDWARI 








ILDS 
USE 


of Fort 
recently 
of its 
ft. ware- 
‘'t opera- 
id. 
lans en- 
f latest 
t for ex- 
and ex- 
een laid 
late its 
shipping 
closely 


& SON 
.RTY 


dealers, 
s of em- 
n Open 
Bird & 
elt and 
rs were 
shments 
of the 
sonnel 
ynducted 
rh both 
tations 
; in the 
rounding 


—~-——-——. 


(OKER 
ED! 


it Stores 
‘ this out- 
ylays and 
d display 
asking. 
Sell it! 
for re- 
»ker is a 
ill really 


is orders 
‘y on the 
houses at 


VES 
linneapolis 
Pa. 
cago 
lanta 

+. Louis 
;, Texas 


th 
lif.) 


Angeles 
ates) 


regon 


——$—$———— 


5, 1950 








Hardware Products, Inc., Purchases Rights 
To Former Reading Brand Door Closer Unit 


Albert J. Broslow, general 
manager, Hardware Prod- 
ucts, Inc., 806-812 N. 6th St., 
Reading, Pa., manufacturer 
of the “Not-A-Slam” door 
closer, has announced the 
purchase by that company 
of the complete liquid door 
closer department of the 
Reading Hardware Corp. The 
purchase includes all rights 
to the use of the Reading 
brand name. 


Many of the same person- 
nel that were identified with 
the manufacture of the Read- 
ing door closer at the Read- 
ing Hardware Corp. have 
been retained and will con- 
tinue the manufacture of the 
Reading brand door closer 
under the new ownership. 
This, Mr. Broslow states, will 
assure a continuing supply 
of Reading door closers and 
replacement parts. 





TWYMAN IN CHARGE OF 
PHILADELPHIA DIV., 
YALE & TOWNE 


The Yale & Towne Mfg. 
Co. has appointed Elmer F. 
Twyman, of Chicago, as vice 
president in charge of the 
Philadelphia division, to suc- 
ceed James C. Morgan, on 
June 15, when he retires un- 
der the pension plan of the 
company. The Philadelphia 
division manufactures and 
distributes the Yale line of 
hoists, industrial trucks, 
scales, and other materials 
handling equipment. 

Mr. Twyman will bring to 


ee GENUINE 


his new post within the Yale 
& Towne organization many 
years’ experience in the ma- 
terials handling field, in- 
cluding 15 years as general 
manager of the Automatic 
Transportation Co. Div. of 
Yale & Towne, in Chicago. 





WILSON BROS. HDWE. 
MARKS 75TH YEAR 


B. J. Wilson, president, 
Wilson Bros. Paint & Hard- 
ware Co., 3863-65 Cottage 
Grove Ave., Chicago, IIl., has 
announced that the company 
this year celebrates its 75th 
anniversary. The House of 


/CONOLON 
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Wilson was founded at 39th 
St. and Cottage Grove Ave. 
by the late William Wilson. 
At that time 39th St. was the 
city limits and the transpor- 
tation was by horse cars to 
39th St. Wilson Bros. came 
into light after the retire- 
ment of Wililam Wilson Sr., 
many years ago. In 1922, 
Wilson Bros. incorporated. 
William Wilson, Jr., B. J. 
Wilson and E. R. Wilson be- 
came Wilson Bros. Paint & 
Hardware Co. In 1946, Wil- 
liam Wilson, Jr., and E. R. 
Wilson retired and sold their 
interest to B. J. Wilson and 
family. Officers of the com- 
pany are now: B. J. Wilson, 
president; B. E. Wilson, 
vice-president; J. R. Wilson, 
treasurer, and B. Bergeron, 
secretary. 

REYMAN MFG. CO. MOVES 
TO LARGER QUARTERS 


Reyman Mfg. Co., Ince., 
175 Fifth Ave., New York 
City 10, has moved to larger 
quarters with extensive 
showrooms’ displaying all 
steel ironing tables, lawn 
furniture, plastic top utility 
tables and tables and metal 
window flower boxes. 


E. C. MANIX SALES HEAD 
OF NICHOLS WIRE 

E. C. Manix has been ap- 

pointed general sales man- 

ager of Nichols Wire & Alu- 

minum Co., Davenport. He 





E. C. MANIX 


has been associated with this 
company since early in 1947, 
as sales manager of the east- 
ern division with offices at 
South Deerfield, Mass. 
Before his association with 
the Nichols company he op- 
erated the Arms Mfg. Co., a 
leather goods concern, and 
the Armsworth Sales Co. 
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E. A. Neal Wins Eastern Hdwe. Golf Tourney; 
Elect Frank Campbell, of Plumb, Pres. 


The 14th annual golf tour- 
nament of the Eastern Hard- 
ware Golf Association, 30 
Rockefeller Plaza, New York 





EDMOND A. NEAL 


City, which was held at 
Shawnee Country Club, 
Shawnee - on - Delaware, Pa., 
May 17-19, had the largest 
turnout in the club’s history. 

Co-Medalists were E. A. 
Neal, Nicholson File Co., and 
D. S. Allen, Henry Disston & 
Sons, Inc. In the Champion- 
ship Flight the winner was 
E. A. Neal and R. P. Ed- 
wards, Burhans & Black, 
Inc., was the runner-up. Win- 
ners and runners-up in the 
other flights were as follows: 
2nd flight, F. W. Berdan, Na- 
tional Carbon Co., winner; 
J. S. Davey, Russell, Burd- 
sall & Ward, runner-up; 3rd 
flight, H. P. Brigham, J. 
Wiss & Sons, winner; T. D. 
VanderVoort, Clemson Bros., 
runner-up; 4th flight, M. FE. 
Firor, Fries, Beall & Sharp, 
winner, Hobard Phillips, Her- 
bert Hearn Hardware, run- 
ner-up; 5th flight, A. L. Mar- 
tinson, EF. C. Atkins, winner, 
J. S. Sherman, Roberts Hard- 
ware Co., runner-up; 6th 
flight, C. C. Wickwire, Jr., 
Wickwire Bros., winner; J. G. 
Wilcox, HARDWARE AGE, run- 
ner-up; 7th flight, J. D. Me- 
Lean, Baldwin, McLean, win- 
ner, F. B. Hanlon, Burhans 
& Black, runner-up; 8th 
flight, W. D. Kirkpatrick, 
American Chain & Cable Co., 
winner, E. H. Welty Oliver 
Iron & Steel, runner-up; 9th 
flight, J. C. Stites, Cleveland 
Twist Drill Co., winner, R. H. 
Fosgate, E. C. Atkins & Co., 
runner-up; 10th flight, C. H. 
Mosher, Columbian’ Rope, 
winner, J. O. Findeisen, True 
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Temper, Inc., runner-up; 
lith flight, W. Volk, Chico- 
pee Mfg. Co., winner, J. G. 
Krause, Geo. Krause Hard- 
ware Co., runner up; 12th 
flight, E. W. Dugan, Thos. W. 
Kiley & Co., Inc., winner, 
R. E. Bragg, Buckeye Alumi- 
num Co., runner-up; 13th 
flight, M. G. Hayden, Star 
Expansion Bolt Co., winner, 
E. C. Laird, Edw. K. Tryon 
Co., runner-up; 14th flight, 
G. W. Farr, Decatur & Hop- 
kins, winner, H. B. Curtis, 
Bridgeport Hardware Mfg. 
Corp., runner-up; and 15th, 
B. E. Bostwick, J. Wiss & 
Sons, winner, Geo. J. Weide, 
May Hardware Co., runner- 
up. 
H. L. Gilliam, secretary of 
the association, announced 
that the members will be 
notified by a bulletin from 
his office of the complete final 
results. Also he stated that 
since the awards were in- 
volved in a railroad accident 
on their way to the tourna- 
ment, they are being for- 
warded to winners. 





F. J. CAMPBELL 

New club officers elected 
for the 1951 season are as 
follows: Frank L. Campbell, 
Fayette R. Plumb, Inc., presi- 
dent; Miles T. Hutchinson, 
Roberts Hardware Co., vice- 
president, John S. Davey, 
Russell, Burdsall & Ward 
Bolt & Nut Co., vice-presi- 
dent and H. L. Gilliam, 
Wood Shovel & Tool Co., 
secretary - treasurer. Mem- 
bers of the board were elect- 
ed with Leo C. May, May 
Hardware Co., as chairman. 
Three year term directors in- 
clude: C. B. Leinbach, Sup- 
plee-Biddle-Steltz Co., R. W. 


Mueller, Minnesota Mining & 
Mfg. Co., and W. G. Wood- 
worth, Samson Cordage 
Works. Two year term men: 
Keen Markey, Ames-Bald- 
win-Wyoming Co., W. W. 
Conde, W. W. Conde Hard- 
ware Co., and W. B. Chand- 
lee, Edw. K. Tryon. One year 
term directors are: W. M. 
Stout, American Hardware 
Supply Co., and J. D. Stod- 
der, Cyclone Fence Division. 

The 1951 tournament will 
be held at Shawnee during 
the week of May 21-26, final 
announcement to be made in 
Jan. 





AMERICAN KITCHENS 
NAMES CHICAGO MGR. 


Mack Johns, for the past 
several years Kansas City 
district manager for Ameri- 
can Kitchens, has been named 
Chicago regional manager 
succeeding John E. Bogan, it 
has been announced by Amer- 
ican Central Division, Avco 
Mfg. Corp. 

Prior to joining the field 
sales force he served as assis- 
tant advertising and sales 
promotion manager. He is 
already in charge of Ameri- 
ecan’s Chicago office in the 
Merchandise Mart. 


BOYLE-MIDWAY NAMES 
EASTERN SALES HEAD 


Eugene P. Magill, has 
been named eastern regional 


sales manager for Boyle- 
Midway Ince., division of 
American Home _ Products 


Corp., with headquarters at 
the firm’s executive office, 22 
East 40th Street, New York 
City. 

Prior to his advancement, 
Mr. Magill was assistant re- 
gional sales manager for the 
Southwest. He has been asso- 
ciated with Boyle-Midway 
Inc., since 1930. 





EUGENE P. MAGILL 
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FAIRBANKS, MORSE, 
FREEPORT WORKS 
HAS GEN. MANAGER 

Robert H. Morse, Jr., pres- 
ident, Fairbanks, Morse & 
Co., Chicago, has announced 
the appointment of Gordon 





GORDON R. ANDERSON 


R. Anderson as general man- 
ager of its Freeport Works, 
Freeport, Ill., succeeding Lee 
Madden who is now retired. 

Mr. Anderson joined Fair- 
banks, Morse & Co. at its In- 
dianapolis Electric Works in 
1922. He was transferred to 
the company’s Beloit Works 
in 1929, was appointed chief 
electrical engineer in 1932 
and manager of engineering 
in 1946, which position he 
has held up to his present 
appointment. 





P. W. ROSS JOINS 
WHITING-ADAMS CO. 


The Whiting-Adam Co. 
Inc., Boston, Mass., has an- 
nounced the appointment of 
Pere W. Ross, 419 University 
Ave., S. E., Minneapolis 14, 
Minnesota, to the sales de- 
partment. Mr. Ross will be 
the Whiting-Adam factory 
sales representative for the 
states of Minnesota, North 
and South Dakota and Ne- 
braska. 





BOYLE-MIDWAY OCCUPIES 
CRANFORD, N. J., PLANT 


Boyle-Midway Inc. is now 
occupying its Cranford, N. J. 
plant. Constructed on 16 
acres at South Ave. and IIale 
St., the thoroughly modern 
plant was planned to house 
eastern manufacturing tacili- 
ties, offices, research and con- 
trol laboratories and cxten- 
sive warehousing area. Ex- 
ecutive offices of Boyle-Mid- 
way will continue at 22 East 
40th St., New York 16, N. Y. 
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THIS MONTH isthe tau to 
aw MOTOROLA oatatt 


OL fal, aay PROFITS 


THE NEW 1950 Metiiole PORTABLES 


ARE BETTER THAN EVER! 











3 It’s a big gift season. Besides Christmas, 
this is your Jargest gift season! For graduation gifts, 
Father’s Day, Weddings. portables are perfect gifts 
for all! For men or women... young or old...a 
portable is a welcome gift of entertainment that 
goes everywhere! 


2. Vacations are on the way! Here’s a 
power-packed portable selling feature . . . portables 
to take on vacations! Wherever your customers are 
going . . . beaches, cabins . . . city or country ... 
Motorola portables bring extra FUN. They operate on 
AC/DC house current, or their own long-life batteries. 
Like a piece of luggage, portables “GO-ALONG!” 


3. Motorola’s big national promotion is 
in full-swing NOW! The biggest national 
portable gift promotion EVER .. . is, going strong 
RIGHT NOW. Leading national magazines are pre- 
selling your customers on Motorola portables as gifts. 
Available to you are Ad Mats, Window and Counter 
Displays, Window Streamers, and individual Gift-Day 
Displays! You can’t afford to miss this golden oppor- 
tunity for profits ... get in on the act NOW! 


Contact your MOTOROLA Distributor! 








¥ RADIOS 
/V~ TELEVISION 


MOTOROLA INC. © 4545 AUGUSTA BOULEVARD © CHICAGO 51, ILLINOIS 
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Farm Equipment to Be Exhibited 
At National Hardware Show, Oct. 2-6 


A Farm Equipment Sec- 
tion will be an added feature 


of the National Hardware 
Show, to be held at Grand 
Central Palace, New York 


City, Oct. 2 to 6. 

The addition of this sec- 
tion is expected to attract 
even more than the 29,000 
people who attended last 
year’s show. Four full floors 
will be used, and every square 
foot of floor space will be 
used, according to the show 


management. 
More than 600 manufac- 
turers are expected to ex- 


hibit. 


Because of the large at- 
tendance of foreign buyers 
at previous shows, a special 
export booth will be set up. 

Admission to the show will 
be limited to the trade. Deal- 
ers and wholesalers wishing 
to attend may now get regis- 
tration cards by writing to 
National Hardware Show, 
331 Madison Ave., New York 
17. Floor plans and com- 
plete data are available to 
manufacturers wishing to ex- 
hibit in the Farm Equipment 
Section. Partial lists of ex- 
hibitors are also ready for 
distribution. 








VENETIAN BLIND ASSN. 
APPOINTS PROMOTION 
COMMITTEE 


The appointment of a new 
public relations committee of 
the Venetian Blind Associa- 
tion of Amerca to guide the 
activities of the expanded 
1950 Public Relations Pro- 
gram has been announced by 
C. J. Dalton, president of 
Arlington Venetian Blinds, 
New York, and chairman of 
the Public Relations Com- 
mittee. 

The Public Relations Pro- 
gram to keep the public 
Venetian-blind-conscious was 
instigated about a year and 


a half ago by a nuclear group 
of 16 contributors. The re- 
port on the 1949 campaign 
was presented at the Vene- 
tian Blind Association’s an- 
nual convention held this 
past January in Coronado, 
Cal. As a result of the re- 
port, the number of contrib- 
utors to the campaign fund 
increased from 16 to 49 con- 
tributors. 

Several members are serv- 
ing their second term in of- 
fice. These members are: 
W. M. Minehart, Acme Steel 
Co., Chicago, Ill.; Emmett A. 
Clary, Carey-McFall Co., 
Philadelphia, Pa.; Paul Hor- 
gan, Hunter Douglas Corp., 


New York, N. Y.; Arthur W. 
Evers, Kirsch Co., Sturgis, 
Mich.; Sam Gold, Lignum- 
Vitae Products Corp., Jersey 


City, N. J.; E. Madsen, 
Lorentzen Hardware Mfg. 
Corp., New York, N. Y.; 


Amor P. Smith, The Russel! 
Mfg. Co., Middletown, Conn.; 
William B. Thompson, 
Thompson Venetians, Inc., 
Atlanta, Ga., and M. M. 
Young, M. M. Young & Co., 
Chicago, Ill. 





PHILA. HOUSEWARES 
MARKS 10TH YEAR 


The Philadelphia House- 
wares Club recently held its 
10th anniversary president’s 
inaugural ball at the Hotel 
Warick, Philadelphia, which 
was attended by 300 guests. 

George C. Stricker, retir- 
ing president, was presented 
with a leather traveling bag 
and William J. Graham, pre- 
viously retired president, was 
given a silk robe. A 50-lb. 
birthday cake mounted on a 
frying pan was sliced and 
passed to the guests after 
which dancing was enjoyed 
by all. 

The following officers were 
introduced to the audience: 
Morris Yeager, president; 
Lee Baker, first vice-presi- 
dent; Theodore Goldberg, 
second vice-president; Sam- 
uel Ospow, secretary, and 
Edward J. Strasser, treas- 
urer. 











Officers and directors of the National Housewares Manufacturers Association pictured 
at their annual meeting held recently at the Palmer House, Chicago. Left to right: A. A. 
Bernardine, district sales manager, National Enameling & Stamping Co.; George Fritz, Jr., 
general sales manager, F. H. Lawson Co.; J. A. Kaplan, president, Joseph A. Kaplan & 
Sons, Inc.; C. M. McCreery, sales manager, Revere Copper & Brass, Inc.; J. W. Alsdorf, 
president, Cory Corp.; Stan L. Hanssen, executive treasurer, Hanson Scale Co.; A. W. 
Buddenberg, executive secretary, NHMA; J. R. Caldwell, president, Wooster Rubber Co.; 


and B. S. Peirson, assistant sales director, Corning Glass Works. 


Messrs. Alsdorf and 


Kaplan were re-elected president and vice president, respectively, for their second one 


year terms. 
executive secretary. 


Mr. Hanssen was elected treasurer and Mr. Buddenberg was again named 


Newly elected directors are Mr. McCreery and W. E. O’Brien, (not present for the 


photo) general sales manager, Toastmaster Products Div., McGraw Electric Co. 
succeed the Messrs. Bernardine and Peirson. 


They 


Mr. Caldwell was re-elected a director. 


Other directors not present for the picture are H. H. Kimball, Landers, Frary & Clark, 
and E. M. Grable, president Aluminum Cooking Utensil Co. Directors voted a refund of 
30 percent on exhibit fees to exhibitors in the Jan. 1950 National Housewares & Home 


Appliance Exhibit. 
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P & F CORBIN NAMES 
CHICAGO DIST. MGR. 


E. V. Pomeroy, vice-presi- 
dent of The American 
Hardware, New Britain, 
Conn., has announced the ap- 





ZIEGLER 


A. C. 


pointment of A. C. Ziegler as 
the Chicago district manuger 
for the P. & F. Corbin Divi- 
sion, replacing J. A. Metz, 
who recently resigned. 

A specialist in builders’ 
hardware Mr. Ziegler has 
been identified with the 
hardware _ business since 
1934 when he joined the Sar- 
gent Chicago organization. 
Later in 1938 he became 
sales representative in New 
England after which he was 
again transferred to cover 
a southeastern territory. 

In 1944 Mr. Ziegler re- 
signed to work with his 
father, owner of Ziegler 
Bros. Co. in Elgin, Ill. Four 
years later Mr. Ziegler 
joined P. & F. Corbin, Chi- 
cago office and was named 
as sales representative in 
the district. 


H. J. LASKEY PRESIDENT 
LOCK SUPPLY GROUP 


H. J. Laskey was recently 
elected president of the Na- 
tional Locksmiths Suppliers 
Association, 67 W. 44th St., 
New York City 18, at the 
group’s annual dinner meet- 
ing held at Gasner’s Restau- 
rant. Other officers elected 
were: Israel Berg, vice- 
president; Bernard Zion, re- 
elected secretary; and Julius 


Rosenblatt, re-elected trea- 
surer 

Ben W. Silver was re 
elected a director  antil 


March, 1952, and Al Lewis 
was elected a director to 
serve until March, 1952. 
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A parlor powerhouse — you'll find that phrase best 
describes Preway space heaters, the oil-burning cir- ; 
—— 





culators that outperform all others in the industry. 
That’s strong language, but it’s factual — and it’s 
facts, demonstrable facts, that turn sales your way. 

From this approach — alert engineering — look at 
Preway’s patent-applied for Air-Activated Burner with 
Thermo-Zone Burner Ring, Preway’s exclusive Heat 
Miser, Preway’s Weather Wizard forced air blower 
— sales gold that you can easily convert into business 
profits. Each one of these features leads the industry, 
beats the best that others offer — and you can show 
your customers the reasons why. 

With all of this, plus a price that competition must 
meet, the Preway line gives you a golden opportunity 
to put the heat on the booming space heater business 
in your town. Get behind this fast-moving line — 
made by the fastest-growing company in the space 
heater field — one of the big three. Write today for 
full information. 


PRENTISS WABERS PrRopwucTsS Co. 


2650 SECOND STREET, N., WISCONSIN RAPIDS, WIS. 


American 
Furniture Mart 
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WHAT'S NEW 
TEC-Imports presents 


\ Stickleback 
Drilsaw 


ONE TOOL DOES BOTH 


\ DRILLS and SAWS 


IN ANY DIRECTION 
any shape hole in any 
lumber, ply, plaster walls 


Number 
olalo mm IP 42 


wh 
. 


Territory open for Jobbers, 
Distributors, Wholesalers 
write to: 
TEC-Imports, 14404 Addison St. 

Van Nuys, Calif. 







PACIFIC COAST REPRESENTATIVE — DRILSAW CO. 
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The Cleveland Chamber of Commerce 


CAwarpDs THIS 
CERTIFICATE OF COMMENDATION 
to 


THE GEO. WORTHINGTON CO. 





This Certificate of Commendation is awarded in recogsition 
of contioved service to this community for more than « 
buted to the growth and pros- 
laad which, io this mid-century year, 
sition among the nation’s largest iodus 








dence of imtegrity, good 
eat use of business principles. It is through 
pect for the laws of economics that the 
erican system of private enterprise has made this country the 


pagevity of eaterprise such as this is evi: 
iacelli 





greatest and most prosperous ation of earth. 


By Order of the Board of Directors 


Cmwcwtene Vice Premios 














The Geo. Worthington Co., Cleveland |, Ohio, was one of 
the 339 companies honored by the Cleveland Chamber of 
Commerce with the presentation of a 50-Year Scroll. The 
company has been operating under that name since 1829, 
having been founded by George Worthington, who had pre- 
viously worked four years in a small hardware store. In 
1873, George Deming, a financier of the times and James 
Barnett, who had been a general in the Civil War and became 
first president of the corporation when it was reorganized 
in 1887, joined him. Now solely engaged in hardware whole- 
saling, the firm covers New York, Pennsylvania, Maryland, 
Virginia, North Carolina, West Virginia, Kentucky, Indiana, 
Ohio and Michigan. Its |! connected warehouses at 802 St. 











Clair Ave., cover 325,600 ft. of floor space. 








HDWE. SQUARE CLUB TO in the 
HONOR FRED SCHOLL’ Immediately following the 


a a, dinner, the installation of 
ot few York. ioe . will hold the newly elected officers for 


a testimonial dinner June pep pen wa ae 
= > Oe eae 

20th at the Eden Cafe, 285 ne aan / ss ‘Win & 

Broadway, New York City, a ~ 


hardware industry. 


Mfg. Co., president; Charles 


honoring Fred Scholl, presi- 
dent of Long Island Hard- 
ware Co., Long Island City, 
who had previously earned a 
gold life membership card in 
the organization. 

The occasion is the retire- 
ment of Mr. Scholl as trea- 
surer after holding various 
offices during his 20 years’ 
membership. Invitations have 
been mailed to all members 
of the Hardware Square Club 
as well as prominent guests 


A. Pincus, Stanley Works, 
first vice-president; Howard 
H. Jungkind, Tuck Mfg. Co., 
second vice-president; Les 
Bochner, Atlantic Hardware 
& Supply Co., third vice- 
president; Roy Fowler, 
Franklin Hardware Co., sec- 
retary, and Edward Brandt, 
Long Island Hardware Co., 
treasurer. 





PERUVIAN FIRM WANTS 


AMERICAN LINES 

A Peruvian company, Com- 
pania de Representaciones e 
Importaciones S.A., Lima, 
wishes to communicate with 
American manufacturers of 
a list of more than 30 dif- 
ferent kinds of hardware 
store merchandise, for the 
purpose of introducing the 
products in Latin American 
markets. The firm wishes to 
sell on a commission basis. 

Firms interested are asked 
to contact an affiliated com- 
pany, Viking Export Co., 90 
Church St., New York 7, 
N. Y., which has specialized 
agents in all of South 
America. 





FRED SCHOLL 
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Housewares Mfr’s. Form Credit Group 


R 0 Discuss Slow, 


The manufacturers and 
distributors of housewares 
have formed a cooperative 
credit group to discuss slow 
or troublesome accounts, it 
was announced at the May 
meeting of The Cleveland 
Housewares Club by Edward 
H. Rotsinger, chairman. 

John E. Naumann, Cleve- 
land Housewares Club presi- 
dent, introduced Mr. Rot- 
singer, who explained that 
The Cleveland Association of 
Credit Men had organized 
the Housewares Branch in 
response to requests from 
some of the larger manufac- 
turers in the area including 
Ballonoff Metal Products 
Co., Wooster Rubber Co., and 
Republic Enameling & 
Stamping Co., who are also 
represented in The Cleve- 
land Housewares Club. 


Mr. Rotsinger said that 
representatives of the Na- 
tional Housewares’ Credit 


Group submit the names of 


Troublesome Accounts 


delinquent accounts’ any- 
where in the country prior 
to a dinner meeting which 
convenes monthly. The in- 
formation is disseminated 
nationally through more 
than 100 credit offices affil- 
iated with The Cleveland 
Association of Credit Men 
and their experience is re- 
ported back and tabulated in 


time for discussion at the 
monthly meeting. 
There is a nominal fee 


charged for membership in 
the group and anyone inter- 
ested may get in touch with 


E. H. Rotsinger, 319 The 
Arcade, Cleveland 14, Ohio, 
or The Cleveland MHouse- 


wares Club, c/o Morton H. 
Sinks, secretary, Caxton 
Bldg., Cleveland 15, Ohio. 
All members of The Cleve- 
land Housewares Club will 
receive detailed information 
about the plan, and where 
salesmen represent more 
than one principal, they will 
get enough copies for all. 














FLORIDA-GEORGIA JOINT CONVENTION: The Georgia 
Retail Hardware Association meeting jointly with the Florida 
Retail Hardware Association elected the following officers: 
left to right, J. F. Raines, Raines’ Hdwe. Co., Cohutta, presi- 
dent; W. W. Howell, Waycross, secretary; C. E. Weir, New 
Peoples Hdwe., Douglas, vice-president, and W. A. Crawford, 
Crawford's Hdwe., Hogansville, retiring president. Officers 
elected for the Florida Association are A. E. Folds, Gaines- 
ville, Fla., president, David Yon, Tallahassee, Kenneth Hill, 
Orlando, vice-presidents. Mr. Howell is also secretary of the 
Florida group. 

Georgia directors are Forrest Knapp, Thomasville, Hugh 
L. King, Covington, Frank Hudson, Newnan, William Flem- 
ister, Atlanta, and R. W. Hatcher, Milledgeville. Advisory 
committee members are W. A. Crawford, Hogansville, H. G. 
Teaford, Americus, Alvin Wright, Cairo, and Olin Williams, 
Brunswick. Florida directors are S. E. Bartlett, Vero Beach, 
Fred Downing, Jacksonville, Ernest Sears, Sarasota, and Otto 
Brady, Jr., Miami. Advisory committee members are C. Eric 
Markham, Lake City; John K. Wood, Orlando, and William 


Rehbaum, Clearwater. 
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Get in this 
pROFIT PICTUR 


The GROTE Stor-In-Door gives you the 

only major feature in bathroom cabinets that 
really SELLS — brings in more customers 

and makes more PROFITS for dealers. 


Gute Sadr 


BATHROOM CABINETS 


See, Stock — and SELL — these new 
cabinet designs — all with luxury chrome 

trim and with the exclusive extra-shelf 
feature of the GROTE Stor-In-Door. 





This different and 
better bathroom 
cabinet is displayed = 
to millions of readers in the June issue of Better Homes 
and Gardens. Write for your free dealer tie-up material 
— displays, ad mats, selling literature. 

You can secure the biggest cabinet volume 
in your territory — sell more new and 
remodeling installations — with smaller 
stocks of the sensational, new GROTE 
Stor-In-Door cabinet. 












The GROTE MFG. CO., INC. - BELLEVUE, KY. 





The GROTE MFG. CO., Inc., 
Grote Square, Bellevue, Ky. 


Send me your catalog and details of the GROTE Stor-In-Door 
Bathroom Cabinets. 
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MILLER NOW A DIRECTOR 
OF AMER. HYDRAULICS 
John W. Miller, sales man- 

ager of American Hydraulics, 

Inc., Sheboygan, Wis., has 





JOHN W. MILLER 


been elected a director of the 
company. He has been sales 
manager since early 1949, di- 
recting sales of American 
hydraulic jacks and Luther 
hand and power grinders, 
made by the Luther Grinder 
& Tool Co., a subsidiary firm. 
Prior to 1949 Mr. Miller 
served as vice-president in 
charge of retail operations at 
Spiegel, Inc., and before that 
as merchandise economist of 
Montgomery Ward & Co. 





HYDE OFFERS 75TH 
ANNIVERSARY BOOK 


In celebration of its 75th 
Anniversary, Hyde Mfg. Co. 
offers a new anniversary 
booklet, well illustrated and 
containing interesting infor- 
mation about the company, 
its people and its products. 
The early history of the com- 
pany, starting when Hyde’s 
total assets consisted of 
“three men and a horse,” is 
treated briefly with several 
amusing anecdotes’ which 
poke good-natured fun at to- 
day’s business structure. 

Highlight of the booklet is 
“The Story of a Knife” which 
traces the development of a 
typical knife through every 
major step of its manufac- 
ture. It is told in layman’s 
language, with full-page il- 
lustrations of the furnaces 
and machines involved in 
each operation. Another in- 
teresting feature points out 
many of the contributions 
which Hyde has made in the 
field of precision cutlery. 

The booklet also shows how 
Hyde pioneered in the man- 
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ufacture of shoe cutting 
knives, and reviews its steady 
rise in the fields of leather 
cutting knives, rubber cut- 
ting knives, specialty knives 
and painters’ and paperhang- 
ers’ equipment. 





ST. LOUIS HARDWARE 
SALESMEN’S PICNIC 
TO BE JULY 12 


W. C. Meibaum, publicity 
director, Hardware _ Sales- 
men’s Association of St. 


Louis, Inc., 1189 Arcade 
Bldg., St. Louis 1, Mo., has 
announced that the elub will 
hold its annual picnic at the 
Crystal Lake Country Club, 
Clayton, Mo., on July 12th. 

This picnic is given for 
dealers, wholesalers, sales- 
men and their families in the 
hardware — industry. The 
games will include golf, base- 
ball and_ softball between 
dealers and salesmen, cork 
ball and horseshoes. Swim- 
ming and the usual games 
for youngsters will be had. 
Refreshments and luncheon 
will be served. 


BURT HEADS SALES FOR 
RYERSON IN CHICAGO 


Roland W. Burt has been 
appointed sales manager of 
the Chicago plant of Joseph 
T. Ryerson & Son, Inc. He 
succeeds Thomas Z. Hay- 
ward, former assistant gen- 
eral manager of sales and 
acting sales manager of the 
Chicago plant who has been 
promoted to general manager 
of sales. 

Mr. Burt began his career 
with Ryerson in 1923. In 





1926 he was named sales rep- 
resentative in Northern In- 
diana where he remained for 
11 years. In 1937 he was 
transferred to the St. Louis 
plant of the company as a 
representative of the firm’s 
railroad sales division. The 
following year he was ap- 
pointed eastern manager of 
railroad sales with headquar- 
ters at the Ryerson plant in 
New York. 

Mr. Burt returned to Chi- 
cago in 1945 as head of the 
Ryerson tubular products di- 
vision. 





ELECT E. U. HAMEL 
PRESIDENT, CHICAGO 
RETAIL HDWE. GROUP 


The 61st Annual Meeting 
of the Chicago Retail Hard- 
ware Assocation, 1195 Mer- 
chandise Mart, Chicago, was 
held in the Merchants & 
Manufacturers Club in the 
Merchandise Mart, recently. 
John W. Weiss, Evanston, 
president, presided. 

The following officers were 


elected: Edgar U. Hamel, 
Hamel’s Hardware, 348 
South Cicero Ave., was 


elected president, succeeding 
John W. Weiss of Evanston; 
and A. T. Anderson, Chicago, 
was elected vice-president. 


George E. Broughton, Von- 
drak’s Hardware, Cicero, 
and J. A. Sternberg, Har- 


lem Hardware, Chicago, are 
the newly elected directors. 

Directors whose’ terms 
have not expired are as fol- 
lows: A. J. Lensing, Oak 
Park; Daniel Trotter, Chi- 
cago; Lester L. Porter, Chi- 
cago, and Robert H. Welff of 
Wilmette. 


G. K. CROSS REPRESENTS 
PYRENE IN NEW JERSEY 
Gordon K. Cross has been 

named sales representative 

to sell in north Jersey by the 





GORDON K. CROSS 


Pyrene Mfg. Co., fire extin- 
guisher manufacturers of 
Newark, N. J. 

Mr. Cross was formerly 
sales manager for Slater 
Electric & Mfg. Co., Wood- 
side, N. Y. Prior to this he 
was field sales manager for 
the Bright Star Battery Co., 
Clifton, N. J., and traveled 
for it for 14 years. 





SPECIALTY WELDING 
CHANGES NAME 

The name Specialty Weld- 
ing & Mfg. Co., 2336 Third 
Ave., New York City 35, has 
been superseded by Specialty 
Steel & Wire Products Corp., 
according to the president, 
Harry Stoll. The manage- 
ment will remain unchanged. 











HARDWARE BOOSTERS REELECT WATSON PRESIDENT: At the May 26 meeting 
of the Hardware Boosters, at Miller's Restaurant, 144 Fulton St., New York City, Robert 
Watson, Stanley Tools, was reelected president. William Wolfe, The Carborundum Co., 
and Ralph S. Allen, Diamond Expansion Bolt Co., were reelected first and second vice 
presidents, respectively, and John Hires, Worth Hardware Co., was reelected treasurer. 
Bermard Holzer, Eagle Lock Co., was succeeded as secretary by Daniel Werth, Star Ex- 
pansion Bolt Co. More than 40 members and guests attended the meeting. In the photo, 
left to right are: John Hires, treasurer; William Wolfe, first vice president; Daniel Werth, 
secretary; Robert Watson, president, and Bernard Holzer, retiring secretary. 
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°* FINEST DESIGN * GREATEST EYE APPEAL . 
* GREATEST STRENGTH * BETTER BUY APPEAL 

* FINEST PROPORTIONS * NO GREATER PRICE 
ORDER THROUGH YOUR JOBBER 





Individually Packaged 


y ~) V4 et Le lee! 


THE COLUMBIAN VISE & MFG. COMPANY 


9017 Bessemer Avenue . Cleveland 4, Ohio 
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AIMED AT, 
TODAY'S BIG | 
OPPORTUNITY 


NONE BETTER’S 


Complete 
WRENCH 


PROGRAM 


Bee Ss: 
"Jemewnsu i Tools why 


WOWE SETTER NB ALLOY TOOLS 


a 
= 


Every day, increasing farm and 
home mechanization calls for 
more GOOD Wrenches. And this 
growing demand is pointed right 
at YOU! Prepare for this selling 
opportunity NOW. NONE BET- 
ene mrenen \B TER’s complete and economical 
‘ Wrench Program brings you full equip- 
ment for profitable Wrench sales in one 
convenient package! With each handsome 
NONE BETTER Stocking & Display Panel 
you receive a selectively balanced stock of 
high quality Tools—realistically priced to sell 
at a sound profit. You get Inventory Checking 
Card, Price List, Consumer Literature and Mat 
Service Helps for local advertising. It’s complete 
. it’s sure-fire . . . it’s the NONE BETTER 
Program for you! Ask your Jobber NOW for the 
facts. 
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NONE BETTER ‘AB ALLOY TOOLS 
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NEW BRITAIN MACHINE COMPANY 


New Britain, Conn. 
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A.LE.E. MEETING ON 
WASHING MACHINES, 
RANGES, JUNE 20 


Developments and _ techni- 
cal information on home ap- 
pliances, with emphasis on 
automatic washing machines 
and electric ranges, wil! be 
discussed at a conference 
at the Cleveland Hotel, 
Cleveland, on June 20, spon- 
sored by a special sub-com- 
mittee of the American In- 
stitute of Electrical Engi- 
neers and the Cleveland Sec- 
tion of the Institute. 


Leading manufacturers 
have been invited, T. H. 
Cline, conference chairman, 


Newark Stove Co., Newark, 
O., has announced. 

Taking part in the con- 
ference will be manufactur- 
ers of washing machines, 
ranges, motors, automatic 
controls, heating elements, 
wire and flexible cords, and 
other suppliers. 


VARMAC OFFERS AWARD 
FOR FISHING DERBY 


Varmac Mfg. Co., Santa 
Monica, Cal., is contributing 
a weekly award to the 4th 
Annual San Diego Yellow- 
tail Fishing Derby. Vermac 
is contributing a Locktop 
reel seat and butt, plus a 
complete set of matched 
guides and tip tops mounted 
on a Harnell black spun 
glass rod, one of which will 
be given away each week for 
25 weeks. 

FIREPLACE EQUIPMENT 

INSTITUTE FORMED 


Ten manufacturers of fire- 
place equipment recently met 
in Cleveland, Ohio, and 
formed the Fireplace Equip- 
ment Institute. D. F. 
Springer, vice-president of 
Peerless Mfg. Co., Louis- 
ville, Ky., and Rex E. Con- 
ley, Jr., of Chattanooga Im- 
plement Mfg. Co., Chatta- 
nooga, Tenn., were named 
president and vice-president, 
respectively. 

One of the principal ob- 
jectives of the Institute will 
be the expansion of the mar- 
ket for fireplace equipment 
by promoting more fireplaces 
in homes being constructed. 

The companies comprising 
the charter membership are: 
Bennett-Ireland Inc., Nor- 
wich., N. Y.; Brassware 
Corp., New York, N. Y.; 
Centre Brass Works, Inc., 
New York, N. Y.; Chatta- 
nooga Implement & Mfg. 
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Co., Chattanooga, Tenn.; 
Hart Mfg. Co., Louisville, 
Ky.; Hoboken Wrought Iron 
Andiron Co., Hoboken, N. J.; 
Jewell Equipment  Corp., 
New York, N. Y.; Peerless 
Mfg. Co., Louisville, Ky.; 
Wayne Agricultural Works, 
Inc., Goldsboro, N. C.; and 
Wilshire Mfg. Co., Los An- 
geles, Cal. 


ROLPH, WARNER GEAR 
DETROIT SALESMAN 
E. S. Russey, vice-presi- 
dent and general manager 
of the Warner Gear Division 
of Borg-Warner Corp., has 
announced the appointment 
of R. R. Rolph as the divi- 


sion’s Detroit sales represen- 


tative, with offices at 7-233 
General Motors Bldg., De- 
troit. Mr. Rolph was vice- 


president in charge of auto- 
motive sales for the mechan- 
ics universal joint division 
of Borg-Warner, with head- 
quarters in Detroit. Since 
1947 until assuming his pres- 


ent position with Warner 
Gear, he served as sales man- 
ager of the Monroe (Mich.) 
Auto Equipment Co. 


ARMSTRONG OPENS PLANT 
IN RICHMOND, CAL. 

C. D. Frobes, president of 
The Armstrong Company, 
Detroit, Mich., has announced 
the opening of a manufactur- 
ing plant in Richmond, Cal., 
721 South Fourth St., tele- 
phone Beacon 4-9469. All of 
the Armstrong products will 
be manufactured in this new 
plant. 


MULLINS BUILDING 

NEW WAREHOUSE 
A new warehouse with 
147,000 sq. ft. of space is 
being constructed by Mullins 
Mfg. Corp., at the Warren, 
Ohio, plant for storage of 
finished Youngstown Kitch- 
ens products. The warehouse 
is attached to the present 
plant building and will be 
264 ft. wide and 560 ft. long. 











Multi-Million Dollar Birthday Greeting—W. C. Coleman, 
founder and president of The Coleman Co., Inc., Wichita 1, 
Kan., was recently presented with a multi-million dollar 50th 
birthday greeting in the form of a bound book of telegraphed 


orders 


from Coleman wholesale 


distributors for Coleman 


heating equipment and small appliances. Simultaneously the 
50th anniversary of the Coleman Co., Inc., was marked. In 
Wichita, Mayor E. K. Duke proclaimed May 14-20, “Coleman 
Week” during which period, Mr. Coleman's employees, or- 
ganizations in which he has long been active, and his church 
in which he is a well known lay leader, nonored him with a 
series of dinners, luncheons and special meetings. Company 
executives estimated more than 2,500 messages of congratula- 
tions were received, nearly every country of the world being 
represented. Mr. Coleman was toasted at an old timers’ dinner 
by 57 employees each with 30 or more years of continuous 
service. The last two days of the week saw the employees 
stage a birthday party, a feature of which was a huge birthday 
cake lighted by 80 gasoline lanterns of the type long identified 
with the company. The observance of this week was climaxed 


by a Chamber of Commerce Dinner on May 


18 at which 


Arch N. Booth, manager of the Chamber of Commerce of 
the United States, was guest speaker. 
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GAMBLE-SKOGMO INC. 
MERCHANDISE DEPT. 
PROMOTES THREE 


Carl C. Raugust, 
president in charge of mer- 
chandising, Gamble-Skogmo, 
inc., has three 
promotions in the merchan- 
dising division of the firm. 
Robert W. Hill becomes as- 
sistant to Arthur Johnson, 
manager of the company’s 
hard lines division. Edward 
H. Wood, Jr., succeeds Mr. 
Hill as buyer of lawn and 
garden equipment and farm 
supplies. W. W. Patton be- 
comes acting group man- 
ager of the automotive buy- 
ing division. 

Mr. Hill has served Gam- 
bles for 16 years, starting as 
clerk and later as 
buyer and merchandiser of 
appliances, building mate- 
rials, hardware and other 
hard lines items. 

Mr. Wood has served the 
company since 1936 in retail 
store operations, outside sell- 
ing, field supervision, dealer 
relations, real estate leasing 
and merchandise procure- 
ment, 

Mr. Patton came to Gam- 
bles two years ago after 
many years with one of the 
country’s largest mail order 
houses where he served in 
mail order merchandising, 
radio procurement and as as- 
sistant manager of the auto 
supplies buying division. 
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TOASTMASTER APPOINTS 

DISTRICT SALESMEN 

John B. Westberg was re- 
cently assigned, as a_ sales 
representative, to the Chi- 
cago territory of Toastmas- 
ter Products Division, Mce- 
Graw Electric Co., Elgin, Ill. 

Mr. Westberg, under the 
supervision of F. W. Rex- 
ford, Chicago territory man- 
ager, will work in the Chi- 
cago metropolitan area, as 
well as in cities in southern 
Illinois. 

Frank W. Griffeth has 
been assigned as sales rep- 
resentative in the Buffalo 
territory for the division. 

Mr. Griffeth was trans- 
ferred to his Buffalo post 
from the company’s Chicago 
territory, where he _ served 
as a sales trainee in the met- 
ropolitan area. 

With his headquarters in 
Buffalo, Mr. Griffeth will 
cover a territory including 
New York State as far as 
Albany and the upper third 
of Pennsylvania. 


NEW ENG. HOUSEWARES 
SHOW COMMITTEE 
NAMED 


At the Housewares Club 
of New England’s final meet- 
ing of the season, John J. 
McQuade, of Bon Marche, 
Lowell, Mass., president, an- 
nounced that the chairman 
for the 18th annual New 
England Housewares Show 
would again be Jack R. Hil- 
dreth of the Cory Corp., who 
served for the past two 
shows. 

Dates for the show have 
not been set yet, but it is ex- 
pected that the event will 
take place in February, 1951. 
Other members of the show 
committee appointed were: 

Harry Woolfson, Albert B. 
Patterson, Joseph Finn, and 
George Dinkel, all manufac- 
turers’ representatives; Er- 
nest Bates, Joseph Breck & 
Sons Corp.; Cliff Myers, Lan- 
ders, Frary & Clark hard- 
ware division; Daniel F. 
O’Connell, Jr., Ekeo Products 
Co., Chicago; Roger Moore, 
housewares buyer of Ray- 
mond’s, Inc.; and Carl Mas- 
son, Paine Furniture Co., 
Boston, who will handle pub- 
licity. 





PERRY STRAUSS HEADS 
NEW BRUCELY CO. 
Perry Strauss, formerly 
head of Perry’s Auto Stores, 
Cleveland, Ohio, and since 
leaving the service, a man- 
ufacturers’ representative on 
the West Coast, calling on 
the hardware, houseware 
and automotive trade, is 
president and general man- 
ager of the newly formed 


Brucely Mfg. Corp., 5730 
Bankfield Ave., Culver City, 
Cal. 

For the past year, before 
forming his own company, 
Mr. Strauss was vice-presi- 
dent of the Fargo Rubber 
Corp., of California, as di- 
rector of sales. His new com- 
pany will manufacture util- 
ity mats for the home and 
the automotive trade along 
with other molded rubber 
products. 


NATIONAL MACHINE CO. 
TO OCCUPY NEW PLANT 


The National Machine & 
Tool Co., Jackson, Mich., will 
soon move into a new plant 
at 4077 Page St., which will 
almost double the factory 
space. A feature of the steel 
and concrete building block 
plant is the planned color 
scheme used to increase the 
efficiency of operations. 





RIVAL MFG. CO. TO OPEN 
CANADIAN PLANT 
The Rival Mfg. Co., Kan- 
sas City, has announced the 
opening of a plant in Canada 
to manufacture its complete 

line of household devices. 

The new factory will be 
located in Lachine, Quebec, 
just a few miles outside of 
Montreal, Canada’s largest 
city. A sales office will be 
established in Montreal. 

The company manufac- 
tures the Juice-O-Mat series 
of fruit juicers, the Knife-O- 
Mat sharpeners, the Steam- 
O-Mat iron and other kitchen 
and household equipment in 
the O-Mat series. 


The company had _ been 
operating in Canada through 
distributors for a good many 
years and will continue to do 
so in the future. Foreign ex- 
change differences will en- 
able the firm to lower its 
Canadian prices by manufac- 
turing in that country. 

The Lachine factory will 
start off with the employ- 
ment of less than 100 people. 
The heads of the various de- 
partments will be sent to 
Kansas City for training. 





COLUMBIANA PUMP NAMES 
MID-WEST SALESMAN 


The Columbiana Pump Co., 
Columbiana, Ohio, has an- 
nounced the appointment of 
J. E. Oliphant as its mid-west 
sales representative. 

Mr. Oliphant is a veteran 
of 28 years’ selling experi- 
ence. He has set up a diver- 
sification program which en- 
ables him to call on hard- 
ware wholesalers, plumbers 
and heating companies, farm 
supply wholesalers and weld- 
ing supply wholesalers. 

The J. E. Oliphant Co., is 
located in Room 505, Uhler 
Building, Marion, Ohio. 

FOSTER & KESTER NOW 

KRYLON, INC. 


A change in the corpora- 
tion name has been made by 
Foster & Kester Co., Inc., 
manufacturers of Krylon do- 
mestic and industrial plas- 
tic coatings and windshield 
Sealzit. The new name is 
Krylon, Inc. No changes in 
the personnel, products pol- 
icy, or location of the com- 
pany were made. 











DENVER POT & KETTLERS got together recently and Cecil H. Boyd, of Boyd Dis- 
tributing Co., current president, surrounded himself with former presidents and officers 
of the club. From left to right are: Kenneth J. Dahm (Kenneth J. Dahm Co.), past presi- 


dent; Harry M. Mayer (H. 


H. Post Co.); 


Clarence Short (Intermountain Hardware, 


Inc.); Al Solen, manufacturers’ representative; R. E. Hanson (Appliance Distributors) ; 
Cecil H. Boyd (Cecil H. Boyd Co.), president; H. M. McMichael (Denver Dry Goods 


Co.); George Woodward, manufacturers’ representative, and Don H. Sluman (D. Fi. 


Sluman Co.), past president. 
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UTICA DROP FORGE 
NAMES WEST COAST, 
MID-WEST SALESMEN 
Utica Drop Forge & Tool 
Corp. has announced the ap- 
pointment of Dillon Stevens 





DILLON STEVENS 


& Co., 144 North Larch- 
mont Bldg., Los Angeles, as 
Pacific coast representatives. 
The company will specialize 
in sales promotional work 
and in contacting industries 
which use hand tools. Much 
of the contact in Utica’s be- 
half will be handled by John 
Arnett of Dillon Stevens. 
Annnouncement has also 
been made that, in order to 
cover the Missouri-Kansas- 
Nebraska territory more in- 
tensively, a resident of the 
area, W. W. Murphy, has 
joined the Utica organiza- 
tion as a direct employee. 
HARVAN SPORTING GOODS 
NOW WHOLESALERS 


Harold Koppelson and 
Harold Van Wagenen of 
Harvan Sporting Goods Co., 
Inc., have announced that as 
soon as alterations to the new 
show room at 112-114 Cham- 
bers St., New York City, are 
completed, the firm will op- 
erate on a wholesale basis. 
Fishing tackle lines will be 
expanded and with the pres- 
ent representation of the 
leading arms and ammuni- 
tion manufacturers, a more 
complete coverage of the 
sporting goods field will be 
possible. Three salesmen cur- 
rently travel the eastern 
states. 





DIXIE NAMES N. Y. C. 
SALES MANAGER 
Dixie Cup Co., Easton, 
Pa., has announced the ap- 
pointment of Theodore Man- 
non as New York City sales 
manager. 
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Featured on 
TELEVISION 


and in the PROMOTIONS of leading 
HARDWARE, PAINT, DEPARTMENT STORES 


“Double our order and ship fast’, is the universal demand of dealers featuring this 
new SAFETY TOOL for the professional mechanic and home hobbyist. Look at these 
features and you will see why! Half the weight of an ordinary torch. Easier to control. 
Use where a flame torch is dangerous or prohibited. Supplies ALL the heat necessary 
for 95% of all torch uses. CLEAN, FAST, ODORLESS, ECONOMICAL. Projected heat 
reaches all contours, crevices, WITHOUT BURN, SCORCH, SMOULDERING. No priming 
—no tinkering with dangerous explosives. 8 Ft. U. L. Approved cord. FULLY WAR- 
RANTED. Endorsed by leading FIRE PREVENTION AUTHORITIES. Now in use by a 
hundred different industries and thousands of amateur and professional mechanics. 


REMOVES PAINT FAST FROM WOOD, 
METAL, CANVAS - No Scorch, Burn or Damage 







































Other popular Thermal-Jet uses are: 


@ CEMENTING FLOOR AND 
WALL TILES 


@ SETTING PLASTER, TILE, MARBLE 


@ BATTERY, GENERATOR, MOTOR 
@ PLASTIC MOULDING, SHAPING, REPAIRING 
SENDING REFINISHING BOATS, CANVAS 
* ’ 
@ REFINISHING ANTIQUES, CANOES 


FURNITURE, Etc. 
Has 101 additional HY-HEAT USES 


List Price Only $@_95 
moory uty nee B25 
Standard dealer discount i pm ‘ 


Individually packed in attractive COUNTER DISPLAY 
CARTON. Standard shipping carton 3-6-12 units with 
FREE advertising materials. Literature on request. 


ORDER THROUGH YOUR JOBBER 


or send order direct specifying your jobber. 









bah ESS 


pss pr ong 















Manufactured exclusively by 


KINETIC 
PRODUCTS CORP. 


31 S. 18th St., Philadelphia 3, Pa. 


A MODERN wait ‘SAFETY ENGINEERING DEVELOPMENT 
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HOWSON IN CHICAGO 
FOR WESTINGHOUSE 
LAMP DIVISION 


Gordon W. Howson has 
been appointed assistant 
manager of the Chicago dis- 
trict, Westinghouse Lamp 
Division, with headquarters 
at 20 North Wacker Drive. 

The district embraces all 
of Illinois except Rock Island 
and four northwestern coun- 
ties, and the Indiana coun- 
ties of Jasper, Lake, New- 
ton, and Porter. 

Mr. Howson has been in 
the electrical business since 
1936. He joined Westing- 
house in Chicago as a lamp 
salesman at the end of the 
war. Later he was branch 
manager in the Fort Wayne, 
Ind., lamp office for two 
years and more recently has 
been sales representative 
for Chicago’s Loop. 


TWO JOIN PERFECTION 
STOVE SALES STAFF 


Two men have been added 
to the sales staff of Perfec- 
tion Stove Co.’s Jersey City, 
N. J., district. They are Rob- 
ert A. Boyd and Edgar M. 
Hurd. 

Mr. Boyd has 18 years of 
business experience, his last 
post being with the Westing- 
house Electric Supply Co. at 
Albany, N. Y. He has also 
been associated with the 
Montgomery Ward & Uo., 
Pioneer Credit Corp., Water- 
vliet Arsenal and the First 
Trust Co. 

For three and one half 
years before coming with 
Perfection, Mr. Hurd was 
sales manager of the appli- 
ance department for’ the 
Farmers Hardware Co. For 
six years before World War 
II, Mr. Herd had been a 
salesman for Farmers Hard- 
ware Co., leaving during the 
war to take a job as assem- 
blyman with the General 
Electric Co. 


ELECTRESTEEM NAMES 
REPRESENTATIVES 


New sales representatives 
have been announced by Elec- 
tric Steam Radiator Corp., 
Paris, Ky., as follows: Clif- 
ford L. Wright Co., 77 Up- 
ham St., Melrose 76, Mass., 
for New England territory; 
Bill Schnirring Co., 313 Fifth 
Ave., New York 16, N. Y., 
for metropolitan New York 
and northern New Jersey, 
down to, but not including, 
Trenton; John A. Strom, 222 
N. Main St., Canadaigua, 
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N. Y., western Pennsylvania 
and New York state, except 
metropolitan New York City 
area; and Paul L. Stubbs, 
3681 Sutherland Road, Cleve- 
land 22, for state of Ohio. 





CERTIFIED WINDOW, 
DOOR AND PORCH 


SCREENS 
Wire window, door and 
porch screens have joined 


the list of building materials 
which are certified by the 
makers to be standard. 

In collaboration with the 
Insect Wire Screening 
Bureau, top-quality window, 
door and porch screen manu- 
facturers are now affixing a 
seal-type label to their screen 
frames certifying that the 
wire screening therein com- 
plies with all requirements 
of Commercial Standards CS 
138-49 for Insect Wire 
Screening, as issued by the 
National Bureau of Stand- 
ards, U. S. Department of 
Commerce. 

The seals are supplied to 
qualified users by the Insect 
Wire Screening Bureau, un- 
der the rigid provisions of a 
written agreement designed 
to guard against their use on 
screen frames in which any- 


thing other than standard 
insect wire screening has 
been installed. Application 


has been made to the U. S. 
Patent Office for registration 
of the design as a collectively 


owned trade-mark, title to 
which will be vested in the 
Bureau. 


The primary purpose of 
the certification seals is to 
enable architects, building 
contractors and home-owners 
to profit by the intensive and 
effective research which lies 
back of Commercial Standard 
CS 138-49 for Insect Wire 
Screening. 





H. F. DEVENS ADVANCED 
BY WESTERN BRASS MILL 

Harry F. Devens has been 
appointed staff assistant to 
the executive group of West- 
ern Brass Mill, division of 
Olin Industries, Inc., East 
Alton, Ill. 

Prior to joining Western, 
Mr. Devens was associated 
with Korhumel Heffron & 
Preiss Steel Co., Chicago, IIl. 
Before his tour of Navy duty 
in World War II, Mr. Dev- 
ens was in operations and 
sales with the Carnegie-Il- 
linois Steel Corp., Pitts- 
burgh, Penna., and Balti- 
more, Md. 


AMERICAN KITCHENS 
NAMES CHICAGO MGR. 


Arthur M. Bruninga has 
been named Chicago district 
manager for American 
Kitchens, the American Cen- 
tral Division- AVCO Mfg. 
Co., Connersville, Ind., an- 
nounced recently. 


SOUTHLAND MOWER 
NAMES SOUTH AREA 
SALESMAN 


Alfred Livengood has re- 
cently been appointed south- 
ern states sales representa- 
tive for Southland Mower 
Co., Inc., Selma, Ala. Mr. 
Livengood had been associ- 
ated with Pennsylvania Lawn 
Mowers for 25 years both in 
the plant and the sales de- 
partment. His headquarters 
are at the pla..t in Selma, 
Ala. 





HADFIELD WESTFIELD 
AGENT IN SOUTH 


The Westfield Mfg. Co. 
recently announced that Mel- 
vin E. Hadfield has been ap- 
pointed direct factory repre- 
sentative for the southeast- 
ern territory succeeding Jo- 
seph Redlinger who retired 
from active duty this Win- 
ter. 

“Mel” Hadfield was for 22 
years associated with his 
family’s store, The Hadfield 
Sport Shop at 10 Main 
Street, New Britain, Conn. 
For the past few years he 
operated this establishment 
with his two _ brothers, 
Charles and Royal. The Had- 
field Sport Shop has han- 
dled Columbia products since 
1935. 

His territory will include 


Florida, Georgia, Alabama. 
Mississippi and eastern 
Louisiana. 











ALABAMA ASSN. ELECTS: At the recent annual convention of the Retail Hardware 
Association of Alabama the following were elected officers, left to right front row, J. D. 
Bell, Clanton, second vice-president, Jack Callaway, Ensley, first vice-president, Ed L. 
Wilcoxon, Tuskegee, president, and Mrs. Euna G. Ramsey Birmingham, secretary. Second 
row, left to right: W. N. Boynton, Talladega, R. O. Cranford, Jasper, directors, Paul 
Andrews, Jackson, executive committee member, William L. Kline, Flomaton, Guy R. 
Coplon, Guntersville, directors, E. L. Crew, Anniston, executive committee member, 
Rupert B. Watson, Atmore, J. F. White, B. F. O'’Steen, Sr., Florence, directors. Officers 
not in photo are Fred Braswell, Demopolis, executive committee member and the follow- 
ing directors: A. C. Black, Alexander City, Silas Martin, Sr., Wetumpka, Elbert Ponder, 
Cullman, J. Oviatt Bowers, Tuscaloosa, and T. A. Carnes, Winfield. 
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OPEN DOOR POLICY FOR 
BRECK’S TOWARD 
SMALL MFRS. 


Luther A. Breck, president 
of the 133-year-old Joseph 


Breck & Sons, hardware 
wholesalers, Boston, Mass., 
has announced an “open 


door” policy to encourage new 
manufacturers. 

Breck’s of Boston urges 
that any samples or informa- 
tion be sent directly to the 
company’s buying offices at 
401 Summer Street, Bos- 
ton 10. 





GENERAL FILTERS MOVES 
INTO PLANT ADDITION 


General Filters, Inc., De- 
troit, has recently completed 
and moved into the new ad- 
dition of its plant. This most 
recent expansion of the plant 
doubles the size of previous 
facilities and is the second 
building program completed 
since the war. 

All of the space provided 
by the new addition will be 
devoted to manufacturing 
and shipping. 





REGINA BUYS CORBIN 
SCREW FLOOR MACHINES 


The Regina Corp., Rah- 
way, N. J., manufacturers 
of domestic electric floor pol- 
ishers and vacuum cleaners, 
has acquired the floor ma- 
chine business of the Corbin 
Screw Division of the Amer- 
ican Hardware Corp., New 
Britain, Conn., according to 
an announcement by Lan- 
non F. Mead, president of 
the Regina Corp. 





PERFECTION STOVE CO. 
NAMES N. J. SALESMAN 


John Montgomery, Jr., has 
joined the sales staff of Per- 
fection Stove Co. to repre- 
sent the firm in Southern 
New Jersey. 

A resident of Merchant- 
ville, N. J., Montgomery for 
seven years was employed 
by the Public Service Elec- 
tric & Gas Corp. of Camden, 
and for 2% years by the 
Sears-Roebuck & Co. Just 
prior to coming with Perfec- 
tion he was a salesman with 
Roberts & Mander Corp. 





LARRY E. COEN JOINS 
TRACY MFG. CO. 


Appointment of Larry E. 
Coen as Mid-West sales man- 
ager for Tracy Mfg. Co., 
Pittsburgh, has been an- 
nounced. He will make his 
headquarters in Chicago, 1142 
Merchandise Mart, where 
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Tracy has sales offices and 
display rooms. 

Mr. Coen has been identi- 
fied with the kitchen equip- 
ment business for many 
years, in sales positions with 
American Central Div., Avco 
Mfg. Corp., and recently con- 
nected with The Murray 
Corp., with Chicago head- 
quarters. 





CALORIC NAMES WILT 
CALIFORNIA SALESMAN 


The appointment of O. B. 
Wilt as Caloric Stove Corp. 
representative for the north- 
ern part of California was 
announced _ recently. His 
headquarters are at 1355 
Market St., San Francisco. 

Mr. Wilt has been ac- 
tively engaged in selling and 
merchandising in northern 
California since 1930—for 12 
of these years with General 
Electric’s major appliance 
division. 





MURRAY CORP. NAMES 
C. T. PATTERSON CO. 


The C. T. Patterson Co., 
Inc., New Orleans, La., has 
been appointed a distributor 
by the Home Appliance Di- 
vision of The Murray Corp. 
of America. 


Patterson will handle the 
new Murray line of steel 
kitchens, gas and electric 
ranges, and porcelain steel 
bathroom fixtures in Louisi- 
ana, southern Mississippi, six 
Alabama counties and six 
Florida counties. 





UNIVERSAL ADDS 
CHICAGO ELEC. 
HOUSEWARES MAN 


Landers, Frary & Clark, 
New Britain, Conn., has an- 
nounced the appointment of 
R. J. Harrison as district 
sales manager of electric 
housewares in Chicago. 

He succeeds W. H. Bond, 
who recently resigned. Mr. 
Harrison has been with Uni- 
versal for more than 15 
years. Prior to coming to 
Chicago, he headquartered in 
Des Moines. 





MURRAY CORP. SELECTS 
7 WESTERN JOBBERS 


Seven Western plumbing 
supply distributors were re- 
cently appointed by the Home 
Appliance Division of The 
Murray Corp. of America to 
handle the company’s new 
line of porcelain steel bath- 
room fixtures. 

The appointments include: 
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Edwards Plumbing Supply 
Co. and Pacific Plumbing & 
Heating Supply Co., San 
Francisco; Empire Supply 
Co., Inc., Visalia, Cal.; Sierra 
Pipe & Supply Co., Bakers- 
field, Cal.; Keller Supply Co., 
Seattle, Wash.; Salt Lake 
Hardware Co., Salt Lake 
City, and Jahns Supply Co., 
Fort Worth, Texas. 





HIERS DISTRICT SALES 
MGR. FOR WOODHOUSE 


E. S. Washburn, general 
manager, Woodhouse Chain 
Works, Trenton, N. J., has 
announced the appointment 
of J. L. Hiers as district sales 
manager. 

Mr. Hiers will be in charge 
of Woodhouse sales activi- 
ties in northern New Jersey, 
New York and western Penn- 
sylvania. 

For the past three years he 
has been affiliated with the 
chemical sales department of 
The American Agricultural 
Chemical Co. 


KANTENBERG NAMES 
BILL PLOWFIELD 


W. E. Kantenberg Co., 
Freeport, Ill., has announced 
the appointment of Bill 
Plowfield, 2008 W. Passyunk 
Ave., Philadelphia 45, Pa., 
as representative for east- 
ern Pennsylvania, Maryland, 
Delaware, northern New 
Jersey and New York City. 
He will open a sales office in 
New York City to handle 
that part of his territory. 





FAIRBANKS-MORSE & CO. 
NAMES PURCHASE AGENT 


Donald L. Harwood has 
been appointed purchasing 
agent of Fairbanks, Morse & 
Co., Chicago. 

Mr. Harwood began his 
business career by joining 
the Fairbanks, Morse & Co. 
Three Rivers’ plant at 
Three Rivers, Mich., in 1926. 
He was previously assistant 
purchasing agent of the com- 
pany. 
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MARIUS H. HANSON 


Marius H. Hanson, 65, 
founder of the Hanson Scale 
Co., died at his home recently 
in Evanston, Ill. Due to his 
many contributions to the 
scale industry he had been 
termed as the “grand old 
man” of that industry. In 
Chicago in 1888, after leav- 
ing his home in Denmark and 
spending several years in 
Leningrad, Russia, he estab- 
lished a machine shop, Han- 
son & Drews. His brother 
bought out his interests and 
in 1891, Mr. Hanson invent- 
ed a small scale for household 
use utilizing a formed metal 
body. Upon the death of his 
brother in 1922, Mr. Hanson 
assumed full control of Han- 
son Bros., and changed its 
name to Hanson Scale Co. 
Continuing in the business 
are his son, Stan L. Hanssen, 
and grandson, Stan B. Hans- 
sen. 





GEORGE W. BAKER 


George W. Baker, 69, re- 
tired sales representative, 
Pratt & Lambert, Inc., died 
after a heart attack in Ocean 
City, N. J., recently. Mr. 
Baker, a salesman in the 
company’s eastern division, 
Long Island City, N. Y., since 
1914, retired in 1946 after 


32 years of continuous ser- 
vice in the Brooklyn terri- 
tory. He was a member of 
Florence Masonic Lodge 78, 
Woodbury, N. J. 


WILLIAM J. DILLON 


William James Dillon, 83, 
a one time president of the 
Michigan Retail Hardware 
Association and retired hard- 
ware store owner, died sud- 
denly at Providence hospital, 
Detroit, after suffering a 
heart attack. 

A former salesman for 
several nationally known 
hardware firms in northeast- 
ern Michigan, many years 
before founding his own 
store, Dillon Hardware in 
Detroit, Mr. Dillon retired 
from active business in 1948 
after selling his store. 





ORRIN E. WILEY 


Orrin E. Wiley, partner in 
the Rankin Hardware Co., 
Shelby, Mich., died unex- 
pectedly at his home north 
of Shelby. He had been asso- 
ciated with the Rankin Hard- 
ware Co., for 34 years and 
four years ago he and Gerald 
Cleveland purchased the Ran- 
kin store. He was a member 
of the Chamber of Commerce 
and the Shelby Community 
Farm Bureau. 
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2 STUBS 


FINEST PRECISION 


NEEDLE FILES 





STUBS ... 
of Files... SINCE 1773 


. Used 


List Price 


; and PREFERRED by 
those in the highly-skilled trades 

Watch Makers, Tool and Die 
Makers, etc.—who 
finest in perfect, fine needle files 


COMPLETE ASSORTMENT 


NEEDLE FILES 


512" Long—Cut #2 
Packed 1 doz. assorted or 
1 doz. of one shape. 


World Famous Makers 









require the 


$4.00 per doz. 


DEALERS $%.67 = (/ 
NET PRICE 2 tm k oes 
Also Available in 434” and ‘ “ rs urd: 


6'4”" Sizes. Cut 


Made 


BELF 


Al 





BELF 
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“o” and 4” 
in England. /* 
U.S.A. DISTRIBUTOR 


& LUSTIG 118, HAMBERS ST. 


NEW YORK 7, N. F. 


PHONE-BEEKMAN 3-1872 


Cle vr ae a ey 


Immediate Shipment from New York 
Warehouse. 

Manufactured from finest alloy carbon and 
high speed steel. Precision made to American 
standard lengths, fully guaranteed. Made in 
France. 

Dealers discounts from 
price list: 


CARBON STEEL: 







































American standard 


Straight shank, jobbers 
length 1/16-/.” 48% 
Wire Gauge #1-60 % 

HIGH SPEED STEEL: 

Straight shank, jobbers 
length 1/16-14” 47% 
17/64-1/.” 34% 
Wire Gauge #1-60 47% 

Special NET PRICES for 
DRILLS in Sets: High 
1, 16-1/4”—10 pes. in need Speed 


plastic container ...... $ .90 $1.75 
1/16-1/4”—-13 pes. by 64th 


in round plastic container 1.20 2.50 
1/16-1/2”—29 pes. ...... 6.00 15.50 
No. 1 to 60—29 pes. Wire 

Gauge psu hie de denvac 5.00 10.00 


pe. SET ON CARDS. 
ALLOY CARBON STEEL 
5 /64—3 /32—1/8—5/32 


RM ot eer aa 40¢ ion 


Circulars and further information on 
request. Jobbers inquiries invited. 





. DISTRIBUTOR 


& LUSTIG 145 CHAMBERS ST. 


NEW YORE 7, N.. ¥. 
PHONE-BEEKMAN 3-1872 





HAROLD JOSEPH Mc- 
CARTY, 70, partner in the 
firm of H. J. McCarty & 
Son, hardware manufac- 
turers’ representatives, 11 
Park Place, New York 
City, started in 1900 as a 
traveling salesman cover- 
ing New York state and 
the New England area 
with the original firm of 
J. C. McCarty & Co. 
“Chip,” as he is familiarly 
known, remained on the 
road about 25 years. 

Mr. McCarty’s interest 
in the hardware field was 
influenced by his father, 
the late John C. McCarty, 
who founded the firm in 1858, and by his older 
brothers, the late Ed, George and Leo McCarty, 
who followed in their father’s footsteps. Mr. 
McCarty was treasurer of the Hardware Lunch- 
eon Club which met at 253 Broadway, New 
York City, for many years. He is a member 
of the Eastern Hardware Golf Association and 
regularly attends Atlantic City hardware con- 
ventions. He always has been an_ all-around 





HAROLD J. McCARTY 
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sports enthusiast and in his younger days was 
a participant in semi-pro baseball. He boasts 
of having seen a part of every World Series 
since 1908. Winter finds him rooting at boxing 
matches, while in summer he indulges in fishing 
at Monmouth Beach, N. J. His greatest pride is 
his 12 grandchildren. 


OLEN ALONZO Mce- 
PEEK, hardware dealer at 
Netcong, N. J., has com- 
pleted 51 years of service 
to New Jersey shoppers. 
He started work as an ap- 
prentice in a general store 
at $10 per month plus 
board. It was his job to 
take care of a team of 
horses and sweep out the 
store before the opening 
of the store at 7 a.m. Mr. 
McPeek recalls that the 
store remained open until 
all the discussions around 
the hot stove had come to 
a close. Mr. McPeek’s sec- 
ond job was in the hard- 
ware store of the late J. W. Thompson in Andover, 
N. J., where he stayed 20 years. His next job was 
as manager of the hardware store of the late John 
Wills, in Stanhope, N. J., where he spent 14 years 
before buying the W. E. Bostedo hardware busi- 
ness in Netcong, N. J., 14 years ago. Mr. McPeek 
served on school boards in two towns, was a coun- 
cilman and acting mayor of Andover, and is a 
former chaplain of the Sussex County Firemen’s 
Association. He marked his 69th birthday on 
March 12. 


OLEN A. McPEEK 


LEON M. LONGLEY, 
80-year-old hardware deal- 
er of Norway, Me., started 
his business career 50 
years ago, Oct. 27, 1899, 
on his 30th birthday when 
he arrived in Norway with 
a bag of plumber’s tools. 
In 1913, Mr. Longley ac- 
quired a hardware busi- 
ness which was _ started 
106 years ago. In 1920, 
Mr. Longley was joined 
by his son, Forrest, and 
the business has been op- 
erated by father and son 
for the past 30 years. Mr. 
Longley has a reputation 
as a story teller. In his 
younger days he enjoyed fishing, mountain climb- 
ing and camping with his family. He now winters 
in Florida where he enjoys shuffleboard, church 
gatherings, Maine meetings and concerts. He also 
keeps a motorboat on Lake Pennesseewassee, in 
Maine, and cultivates a small garden. 





LEON M. LONGLEY 
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Extra Profits for You 


a ~SHREDOMAT 
sat Sa, 


Sos ae 
oats 


su 


TIE IN WITH THIS 






SENSATIONAL Rival 


SHRED-0-MAT_ 


IN- STAINLESS STEEL 


CAdO7C PROMOTION! 


hy one 





Handsome, Eye-C << Sales 
Producing Counter Display 
demonstrates how SHRED-O- 
MAT saves time, saves skinned 
fingers, makes a hard chore 
easy! Also window streamers, 
ti@in mats, layouts, hand bills. 





C “ stainless Steel Shred- 
O-Mat, the biggest 
SB ever — with 4 Stain- 
less Steel Discs! 
- B. SHREDS COARSE 
- *y C. SLICES 
ww D. GRATES 
for YOU! 
cially Priced Merchandising 
Assortment Cat. No. S-4 con- 
motion material and 4 (Red, 
White, Yellow and All 


~~ 
. >: Kitchen Sensation in 
years now better than 
A. SHREDS FINE 
Extra profits with the Spe- 
taining counter display, pro- 
Chrome) SHRED-O-MATS. 








*® TRADE MARK 





ORDER YOUR S-4 SHRED-O-MAT 
ASSORTMENT WITH FREE DISPLAY 
AND PROMOTION MATERIAL FROM 
YOUR DISTRIBUTOR TODAY! TIE IN 
WITH SHRED-O-MAT AND CASH IN 
ON THE SALAD SEASON! 


NATIONAL @ LOCAL 
AD CAMPAIGN 


Hard 
timed for the 
SHRED-O-MAT’ 
ing Season! 
tention to your display 
ing 36,000,000 reader of 
LADIES’ HOME JOURNAI 
GOOD HOUSEKEEPING, 
PARENTS’ MAGAZINES! 


smashing, pdverti ing 
“Salad Season” 
Peak Sell- 
Every ad calls at 


reach 






LTD. MONTREAL 



















RIVAL MANUFACTURING CO. Kansas City, Mo” 


RIVAL MANUFACTURING CO. OF CANADA, 
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every DOOR NEEDS THREE! 


RIFFIN- 


a a 
BUILDERS 
HARDWARE 


i, GRIFFIN 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder’s hardware... 

quality produced by 

Griffin. 





anufacturing Company 





ERIE » PENNSYLVANIA 


SALES OFFICES 

45 Warren Street, New York 7, New York 
1639 Fargo Avenue, Chicago 26, Illinois 
9344 Woodward Avenue, Detroit, a 
115 Broad Street, Boston, Massachuse' 
703 Market Street, San Franciseo 3, California 
917 St. Charies Avenue, Atlanta, Georgia 
yond North Harwood, Dallas, Texas 

4524 East 60th Street. Seattle, Washington 
785 North President Street, Jackson 6, Mississippi 
4638 Mill Creek, Kansas City, ssouri 
2611 Garrison Bivd., Baltimore is "Sane and 
1620 Garfleid Street, Denver 6, Colorado 


IN CANADA 
15 Wellwood Avenue, Toronto, Ontario 





CONGRESS PULLEYS 


For 
HIGHER 
PROFITS 


FASTER 
TURNOVER 





GET THIS NEW DISPLAY 


Contains 50 individually boxed pulleys— 
in the popular fast-selling sizes and bores. 
You make higher profits and have faster 
turnover when using this handsome, new 
3-color Counter Assortment with visual in- 
ventory control. Write your jobber for new 
low prices and full information. Also get 
the Congress V-Belt Display Assortment. 


CATALOG ON REQUEST 











CONGRESS *:::::° DRIVES 


3750 E. OUTER DRIVE, DETROIT 34, MICH. 





— HOTTES 





LAWN SUPPLY ITEM FOR 1950! 





@ Controls crabgrass positively—will not harm de- 
sirable turf grasses! Mix and use as directed. 


@ Just what your lawn-growing customers have 
been waiting for! 


@ The cheapest, easiest way of eradicating this 











worst of lawn pests! 


@ Your customers have read about it in national 
publications — WEEDANOL advertising will tell 
them more! 


@ Really interesting profit margins! WRITE FOR 


PRICES! 


ASSOCIATED CHEMISTS, INC. 


NORTH COLLINS, N. Y. 
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More Profits 
for Myers Dealers! 











Again, Myers says: “More sales-power to you.” And 
again, Myers gives you what it takes—in a brand-new 
line of Centrifugal Pumps—an easier-to-sell line be- 
cause it’s so basically simple! Construction of new 
Myers Centrifugal Pumps assures greatest operation 
economy, widest adaptability. Capacities range from 
10 to 525 gpm., against heads to 300 ft. and at temper- 
atures to 220° F. Interchangeability of parts cuts in- 
ventory costs. Casing and impeller are easily replaced 
to suit changing conditions. Engineered throughout to 
minimize thrust, friction, wear—give lasting customer 
satisfaction. Broad range of sizes covers widely varied 
needs. Write for a full list of sales features—offered 
for the first time in the new Myers Centrifugal. 


THE F. E. MYERS & BRO. CO. 
Dept. S-61, Ashland, Ohio 











DISTRIBUTORS: 


SEAL RITE Paint with Color Tint 
enables you to do a bigger volume 
paint business with a smaller dol- 
lar investment. This is because 
you stock only WHITE, receiving 
free of charge Color Tint tubes to 
make 30 different shades. Its a 
revolutionary idea that’s going 
over big! Investigate! 


DEALERS! 


Think of being able to offer your 
customers a choice of 30 different 
shades of Flat, Semi-Gloss, Enam- 
el, House Paint, ete., and yet all 
you have to carry in stock is 
WHITE! No wonder paint dealers 
are changing over to the new sys- 
tem of SEAL RITE. Paint with 
Color Tint! The tubes are FREE. 
Investigate! 
Write Detroit Office for Details 
° 


SEAL RITE CAULKING CO., Inc. 
Home Office: 6335 Lyndon, Detroit 21, Mich. 
Los Angeles Brooklyn 
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SELL FASTER AND GIVE 


LASTING SATISFACTION 
TO CUSTOMERS 


41 YEARS of air conditioning leadership. 


Finest tooling and modern machinery with latest 
production techniques assure top quality at lowest 


prices. The best air cooler value money can buy. 


A model for every requitement, the most complete 


line of sizes and models ever offered the trade. 


Sound backing with eye appealing, confidence 


building, modern and complete sales aids. 


Dynamic nation wide newspaper, radio and 


magazine advertising. 


Advertised in LIFE, TIME, BETTER HOMES & 
GARDENS, HOUSE BEAUTIFUL and others, 


Heard on coast to coast radio networks. 


oo°00 00 


Why not sell the fastest moving, profit 
making winner — SELL SNO-BREZE. 


PROVEN BEST BY FIELD 
PERFORMANCE TESTS 


Write today for free literature.‘'3 


PALMER MFG. CORP., Phoenix, Ariz. 
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WOODENWARE 


Ball - Bearing 
LAZY SUSANS 









Sounds impossible, but we've 
improved our Lazy Susan. 
They spin with the flick of 
a finger. Most beautiful hard 
maple in the world. Sizes 
16” - 18" - 20". Available in 
7 exclusive Rio Grand hand- 
painted patterns. 


WEDDINGS 





Our most popular gift for 
showers and weddings. Beau- 
tiful hard maple, gaily deco- 
rated with fruits, vegetables, 
or dark green leaves. Pol- 
ished brass plate hardware. 
Use individually or as center- 
piece on Lazy Susan for nuts, 
chips and flakes. 


A FAVORITE GIFT 





This colorful handpainted 
design of bright red cher- 
ries, our first open stock pat- 
tern, is always a best seller. 
Sizes 6” to 17”. Cherry Ripe 
is available on 27 different 
pieces of Rio Grande. 


Send for Catalog 
and Price List on 
complete line. 


ANNIVERSARIES 





2421 McKINNEY AVENUE | 
DALLAS , TEXAS 
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The Business Outlook—Markets and Price News 











(Continued from page 14) 


pet from mid-April to the third 
week in May. Prices of live- 
stock, particularly hogs, rose 
sharply, and grain prices gen- 
erally advanced. Prices of steel 
scrap, non-ferrous metals, rub- 
ber, lumber, and some other 
industrial materials increased 
further. Wool prices continued 
to advance and, in mid-May, 
cotton gray goods prices, which 
had been declining, strength- 
ened. 

A later report from the Bu- 
reau of Labor Statistics indi- 
cates that wholesale commodity 
prices rose an average of 0.1 
pet in the week ended May 23. 
The new B.L.S. index was 156.1 
pet of the 1926 average, 1.6 pct 
above four weeks ago and 0.1 pct 
above the comparable week of 
1949. 


Consumers’ Prices 
Down 1% in Year 


Consumers’ prices remained 
unchanged during April, but 
over the past year, ending in 
April, they dipped 1.1 pct, ac- 
cording to the National Indus- 
trial Conference Board. 

Only eight of 25 cities sur- 


veyed showed consumer price 
declines in April. Two cities, 
New York and Los Angeles, re- 
mained unchanged. The great- 
est increase was noted in Sac- 
ramento, Cal., where the index 
went up 1.6 pct over the month. 
The sharpest decrease occurred 
in Boston, where the index 
dropped 0.5 pct in the same 
period. 

The purchasing value of the 
consumer dollar (January, 1939 
as 100 cents) was 62.7 cents in 
April, 1950. This represents an 
increase of 1.1 pct over its level 
of April, 1949, when it stood at 
62 cents. 


Industrial Inventories 
Rise After Lag in Sales 


Production throughout the 
nation is still on the increase, 
but sales are starting to lag 
and inventories are piling up. 
This was the view contained in 
two recent separate govern- 
ment reports on current busi- 
ness conditions: 

The Federal Reserve Board’s 
latest index of industrial pro- 
duction rose another two points 
during April, to 189 pct of the 





Slight Decline in Hardware Sales in April 








— RETAIL HARDWARE 
SALES 





1948 1949 





SOURCE DEPT OF COMMERCE 


HARDWARE AGE 
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April retail hardware sales were estimated at $162 million—just $2 million below 
March sales. The highest total for 1950 was $168 million in February. 
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Here’s the modern 
touch of beauty 


BS National 


CABINET HARDWARE 


Smart homemakers are interested in an attractive kitchen where efficiency and finger-tip con- 
veniences make housework a pleasure. 





Ample cabinet space for dishes and culinary appliances is the new order of the day. A place 
for everything and everything in its place is the popular trend toward gracious living. 


National designers have scored a direct hit with this wide assortment of cabinet hardware 
made in a variety of sizes and styles to fully accommodate practically every type of cabinet 
construction. Heavy chrome plating keeps this hardware looking beautiful and bright with a 
minimum of care. 


National hardware is carefully packed and labeled to 
assure its freshness reaching your trade intact. It’s easy to 
sell and stock hardware with this built-in quality look— 
try it now! 
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No. 216 
Round Knob Pull 
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Three of a kind 










MODEL 161 
Magnifying Lens 


MODEL 187 
Magnifying Lens _~ 


MODEL 134 
Airplane Dial 


ecccccccccccce/me 


Health-o-Meter 


\\ Ait. Sealed 


Leadership for over 30 years is 

no accident! Ever since 1919, 

when Health-o- Meter intro- 
duced the first bath scale, we have 
followed one objective—‘fo build pre- 
cision weighing instruments that per- 
form accurately for the longest possible 
time. That is why Health-o-Meter 
Scales have the acceptance of the 
medical profession and why they are 
preferred in thousands upon thou- 
sands of homes. 

You can count on Health-o-Meter 
Scales for the kind of product ac- 
ceptance that means a ready market 
and substantial profits. Get your 
share of this profitable business by 
making Health-o-Meter Scales your 
line of bath scales. 








CONTINENTAL SCALE CORPORATION 
5701 S. Claremont Avenue «+ Chicago 36, illinois 
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1935-39 average. Projecting the 
index into May, the Board said 
it “apparently showed a similar 
increase” for last month. 

However, the U. S. Dept. of 
Commerce, in its monthly re- 
port on manufacturers’ sales, 
said April sales dropped 5 pct 
below March, and new orders 
to manufacturers slumped 10 
pet. As a result, the Depart- 
ment said inventories increased, 
and unfilled orders dropped 
slightly. 

The Reserve Board’s_ eco- 
nomic experts noted a general- 
ly favorable picture in manu- 
facturing and construction ac- 
tivity. They said sales of dura- 
ble consumer goods were at 
“exceptionally high levels.” 

The rise in industrial pro- 
duction since March has re- 
flected chiefly big gains in iron 
and steel output, automobile 
manufacturing, and the ma- 
chinery industry. 


Large Independent Stores 
Slipped 1°% in April 

Sales of large independent re- 
tailers during April slipped 2 
pct below the dollar volume re- 
ported for the like month a year 
ago, and 1 pet under March. 

A U. S. Department of Com- 
merce report, covering 14,000 
stores, showed that substantial 
increases over April, 1949, for 
motor vehicle and building sup- 
ply dealers failed to offset de- 


clines in other categories. 


The current home-building 
boom boosted sales of lumber 
and building materials dealers 
an average 16 pct above April 
a year ago. Furniture stores 
also benefited; with a 3 pct 
year-to-year climb. 

Motor vehicle dealers had an 
April sales gain of 8 pct over 
the 1949 month but their vol- 
ume was off 5 pet from March. 

Leading the declines were 
apparel, dry goods and gener- 
al merchandise establishments, 
down 13 to 14 pet. 


Little Change in 
Retail Distribution 

The Federal Reserve Board’s 
index of department store sales 
in April was 292 pct of the 
1935-39 average, as compared 
with 293 pet in April, 1949. 
Sales in the first three weeks 
of May continued close to year- 

















Opens up sewers blocked by roots, paper, 
waste, leaves, etc. Highly efficient. Adver- 
tised in Saturday Evening Post, Better Homes 
and Gardens, House Beautiful and others. 
Retail: 20 Ib., $8.35; 40 Ib., $14.60; 100 Ib., 
$24.90, f.0.b. Detroit. From your jobber or 
direct. 
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KEEPS BASEMENT PIPES DRY 
Fast seller! Every home needs 
this Fiberglas pipe insulation. 
Easy to apply. Standard 
package, $1.50 retail. Covers 
20 ft. basement pipe. Folders 
and mats are available. 


WRITE for LITERATURE 


ASSOCIATED SPECIALTIES CO. 


10674 Gratiot Ave., Detroit 13, Michigan 
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PORTABLE ELECTRIC 
Ya-INCH DRILL 


Consistently Advertised 
NATIONALLY 








Model 1950-H 
(with precision, hand- 
operated chuck) 
Retail Price $17.95 
Model 1950-G 
(with precision gear chuck) 


Retail Price $19.95 

Wins on Performance 
—Sales and Profits for 
Home, Farm, and Shop 


For Drilling 


(and with attachments ) 
* SANDING 
* POLISHING 
* GRINDING 
* SHARPENING 


This drill is designed for power, for easy 
handling, and for durability that means 
solid user satisfaction. Weighs only. 3 
pounds, 2 ounces. Cutler-Hammer lock-type, 
trigger switch for precision control. No-load 
speed, 1600 rpm.; full-load speed, 1000 
rpm. Universal 110-120 volt, AC-DC motor. 
Die-cast aluminum alloy housing. Complete 
with rubber-covered cord and attachment 





Drill Kit 
Retail Price $21.65 


Metal kit includes Model 
77 Portable Electric Drill with auxiliary side 
handle, drill bits, adapter, molded-rubber disc, 
sanding discs, lamb’s wool polishing 
bonnet, buffing wheel, wire wheel 
brush, grinding wheel, paint mixer, 
and horizontal bench stand for drill. 


Model 77 Drill $1295 
(with hand-operated chuck 


Get new 16-page catalog with 
full information on the complete 
line of Portable Electric Tools for Ses 

farm, home, and shop. —=_ 


PET PORTABLE ELEcTRIC TOOLS, INC. 


332 West 83rd Street, Chicago 20, IIinois 
In Canada: 369 Danforth Rd., Toronto 13, Ont. 
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ago levels, despite lower ap- 
parel sales. Retail sales of ra- 
dios, television sets, and other 
“durable” house furnishings, 
continued considerably above a 
year ago. 

Department store sales 
throughout the country in the 
May 20 week were 2 pct under 
a year ago, the Federal Reserve 
Board estimated. Showings of 
the various Reserve districts in 
that week ranged from an 11 
pet gain over 1949 in Dallas, 
to declines of 8 pct each at 
Beston and New York. 

For the period Jan. 1-May 20, 
store sales have averaged 3 pct 
below last year. 

Dollar sales of chain stores 
and mail order houses in April 
picked up slightly from the pre- 
ceding month, to $2,232 million, 
but they were $69 million under 
April, 1949, according to the 
U. S. Department of Commerce. 

Mail order houses suffered a 
drop of about 5 pet from March 
in sales from catalog orders. 
Most other non-durable groups 
showed little change. 


Dealer Stocks Seen 
Too Low for Demand 


Unrest over the threat of pos- 
sible losses has kept dealers’ 
inventories at a “thread-bare 
level” for well over a year, but 
apparently a number of retail- 
ers are beginning to realize 
that this ultra-conservatism 
has frequently left stocks so 
depleted that sales have been 
lost. An increasing number of 
merchants now believes that in- 
ventories will have to be ma- 
terially strengthened if they 
are to take full advantage of 
favorable ovér-all business 
prospects for the rest of 1950. 

An executive of one leading 
Chicago department store says, 
“We are convinced that we 
must take a considerably 
stronger inventory position. If 
we are to get the business that 
now seems in prospect we will 
need much greater depth of 
stock, color, size and variety 
in many lines.” 

Another department store ex- 
ecutive points optimistically to 
the enormous sales volume like- 
ly to result from this year’s ex- 
pected completion of more than 
a million new homes. Estimates 
are that each of these new 





A FAST Seller Because It 
Makes Painting So Easy 
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You'll step up sales in a 
hurry when you show cus- 
tomers this Spraymaster— 
a complete, easy-to-use sprayer for 
painting cars, furniture, radiators, and 
scores of farm and home jobs. Twin-cylin- 
der compressor, equalizer storage tank 
tested to 90 pounds presstre, maintain- 
ing 25 to 30 pounds pressure. Spray gun 
of lightweight aluminum, capacity one 
quart, will accommodate standard 
Mason jar. Complete with 10 foot-rub- 
ber hose and handle for easy carrying. 


SEND TODAY 


Get new 16-page cata- 
log with full information 
on the complete line of 
Portable Electric Tools 
for farm, home, and shop. b 


ET : 
ess PorTABLE ELecTRic TOOLS, INC. 


332 West 83rd Street, Chicago 20, Illinois 
In Canada: 369 Danforth Rd., Toronto 13, Ont. 
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Estimated Sales of Wholesale Hardware Distributors 


1939 

January 39 
February 37 
March. . 48 
April 47 
Total for 4, Months 171 
May 52 
June 51 
July. 45 
August 50 
September 60 
October 60 
November 54 
December. . 49 
Total for Year 592 


Source: Bureau of Census. 





By Months 1939 to April 1950 
($000,000 omitted) 














1940 1941 1942 1943 1944 1945 1946 1947 1948 1949 1950 
14 dd 89 59 72 87 120 185 204 184 160 
4] 52 83 64 82 85 126 191 207 178 173 
49) 61 93 73 89 103 141 219 246 222 219 
55 74 93 74 85 97 154 227 256 204 207 
189 242 358 270 328 372 541 822 913 788 hig 
57 77 78 71 86 93 159 216 235 206 
3) 77 80 76 8&9 92 7 202 237 198 
DD 79 73 73 82 89 162 200 227 171 
9 82 74 75 91 96 7 204 248 192 
63 87 73 73 90 97 176 222 253 215 
71 91 74 76 94 115 214 254 262 212 
65 sO DS 77 89 108 195 212 241 197 
67 82 5S 75 82 103 185 211 212 175 
682 a “897 926 S66 1031 1163 1963 2543 2826 2352 





homes represents a minimum 
demand for $2,000 worth of fur- 
niture and furnishings, with 
another $500 to $700 altogether 
possible, if individual incomes 
remain at their present high 
levels. 

Dealers also expect that the 
arrival now of sustained warm 
weather will send volume up 
sharply in many lines, in which 
case many inventory-short deal- 
ers may find themselves with- 
out adequate stocks. 


Biggest Shipment of 
Copper Goods in Months 
Brass mills, wire mills and 
foundries used more copper, in 
products shipped from their 
plants during April, than for 


any other month since October, 
1948, 


considerably more copper could 
have been sold if the metal were 
available. Just about all the 
supply for the rest of the first 
half-year has been sold or ear- 
marked for customer account. 
Orders for July shipment are 
being booked, but the uncer- 
tainty as to whether there will 
be a two cents a pound import 
tax after June 30, is a drawback 
to sales for that month’s ship- 
ment. The present law suspend- 
ing the copper duty expires at 
the end of June unless Congress 
acts to continue it. 


Less Demand for Lead 
Demand for lead recently is 
described as “satisfactory,” but 
business is on a much smaller 
scale than it was several weeks 
ago. The volume of lead sold, 


cient to take care of day-to-day 
mine production, and custom 
intake of ore and scrap. Even 
so, in contrast to the scarcity 
of supplies of copper and zinc, 
there are understood to be 
good-sized stocks of lead avail- 
able for industrial consumers. 


Machine Tool Orders 
Confirm Plant Expansion 

A greater business optimism 
has renewed encouragement to 
plant expansion, Treasury Secre- 
tary John W. Snyder stated re- 
cently in a talk before business- 
men. 

“This resumed rise in plant in- 
vestment is confirmed by an up- 
turn in new orders for heavy 
equipment,” said Secretary Sny- 
der. “Orders for machinery and 
for machine tools have both been 











Industry members say that on the average, was about suffi- rising sharply since the third 
° 1 
Wholesale Hardware Inventories 
By Geographic Divisions, for April, 1950 
End-of-Month Inventories (Cost Stock-Sales Ratios? 
Weeks’ Supply 
Percent Change of Inventory 
April 1950 vs Amount (Add 000 on Hand 
Number 
Geographic of April March April April March April April March April April 
Divisior Firms 1949 1950 1950 1949 1950 1950 1949 1950 1950 1949 
UNITED STATES TOTAL 232 3 1 $134,000 $138,626 $135,565 239 253 232 13.7 14.5 
New England 15 = + 1 4,557 4,229 327 344 340 18.7 19.7 
Middle Atlantic 45 + 1 + 3 15,043 14,765 196 200 188 11.2 11.4 
East North Central 36 + 1 + 4 25,488 24,663 239 265 222 13.7 15.1 
West North Central 31 + 1 — 3 24,679 25, 660 262 242 246 15.0 13.8 
South Atlantic 47 7 11 18,432 9,336 198 220 222 11.3 12.6 
East South Central 14 + § 9 5,868 6,769 205 193 224 11.7 11.0 
West South Central 14 10 + 1 14,734 13,203 243 269 229 13.9 15.4 
Mountain | 9 +12 + 2 2,832 3,130 303 265 267 17.3 15.1 
Pacifie 21 11 + 1 26,993 23,810 281 328 258 16.1 18.7 





2 


i—Includes 6 reports received too late to be incorporated in Census Bureau published releases. 2—Stock-sales ratios are 


obtained by dividing the stocks by the sales for an identical group of firms 


*—Calculated by dividing end-of-month inven- 


tories at cost plus mark-up by sales during month and multiplying the quotient by the number of weeks in the months 


Sales include direct shipments and consignment business. 


owned stocks. 
Source: Bureau of Census 


Weeks’ supply is lower 


than if based on cost of sales from 
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large size | 
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DISPLAY YOUR CHINA FOR BETTER BUY APPEAL 


Our Devices Display it Best. Sell Many of These Gadgets to Your Customers. Most 
ook as if They Were Made of Solid Gold. 








REGAL 
CUP & SAUCER STANDS, 
TWISTED WIRE 







STANDS RACKS a gt er Page 
Small Size $1.00 7 Plate Collapsible “an be adjusted to show cup 
Ree Type. Enamel Finish. DINNERWARE and saucer to best advantage. 
. . $12 Doz. RACKS 3 sizes. Tea cup. demi-tasse 

Med S 1.50 — ; 
uevane Stee 5 7 Plate Non-collapsi- Racks for 20 piece set and miniature. All sizes $1.50 


doz., Large Platter —b,1e Type. Solid Brass. 


$3 doz. $9 Doz. $2.00. Racks for 32 piece SKELETON RACK °°” ALL MADE FROM 
SOLID BRASS 6 Plate Non-collapsi- set $3.00 each. Racks for Displays one of SOLID BRASS 
ble Type. Nickel 52 piece set $4.50 each. each piece of any . o~ 
Plated. $6 Doz. set. $1.25 each. 
PLASTIC CUP 
& SAUCER STAND 
Mahogany Color for Demi- 
tasse & Teacup. j ; 
Pees a See ee UNIVERSAL UNIVERSAL 
PLATE STAND CUP & SAUCER 
: MAJESTIC BRASS Gilded, twisted STANDS 
REGAL DOUBLE SPRING PLATE HANGER wire. Small size Well made, gild- 


—$1.20 doz. Me- ed wire. 4 sizes: 
dium size—$1.80 tiny, miniature, 


PLATE HANGER 


ss . : Where a plate hanger is want- 
Simple in construction. Meets 


: e of lat ed with a lot of looks. Sizes qoz. Large plat- demi-tasse & tea- 
ony ote =o oe te plates as follows: ter size — $2.40 cup all sizes 
hanger. Sizes for plates as #321 for 4” to 5” is: $1.20 doz. 
followg: = ' #322 for 5” to 7” 

#0 for 4 to 5% #324 for 7” to 9” 

UNIVERSAL SINGLE #% for 5” to 614” #325 for 9” to 11” WALL PLATE , 
SPRING PLATE HANGER #1 for 6” to 714” #326 for 11” to 1214” RACKS i im 
Individually wrapped. Gilded #2 for 714” to 9” ao All Solid Brass 
: bs . SOLID BRASS. Lacquered. " 
tips. Made where extreme #3 for 9 to 10% , To hang as many 

az e 3 All sizes $2.00 doz. Indi- 
competition must be met. A #4 for 101%” to 11% e plates as desired : 
, . - a vidually wrapped. : 

better hanger in this price #5 for 1114” to 124% on a wall in series. 
range. Made in 2 sizes. Small #6 for 12144” to 174” Small for plates to 6”. Medium for plates to 10”. First hanger 
size for plates 5” to 7” and All sizes $1.50 doz. Individu- 35¢. Additional hangers $2.00 doz. Large size for plates over 
large size from 7” to 11”. ally wrapped. 10”. First hanger 50¢. All additional hangers $2.40 doz. All 
$1.00 doz. ALL SOLID BRASS solid brass. 


NEW LOW PRICES ON THE BEAUTIFUL AND ORIGINAL PRINCESS CERAMICS 





Miniature cups & #300-D Demi- #350 Demi-tasse. #400 Slippers. $24 doz. #800 Wall Demi- 
sau. $15 doz. tasse. $24 doz. $30 doz. #500 Slippers. $30 doz. tasse. $30 doz. pr. 
TERRITORY OPEN 
FOR SALESMEN 
and Jobbers 


264 N. W. 26TH STREET, MIAMI, FLORIDA WRITE 
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Here’s a NEW 
utensil to boost 
your kitchenware 


ALES! 
Aaa 


4in? 
SHREDDING 
UTENSIL 







ON 


\ 
$389, ON \ 
43e@ / 
hrt3+ > 
4 4 we 
V4 


Interchangeable 
inserts make it a 


@ SHREDDER 
© GRATER 
© SLICER 


4) REFRIGERATOR 
| STORAGE DISH 
Here's a shredder with $ales 
appeal—a_ profitable addition 
to your line of kitchen utensils. Its 
gleaming, transparent, Polystyrene 
case is attractive and durable. 
Cover and handle in red, white, 
yellowor green. Inserts are bright, 
tin plated steel. Cover insert 
makes it a handy storage dish for 

the refrigerator.’ Standfast"’ is the 
| safest, tidiest and most conveni- 
ent shredder made. $1.98 retail. 


. 
Eye-catching display 
boxes and easel help 
you sell ‘'Standfast.'’ 
















| SHREDDING 


If your jobber 
does not yet have 
in stock, write or wire his name with order. 


STANDFAST PRODUCTS CO. 


2150 MURRAY HILL ROAD 
( CLEVELAND 6, OHIO 
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Wholesale Hardware Sales’ 
By Geographic Divisions, for April, 1950 





SALES REPORTED 


Percent Change 


April 1950 vs 
Number | 

Geographic of April March 
Division | Firms? 1949 1950 

U. 8S. TOTAL.. 304 +1 -—-4 
New England........ | 200 | +1 + 5 
Middle Atlantic. ......| 65 | 0-1 
East North Central... . 42 | +10 -3 
West North Central... 37 — 8 —10 
South Atlantic. 52 | +3 0 
East South Central 23 +7 0 
West South Centra 22 0 —5 
Mountain..... ee 12 |; —8 -—10 
1 —§8 


Pe cnétncccosnadect 31 + 
| } 


April 


$69, 


9, 
ll, 
ll, 

9, 


5, 
8, 


2 


CUMULATIVE SALES? 


Amount (Add 000 


Jan.-Apr. Jan.—Apr. 


April March 1950 1949 Percent 

1950 1949 1950 Add 000) (Add 000) Change 
231 $68,631 $72,473 | $254,988 $265,900 —4 
,505 1,497 1,430 5,279 5,393 —2 
576 «9,544 «9, 647 33,516 35, 864 —7 
721 10,684 12,098 42,826 41,046 +4 
309 12,299 12,549 43,364 46,732 —7 
206 8,974 9,247 35,005. 37,113 ~6 
222 4,893 5,247 17,897 18,497 —3 
020 7,994 8,468 31,426 32,797 -4 
,176 2,353 2,409 7,723 8,127 —5 
496 10,393 37,952 40,331 —6 


10, 


11,378 


| 





1—Includes 7 reports received too late to be incorporated in Census Bureau 


published release. 
monthly totals. 


2—Includes reports received too late for inclusion in previous 
%—_Number does not apply in all cases to the cumulative figures. 


States Comprising Regions: New England—(Conn., Maine, Mass., N. H., R. 1. Vt.) ; 


Middle Atlantic—(N. J., N. 


Wis.) ; West North Central—(lIowa, Kan., Minn., Mo., Neb., N. D., S. 
Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., 

(Ala., Ky., Miss., Tenn.) ; West South Central—(Ark., La., Okla., Texas) ; 
(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) ; Pacific—(Calif., Ore., 


tain 
Wash.). 


Source :—Bureau of Census. 


Y., Pa.) ; East North Central—(lIll., Ind., Mich., Ohio, 


D.) ; South 
W. Va.) ; East South Central 
Moun- 





quarter of last year, with ma- 
chine tool orders in March at a 
four-year high. 

The Secretary said that “the 
present advance in business is 
not impelled by speculative 
credit, as has often happened in 
the past, but instead is based on 
a soundly financed movement, 
deriving its basic strength from 
a broad and expanding consumer 
demand.” 


$7 Billion Quarterly 
Rise in Goods, Services 


The national output of goods 
and services in the March quar- 
ter set a yearly pace of $264 
billion. It was $7 billion above 
the rate in ,the final three 
months last year, and was high- 
er than in any 1949 quarter. 

The biggest factor in the 
past quarter’s gain was a sharp 
rise in production for inven- 
tory. Stocks were accumulated 
during that period at an annual 
rate of $1,500 million. This 
compares with inventory liqui- 
dation at a yearly gait of $3,500 
million during the final quarter 
of 1949. 

Personal consumption also 
picked up considerably in the 


first quarter, even exceeding 
the high rate in the closing 
months of 1948. 

Underlying the_ increased 


buying by individuais was an 
increase in both the basic flow 
of personal income, and the 


large refund of insurance pre- 
miums to veterans holding Na- 
tional Service Life Insurance. 


Purchasing Agents See 
June as Good Month 


The monthly survey of the 
usually conservative National 
Association of Purchasing 
Agents notes that business 
orders in May continued to rise, 
and production has increased 
to meet demand. In general, in- 
dustrial buyers expect business 
to continue high during June, 
but they feel production in July 
will be lower, because of indus- 
trial vacation close-downs. 

The purchasing agents report 
optimism as to the near future, 
although some wonder how 
much of the current brisk pick- 
up is demand postponed by steel 
and coal strikes. 


Race for Steel Scrap 
Suggests Price Rise 


All indications point to in- 
creased prices for steel as a re- 
sult of rising costs, principal one 
of which is the rapidly mounting 
price for scrap metal. 

The situation in the scrap 
market on June 5 was character- 
ized as “wilder than a March 
hare” by Iron Age. This publi- 
cation said “Prices have gone 
berserk and are soaring to levels 
undreamed of a mere few weeks 
ago.” The Iron Age steel scrap 
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Space 1537, American Furniture Mart, Chicago 

Space 305, New York Furniture Exchange, New York 

Space 984, Western Merchandise Mart, San Francisco 
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SIEBERTS SELL ON SIGHT 
~ - - $O SELL SIEBERTS 
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From the gleaming outside finish to the sound inside 
construction, Siebert wheel toys give more for the 
money. Actual comparison shows that every dollar 
spent with Siebert is the biggest dollar's worth in 
the industry. 

Extra beauty, extra ruggedness, extra features at no 
extra cost make Siebert's sell fast! Your volume mul- 
tiplies when you sell these outstanding wheel toy 
values. They're the best buy on the market. 


090-1 SIEBERT COQUETTE DOLL COMBINATION 
CARRIAGE AND STROLLER 


Look At These Features! @ Super-streamlined to delight 
the most critical tot @ Reversible chrome-plated pusher 
@ Two-position adjustable back rest @ Deluxe Duchess 
Gear, double braced @ 10", 12-spoke wire wheels @ |" 
gray tread tires @ Two-position dasher. Canverts 
to stroller. 


060-4 FOLDING DOLL SULKY 


Compact and collapsible. Rubber cloth. Lined body. 
Edges bound. Metal foot rest. Plated hub caps. Low, 
low price for fast turnover. 


0-91 VELOCIPEDE 


Smooth-rolling semi-pneumatic tires. Ball-bearing, multi- 
spoke wheels. 1'/," tubular frame with legs. Streamlined 
rear step. 3!/2"° chrome-plated hub caps. Double coil 
springs. Leather saddle. 








ND i 


Send today for the Big New 1950 Catalogs showing 
the Complete Baby Carriage Line and the Complete 
Siebert Toy Line. Write Dept. HA 6-15. 


GaRbDBNER. MASS 
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NEW! NEW! 
ROYAL 
KOOL KABINET 


Royal's answer to the market's 
demand for a cool cabinet heater, 
a COOLER CABINET with MORE 
HEAT directed out the front. 
Built with the quality and reputation that make 


Royal the HOTTEST HEATER LINE in 
the business! 


2 FAST SELLING SIZES 
FULLY AGA APPROVED. SEE THEM! 


AMERICAN FURNITURE MART 
CHICAGO, JUNE 19-29 
SPACE O — 17th FLOOR 


ATLANTIC CITY HOUSEWARE SHOW 
JULY 10-14. SPACE 833-835 


Write us for descriptive literature and name of 
your nearest distributor. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 


MAIN OFFICES: 101 DELMAR STREET 
CHATTANOOGA 6, TENNESSEE 


QUALITY . . . SINCE 1891 
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composite price shot up $3.67 a 
ton to $40.92 a gross ton, which 
rivals the top price obtained dur- 
ing the circus market of 1948. 

Nonferrous metals have also 
been rising in price. The list in- 
cludes zinc, nickel, aluminum, 
copper, brass and bronze. 

In the first week of June one 
steel-rolling mill raised the price 
of hot-rolled sheets $3 per ton; 
hot-rolied strip $5 a ton and cold- 
rolled strip $7 a ton. 

Steel production has been 
above 100 pct of rated capacity 
since the middle of April, but 
this rate cannot be maintained 
much longer because of summer 
heat and vacations. 


Employment Increased 
Half-Million in April 


Persons employed by com- 
mercial and industrial firms in 
April totaled 42,794,000, the 
Bureau of Labor Statistics an- 
nounced. This was an increase 
of 531,000 over March. B.L.S. 
officials cited the gain as “an 
indication of underlying 
strength in the nation’s econ- 
omy.” In April of last year, 
they noted, the number of such 
jobholders was 100,000 less 
than in March. 

The Bureau reported a 
“sharp increase” in the length 
of the work week in manufac- 
turing establishments in April, 
as compared with a year ago. 
If the work week had remained 
the same as in April, 1949, it 
added, industry would have 
taken on about 400,000 more 
workers. 


See Home Building Rate 
Holding Few More Months 


The Federal Reserve Board 
reports that the value of con- 
struction contracts awarded in 
April continued at the record 
March level. 

A “substantial increase” in 
private awards offset a decline 
in awards for public construc- 
tion. Residential awards were 
more than double the dollar 
volume of April, 1949. 

The U. S. Department of 
Commerce adds, that, in April, 
the value of all building was 
25 pet ahead of April a year 
ago. Construction still is being 
“propped up” by expanded Gov- 
ernment housing loans, and 
more concentration on low-cost 
homes by builders,” says the 
Department. It also predicted 
that home building will con- 
tinue high “for at least the 
next few months.” 

Still, some “worried notes’ 
are sounded, above the roar of 
the building boom. Merle Hos- 
tetler, Cleveland Federal Re- 
serve research manager, esti- 
mates that two or three new 
houses are being built for spec- 
ulation, for each one completed 
on order of a specific purchaser. 
And he comments: “It’s almost 
inevitable that, sooner or later, 
such a movement overshoots 
the market, and leaves a resi- 
due of unsold homes.” 


N. Y. Times Index at Peak 


The New York Times Weekly 
Index of Business Activity 
showed a new high of 160.1 for 





RETAIL HARDWARE STORE SALES TRENDS 


April, 1950, Sales Trends of 





Independent Stores in 17 Cities 





Per Cent Change ey 
Apr. 1950 











Apr. 1950 4 mos. 1950 
compared with compared with compared with 
Apr. 1949 4 mos. 1949 Mar. 1950 
California—Los Angeles ............ +20 + 3 at. 
Beit WII oon cdinic 5 sreea'ne o:0:8/00000 -4 -2 - 9 
District of Celumbia—Washington ... + 3 - 8 +16 
Illinois—Chicago ..............000. 17 —11 - a 
Massachusetts—Boston ............. - 5 -13 ap 4 
Michigan—Detroit .......ccccecsecs 4 + 7 +19 
Minnesota—Minneapolis ........... 4 - 5 +45 
Missouri—St. Louis 10 - 8 +16 
New York—Buffalo ...........c0000- 2 ll +-36 
rrr 6 - 5 +  % 
Ohio—Cleveland .................. -11 +10 +16 
Ne see sod ho Siac artwis clot arictare 15 —I15 +38 
IN oe Ss ole ose iaie 23 12 — 2 
Pennsylvania—Philadelphia ........ 2 - 4 ge! 
WINEIIE——INOTIOIK. onic ccccdcveceees -23 +20 +17 
Washington—Seattle ............... — 6 —7 — 7 
Wisconsin— Milwaukee ............ + 7 + 5 + 7 
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QUIK FLAME 


The most efficient kindler ever 
developed for range burners. 
Patented open mesh construc- 
tion provides best possible re- 
sults with distillate oils. The 
extra-heavy wire core yarn 
keeps the kindler upright in 
the burner channel. Glass yarn 
at burning edge facilitates the 
removal of carbon deposits. WOVEN GLASS 
Packaged 6 ft. to the box, %” 
and 134” wide. 





The acme of perfection in stove 
kindlers, assuring long life and 
maximum stove performance. 
The only glass wicking woven 
with a wire core in every strand 
to protect the burning edge. 
Packaged 5% ft. 6 ft, and 
100 ft. to the box in widths of 
%ye”, 1”, 1%” and 1%”. 





QUIK FLAME SETS 


The same Quik flame wicking that 
has proved popular in continuous 
lengths is now available in crimped 
sets to fit all standard 8” range 
burners. Packaged in sets of 4 
oversize (1” wide) wicks. 








For wicks with a good margin of profit, ask 


your jobber for R/M. .. the pick of the wicks. 


TRI-WYR 


This is an extra-sturdy woven 
asbestos wick, containing a 
brass wire core in-every strand. 
There are also three heavy 
reinforcing wires in the lower 
half of this wick. Fits all range 
burners. Packaged 51 ft. to 
the box, %” wide. Also 100-ft. 
rolls, boxed or unboxed. 





KINDLERITE 


R/M’s standard quality woven 
asbestos kindler. A sturdy long- 
lived wicking with wire core in 
both warp and filling yarn. Pack- 
aged 51% ft., 6 ft., and 100 ft. to 
the box, in widths of %”, 1”, 
1%” and 1%”. 





RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION e MANHEIM, PA. 
FACTORIES: Manheim, Pa.; No. Charleston, S.C. 


RAYBESTOS - MANHATTAN, INC., Manufacturers of Asbestos Textiles + Packings 

Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber Covered 

Equipment « Brake Linings «¢ Brake Blocks «+ Clutch Facings « Fan Belts 
Radiator Hose *« Powdered Metal Products * Bowling Bails 
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REFILLABLE 
REFILLABLE 





REFILL 
REFILLABLE 


Sheawore lat and Sched Co 


BOSTON 10, MASS. 








~ YO u’ RE 


COVERED 


.with SHARON'S , 
FM and RM GROUPS! (i 


[a " eae csiws ZT] 
- aor Al 
—— aber RIGHT AT YOUR 


[S 

(S| MACHINE Tatas Val | FINGERTIPS 
ES Gaecy ‘ ‘2 wes 
-= ne ae COMPLETELY 





YOU'LL HAVE 
ALL THE MOST 
WANTED SIZES 








REFILLABLE 
GROUPS! 











* 11,948 PIECES 

* 80 SIZES 

* ELECTRO GALV. STEEL 
and SOLID BRASS 

* A COMPLETE 
FASTENER DEPT. 

* 5-SHELF RACK 

* ONE GROUP EQUALS ONE 
FT. OF SHELF SPACE 

Ask your jobber or write us. 


Shas Gilt and Scheu Co 











| 118) 58) 
or 


FLAT HEAD 
MACHINE 
SCREW 
GROUPS 





BOSTON 10, MASS. 
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the week ended May 27. This 
was more than a point above the 
158.8 recorded for the compa- 
rable week of April. 


4 Million More Tons of 
Steel Capacity in '50, ‘51 

An addition of more than 
2,000,000 tons of steel ingot pro- 
duction, and a scheduled increase 
already of an almost equal 
amount for next year, has been 
revealed by a confidential survey 
of American steel companies, 
made by Iron Age. 

These increases mean that in 
the six years following the war 
the steel industry will have 
added more than 11 million tons 
to its steelmaking capacity. This 
additional capacity alone would 
permit output of more steel than 
was made last year in either 
France or Germany. 


Building Material Firms 
Report Record Business 

Two major building mate- 
rials concerns—Johns-Manville 
Corp. and United States Ply- 
wood Corp.—have recently re- 
ported record business for early 
this year. U. S. Plywood sales 
for the first quarter set a new 
record—22 pct above a year 
ago. Johns-Manville sales for 
the quarter were the greatest 
for any first quarter in the 
company’s history. 

Paint sales are good and 
seem certain to get better, ac- 
cording to two leading manu- 
facturers. C. M. Lemperly, 
vice president of Sherwin- 
Williams Co., says dollar vol- 
ume for the current fiscal year 
is about 5 pet below a year ago, 
but prices are down 9 pct, in- 
dicating a slight advance in 
shipments. A. D. Joyce, chair- 
man of Glidden Co., reports his 
firm’s sales of paint are run- 
ning ahead of last year, and 
the company has a backlog of 
paint orders totaling about 
1,500,000 gallons. 


Business Activity Index _ 

In the May 20 week, the phys- 
ical volume of business ad- 
vanced to 112.1 pct (of the 
1935-38 base) from 110.6 in the 
preceding week, according to 
Barron’s Index, adjusted for 
long term industry and popula- 
tion growth. A year ago this 
index was 109.2. 


Home Refrigerator Output 
25°/, Greater in March 


Production of home refrigera- 
tors reached an all-time high in 
March—a fourth more than dur- 
ing any previous peak month, 
the Bureau of Labor Statistics 


reports. About 31,000 additional 
employees were put to work to 
bring employment in the refrig- 
eration and airconditioning in- 
dustry back above the 100,000 
mark for the first time in a year. 

Booming production has been 
brought about almost entirely by 
a sustained demand for home re- 
frigeration. 


Electric Power Generation 
Up 6.6% 

A 6.6 pct increase in total gen- 
eration of electric power for the 
first three months of this year 
as compared with the first three 
months of 1949, is reported by 
the Edison Electric Institute. 
Residential or domestic usage in- 
creased 15 pct for the quarter. 


Workers’ Earnings Hit 
New High of $56.89 


Production workers’ earnings 
hit a new high of $56.89 week- 
ly in mid-April, says the Bu- 
reau of Labor Statistics. This 
was the fifth successive month- 
ly rise in the pay of these work- 
ers, and reached $3 higher than 
the level a year ago. 


The gain was especially 





Hardware Humor 
By Hardware Age 





“Alright, young man, I've made up my 
mind, young man." 
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matched set WESC fal ROME 


matched bathroom accessories 
will build your sales! 


Many bathroom accessory sales are missed entirely 
when figuring builders hardware contracts. In WES- 
CHROME, however, you have a beautiful line of 
bathroom hardware that just won’t take a back seat 

it practically sells on sight. In fact, WESCHROME 
may be the wedge needed to land the entire builders 
hardware order! Heavy, gleaming chrome finish, 
smart styling and many manufacturing “extras” iden- 
tify these units as having real quality...and they are 
budget-priced! Once again we say—don’t overlook the 
easy profits found in WESCHROME sales. Write for 
a full description of the WESCHROME deal today. 


ae — on a Gudget™ 
MANUFACTURING CO. 


>) 1420 So. Evergreen Avenue 
> «2 Los Angeles 23, California 











UNDERGROUND peries RECEIVER 


The practical —anud profit prop ee = 
answer to home sanitation needs ~ = 


Snug- fitting lid bans disease- 
spreading pests. Keeps garbage 
from sight and smell. No freeze; 
no ferment. 10-year guarantee 
on top and shell. Inner can out- 
lasts exposed types 5 times. 


ONLY THE 
LID SHOWS 


MajestiC 
‘TT | UNDERGROU 1 
u, sameace Receive Mi 


Wrale for 
this ‘‘selling help” 
booklet today! 


The Majestic Co. ~ 


304-D Erie Street, Huntington, Indiana 


Nationally Known and Advertised Building Products for Over 40 Years 
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A FAST SELLER 


LUBRIPLATE 


Hi 


Waterproof 
Lubricant 















Every customer who comes in your store 
has a use for Lubriplate!... It’s the best made 
for guns, fishing reels, outboard motor gears 
.. innumerable household uses... It’s attrac- 
tively packaged in counter display cartons. 


Now! In 3 Sizes! 
“A” Tube— 5s x 3! inches, for hunters and fisher- 
men. 3 dozen to a counter display carton. 





Nationally 
Advertised 


Our new campaign 
is reaching over 
9,000,000 prospec- 
tive customers this 
year in Saturday 
Evening Post, Field 
&Stream,and Motor 
Boating. 


“B" Tube—1 x 6 inches, for general household and 
sporting uses. 1 dozen to a counter display. 

“C” Tube—Large economy size, for outboard mo- 
tors and all other uses. Individually boxed. Display 
easel on request. 











Jobbers inquiries invited! Dealers send for name of nearest jobber! 


LUBRIPLATE DIVISION 


Fiske Brothers Refining Co.— 129 Lockwood Street, Newark 5, N. J, 





HELLER EQUIPMENT IS THE 
RIGHT TOUCH YOUR STORE 
NEEDS FOR.. BEAUTY- BETTER 
MERCHAND/S/NG -/MPROVED 
BUSINESS - GREATER PROF/TS. 


HELLER STORE FIXTURES 


It has been repeatedly proven that stores equip- 
ped with Heller Fixtures attract trade, have faster 
merchandise turnover and improve financially. 





Heller equipment will give your store extra beauty 
—extra pulling and selling power—extra profits 
through increased sales—and go far in paying for 
new modern store fixtures. Today, by improved 
manufacturing facilities, Heller offers you this 
exceptionally beautiful and well made equip- 
ment at greatly reduced prices. Compare Heller 
equipment before you buy. Send measurements 
of store for free store plans. Ask for catalog 50. 


W. C. HELLER and COMPANY 


50 PLATT ST. MONTPELIER, OHIO 
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IT'S JUST AS EASY 
TO SELL THE BEST! 


HJAMDSES 


Tool of 100/ Uses 








The lead tool of them all. 
Handee is the original 
and today’s finest to 
do the many jobs 
that need doing 
speedily and care- 
fully by mechan- 
ics, repairmen 
and homecrafters. 


Handee works on all ma- 
terials, Grinds, drills, 
polishes, cuts, engraves, routs, carves, 
sands, saws, etc. Handee has a 7-bar 
armature instead of only 3. AC or DC. 


ADVERTISED FOR 18 YEARS 


Handee is well known and well liked. It 
has a reputation for dependability. 
When you sell a Handee, you make a 
friend, who will tell a friend — and 
that’s how your power tool and accessory 


business grows! 
$1995 


$2495 


Handee with 7 accessories 


Handee with 51 accessories in 
steel case with piano-hinge lid 


UNDE TOBLS 


we itt ff 











A CASE OF REAL PROFIT 


There’s a big demand for Handee acces- 
sories. Over 500 of them to fit most 
power tools. Displayed in this dust- 
proof, theft-proof case (23” high, 16” 
wide, 12” deep) they sell themselves. 
{t’s free on a special offer. 


Write for discounts, dealer aids 
and details about Display Case. 


CHICAGO WHEEL & MFG. CO. 
1101 W. Monroe St. Dept.HA Chicago 7, Il. 
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ascribed by B.L.S. to 
work-weeks in the metal, ma- 
chinery, automobile and home- 
building industries. 


Lull in TV Sales Seen 
As Seasonal Let-down 
Cheaper television sets may 
result from current research, 
aimed at reducing the number 
of tubes. Most receivers now 
have 18 to 20 tubes, but tech- 
nicians believe some of them 
can do double duty, and they 
think now in terms of sets with 
3 tubes. This may trim the 
price of a set by at least $35. 
Makers of television receiv- 
ers are not letting a spring 
slump in sales slow down their 
busy production lines. Demand 
for the video sets has skidded 
sharply in recent weeks—retail- 
ers in some cities find sales off 


| 30 pet or more from recent high 








levels. Despite this, manufac- 
turers have no intentions of cut- 
ting back output, and in this 
determination, all the leading 
companies concur. 

Their manifestations of con- 
fidence spring from the convic- 
tion that the present softening 
in demand is the usual “sum- 
mer lull” that visits the radio 
industry about this time each 
year. 

But there is another reason 
why manufacturers are not 
worried by the present sales 
recession. That is the belief 
that the market for their prod- 
uct has been barely scratched. 

“Some 61 cities, housing 56 
pet of the country’s approxi- 
mately 40 million families, now 
have television stations,” ex- 
plains one industry official. 
“Yet up to now only about 5,- 
500,000 TV sets have been sold. 
Obviously there still is a huge 
market to be mined.” 


Lionel Expects Big Year 

Lionel Corporation has un- 
dertaken to manufacture and 
deliver in the current fiscal 
year the largest volume of 
trains and accessories ever sold 
by the company, Lawrence 
Cowen, president, stated in his 
annual report. 

Unfilled orders as of May 1, 
1950, plus shipments to that 
date, totaled approximately 
$16,990,000 compared with $15,- 
350,000 at that time last year, 
the report said. 


longer 








BROOKS WIRE FORMS 


Solve Design Problems 


When designing new products, 
don’t hesitate to call on Brooks en- 
gineers for technical information 
on the use of wire forms, famous 
for by-passing lengthy machining 
operations. Our experience is at 
your service. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROGKS i HOOKS) 








FUL-STOP-GUIDE 


A Positive Guide 
—~——? The lower 
wire operates 
within the 
channel and 
cylindrical 
bearing 
forcing it 
to reseat 
Aer properly 
and it can 
not bend. 


Fits all 
. size overflows. 


Adjustable. 


If your jobber 
cannot supply 
write us. 


Free display 
stand. 


























BACK VIEW 
OF GUIDE 

















FULTON PRODUCTS CO. 


Bernardsvilie, N. J. 
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May Auto Output Might 
Hit 700,000 Unit Record 


Automobile and truck output 
in the U. S. and Canada in the 
May 20 week rose to a record 
183,670 units, according to 
Ward’s Automotive Reports. 
This was 5772 units above the 
previous high, in the week end- 
ed May 12. Ward’s predicted 
May output in the U. S. will 
reach 700,000 units, surpassing 
the previous monthly high of 
661,740 last August. 

Further production gains 
were forecast for June in view 
of the General Motors-U.A.W. 
agreement, which seemingly re- 
moved the last big labor ob- 
stacle in the path of continued 
high output. 


Expect to Sell 2 Million 
More Tires This Year 

Tire industry sales this year 
of 82 million units, two million 
more than in 1949, were fore- 
cast by H. E. Humphreys, Jr., 
president of U. S. Rubber Co. 
Passenger car tire sales in 1950, 
he estimated, will reach 66 mil- 


lion, up 1,443,000 from last 
year. Mr. Humphreys predicted 


the total volume of all rubber 
products sold in the U. S. this 
year will climb to $3,400 mil- 
lion, some $200 million greater 
than in 1949. 


General Mark-up in Tires 
After Rubber Price Rise 


On May 23, the tire industry 
broke out with a rash of price 
increases, and there were signs 
that further advances may be 
in the offing. 

U. S. Rubber Co. in New York 
touched off a series of an- 
nouncements with an increase 
of 2% pct on passenger car 
tires, except second line grades, 
and an advance of 5 pet on truck 
and bus tires. 

This announcement was fol- 
lowed promptly by most of the 
major companies. 

Prices of farm and industrial 
tires and inner tubes, along 
with the second line passenger 
casings, were not included in 
the increases. 

The sharp rise in natural 
rubber costs was cited by sev- 
eral of the companies as mak- 
ing the price advances neces- 
sary. Natural rubber closed at 
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Bring in 


Extra Rental Profits 


with this All-Job 


More profits coming your way 

- when you round out your 
line of rental machines with 
this new improved American 
Deluxe! Does a professional 
maintenance job on all floors 
—asphalt tile, rubber tile, lino- 
leum, wood, terrazzo, concrete, 
all new compositions. Saves 
time... saves effort... increases 
life and luster of floors! 

Ample power for polishing, 
scrubbing, scouring, steel 
wooling, buffing, disc sanding 

. maintains full brush speed 
on any floor. Has new adjust- 
able handle, full 90° swing to 
vertical for storing or proper 
angle for tall or short operators. 
Easily detached for transport- 
ing. Safety-grip switch... and 
more plus features! 14’, 16” 
and 19” sizes. Send coupon 
for new bulletin and free profit- 
plan booklet. 


AMERICAN Deluxe 








Little American 8" 
Floor Sander 

lever-type pro 
duces professional 


results in rental use 





American Spinner 
Floor Edgers 
disc-type sander 
finishes right up to 
edges of floors, stairs, 
closets. 5¥2" & 7” 
discs 


American Rental 8” 
Floor Sander... tilt- 
type an ideai light 
weight ake l@alial-) 





MERICAN 


FLOOR MACHINES...PORTABLE TOOLS 


ee eee ee ee ee ee 


City State 
SEND COUPON TODAY! 


The American Floor Surfacing Machine Co. | 
522 So. St. Clair St., Toledo 3, Ohio 

oO Send ne “Page illustrated free booklet showing ! 

how to make money in the floor sander rental | 

business. | 
O Send latest catalog on the following, without 

obligation: l 

0 Maintenance Machine 0 Floor Sanders | 

Floor Edgers \ 

| 

1 


Name 





Street. 
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ONLY ONE NAME 


TO REMEMBER FOR 


ANY PAINT NEED 


A premium quality enamel 
at a popular price 

... for furniture, woodwork, autos 

etc., where the call is for a lus- 

trous, quick drying, colorful finish, 














SAPOLIN SPEED ENAMEL—one of the 
oldest, most widely known colored 
enamels. Easy-to-use, self-leveling 
—looks, wears and cleans like por- 
celain. Dries in 4 hours. In Super 
White, Black and 18 colors. Find 
out how small an investment 
places a well balanced order on 
your shelves. 
Write today for 
full information. 


Sapolin Paints Inc., 
229 East 42nd St., 


HOUSE PAINTS + EWAMELS + VARNISHES + STAINS 











DECTO-STICK 


FURNITURE 
REPAIR 





A specially 
compounded stick, 
that 


Fills and Colors 
NICKS - DENTS - GOUGES 


in natural-finished or stained wood- 


work, furniture, leather and plastics. 








LEVEL IT OFF 
THAT'S ALL !! 


Display card holds 12 cellophane bags, each 





containing a complete kit of 4 Decto Sticks 

(dark mahogany, light mahogany, walnut 

and maple) a scraper and instructions 
SOLD THROUGH JOBBERS 


| DY -Toa Com 2 colek 6 ot om Co) 
SALEM 4 MASS 
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29%4¢ per lb. in New York re- 
cently, compared with about 
17¢ in December and 20¢ 
April 1. 

The boost in passenger car 
tire prices is the first since last 
November when two 3% pct in- 
creases raised the cost of the 
popular 6.00 by 16 size to $15.80. 
The new advance makes this 
price $16.20. Truck and bus 
tires last were increased 5 pct 
on April 1. 

If the price of natural rub- 
ber, which is used almost ex- 
clusively in truck and bus tires, 
continues at the current level, 
further price boosts can be an- 
ticipated this summer, said sev- 
eral company officials. 


Reynolds Co. Raises 
Price of Aluminum 


On May 23, price increases of 
one-half-cent per pound in alu- 
minum pig and aluminum ingot 
prices, effective immediately, 
were announced by Reynolds 
Metals Co.’s Aluminum Sales 
Division. 

The new price for primary 
aluminum pig, 99 pet pure, will 
be 1614¢ per lb., compared with 
the 16¢ per lb prevailing dur- 
ing the past two years. Alumi- 
num ingot prices were increased 
from 17¢ to 171%4¢ per lb. 

The Reynolds’ price advance 
on aluminum follows a similar 
increase for these products an- 
nounced a week earlier by the 
Aluminum Co. of America. 


Wool Keeps Climbing 


Wool prices keep rising, as a 
brisk world demand outpaces 
production. Last fall fine Aus- 
tralian wool sold for $1.40 per 
pound, duty-paid, in Boston. 
Today it brings $2.20, a jump 
of 57 pet. 


Appliance Production 
High 

The American Home Laundry 
Manufacturers Association re- 
ported factory sales of standard 
size household washers in April 
totaled 333,072 units, 21.4 pct 
below March, but 73 pet over 
April, 1949. 

Sales of dryers in April to- 
taled 25,140 units, 7.3 pet under 
March, but 464 pct over April, 
1949. 

Sales of ironers in April to- 














~~ “for QUALITY and 





PROMPT SERVICE | 


TURNBUCKLES 
‘‘Alumaloy’’ 
bodies, steel 
hooks and eyes. 


EYE BOLTS 
Wrought nuts, 
bright Zinc 
plated. 
S HOOKS 
In a wide range 
of sizes. 



























“ALUMALOY” 
SCREEN DOOR 
BRACES 


UTILITY HOOKS 


A Cold drawn work 
hardened steel. 


ASK YOUR DISTRIBUTOR OR 
WRITE TO 


TURNBUCKLES, INC. 


BOX 333, MICHIGAN CITY, INDIANA 


FACTORY: GRAND. BEACH, MICHIGAN ] 


< 





STOCK 


the 4 ways 
“Easier to Sell” line 


CHICAGO 


“Safety Plus” Hexagon 
Head Cap Screws 


© Constant Demand—The constant de- 
mand for the “Chicago” line makes it 
easier to sell—it's the line for replace- 
ment used in original assembly in all 
fields of manufacture. Why? 

© They're Strenger— More uniform—give 
a perfect fit for every replacement need, 
and... 

© They Cest Less—They fasten faster 
and tighter—resulting in lower ultimate 
costs te your customer, which makes 
them “‘easier to sell." 

© Better Service—Increased “Chicago” 
plant facilities and production means 
“reund the cleck”’ service, higher quality, 
better packaging, and a more complete 
line. Yes, here is a greater profit line for 
you te feature—all feur ways. 
Remember te ask fer these “Chicago” 
preducts frem you hardware distributer 
Hexagen Head Cap Screws, Steel and Brass ° 
Square Mead and Headless Cup Point Set Screws 
® Semi-Finished Hexagen Nuts, Steel and Brass * 
Hexagen Casteliated Nuts © Fillister and Flat Head 
Cap Screws * Taper Pins * Milled Studs * 
Secket Head Cap Screws * Socket Set Screws * 
Secket Pipe Plugs * Stripper Bolts or Shoulder 
Screws © Square Head Dog Point Set Screws 
© Keys, Assertments and Kits 


The CHICAGO SCREW COMPANY 
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Ze ISTO 


The Marking Pencil That Writes on j 











EXTRA HEAVY 
LEADS 
THAT DON'T BREAK 


in 6 colors 





FROM pans to paint cans, from 

wrenches to wheelbarrows, 
from pottery to pumps LISTO 
WRITES ON EVERYTHING 
a hardware store has to sell! 
Plainly marked prices help in 
selling, save salespeople’s time! 
LISTO writes on wood, metal, 
glass, rubber, canvas, cardboard, 
cellophane, enamel, porcelain, 
oilcloth, linoleum. 


Red 


LISTO 
LEADS 


Ask your jobber, stationer or 
paper supplier for LISTO! 





LISTO PENCIL CORPORATION, ALAMEDA, CALIFORNIA 
IN CANADA: LISTO PRODUCTS, LTD., VANCOUVER, B. C. 





oe 


~ LINOLEUM 
SEAM AND EDGE BINDING | 
GET EXTRA SALES WITH S & W’S 
SELF-SELLING DISPLAY! 


Many a repair job gets neglected 
INDIVIDUAL 
12-FT. CARTONS 


because the home owner forgets 
to make a purchase while in your 

12 feet of pliant, sil- 

very zinc in each small 








store ... and you lose an extra 
sale! Put the S$ & W linoleum seam 
and edge binding displays near 


box... pre-shaped, your cash register and watch them 
prepunched with nail empty out. No cutting...no meas- 
holes . . . plus all nec- uring. The customer pockets the 


essary nails. Available 
also in brass, steel and 
plastic in 75 ft. rolls. 


handy box. You ring up the sale! 


WRITE FOR PRICES, LITERATURE, 
AND JOBBER INFORMATION 


S & W MOULDING CO. 


980 PARSONS AVE., COLUMBUS, OHIO 
ALSO MIRAPLAS WALL TILE AND MASTER MASTIC 
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EVEN THE 
PACKAGE HELPS 


at 
YOU SELL MORE - - - 


Yes, each Edgehill blade comes in a 
protective and informative package that 
stimulates sales. . . . builds repeat busi- 
ness. But that’s just one of the many 
reasons why you'll find it more profitable 


to stock Edgehill Brand Circular Saws. 


The Edgehill blade is scientifically balanced 
and tensioned, precision ground and polished, 
uniformly set and filed. Edgehill’s high 
quality chrome nickel steel holds a sharp, keen 
edge longer, assuring steady repeat sales. . . . 
Most important—Edgehill's lower price gives 
you a LARGER PROFIT ON EVERY SALE. 
Hollow Ground 


is. 
7ke ALATIE mec. co. 


“pt” = 909 W. 3rd AVE. COLUMBUS 12. OHIO 


Order from your jobber 
or write for information 


Bushings 
Y= Yq" & %_"-V, 
available at no 
extra charge 


Types 
6, 7, 8 and 10 
inch Flat and 


The BEST STOVE ot 
the BEST PRICE 





GIVE YOUR CUSTOMERS EXTRA QUALITY 
GIVE YOURSELF EXTRA VOLUME 


Seven models...each boasting extra value features 
... including spacious storage cabinets...smoke-free 
Blue Flame burners... 

rounded corner design i, 

and gleaming enamel Pi 
finish on heavy gauge 
steel. 


or 


Stove Division @ Erie Ave. and F St. @ Philadelphia 34, Pa. 
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Ask Any Craftsman 
What He Asks For? 


He'll Say — 






Because Empire Levels, 
nationally odvertised, ore 
known the country over 
for extreme accuracy, and 
because Empire Levels 


working features. \\/ 
a 


have MORE ond BETTER 


This Means 
HIGHER LEVEL 
SALES FOR YOU! 


Empire Levels are available, in all sizes and 
types, to meet any job requirement for car- 
penters, masons, homecrafters, or any other 
mechanics that need a level. In aluminum 
alloy or wood frames. Empire adjustable vial 
cases, with or without frames 

Make sure you're ready when particular crafts- 
men ask for an Empire Level. Order now from 
your Jobber, or write direct for complete in- 
formation 


wom EMPIRE LEVEL 


MFG. COMPANY 


10930 POTTER ROAD 


MILWAUKEE 13, WIS. 


























(Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster, Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK| 
ROL UURILE Pir 
oT, 











Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 





















§) DONALD 









’ ’ ’ DURHAM 
year. ’ What’s more, COMPANY 
Durham’s Rock- Des Moines.4 
Hard Water Putty lowa 





gives you by far the 
best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off. Durham’s Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 





in POWDER Form 
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taled 31,600 units, a decrease | 


of 16.4 pet from March, and 
were 74.6 pct up from April a 
year ago. 

Vacuum cleaner manufactur- 
ers sold nearly 19 pct fewer 
units in April than they did in 
March. But April’s sales were 
still ahead of April, 1949, by 
nearly 16 pct. In the first four 
months of 1950 these makers 
sold 1,166,343 units, compared 
with 1,032,896 in the like four 
months of 1949, an increase of 
nearly 13 pet, according to the 
Vacuum Cleaner Manufactur- 
ers’ Association. 


Note Buyer Resistance 
In Refrigerator Selling 


Several national department 
store chains report they have 
noted a softness in refrigerator 
sales and blame recent unsea- 
sonally cool weather. Some 
makers are resorting to such 
offers as free dishes to woo 
buyers. It is said, too, that some 
dealers sell “old” 1949 models 
of two leading makes at $50 be- 
low 1950 prices; actually, the 
machines were built this year 


| to sell at the bargain rates. 


Merchants question whether 
the current appliance “boom” 
is too heavily dependent on 
credit, an often expressed fear. 
Installment loans are at record 
levels, and are pointing higher 
all the time. 


Farm Egpt. Sales Lag 

Farm equipment makers’ 
sales are improving, but they 
lag behind a vear ago for some 
manufacturers. A west coast 
maker of farm machinery 
pumps confirms that farmers 
are “getting tighter with a 
nickel,” and he says his busi- 
ness is suffering. 

It is reported that cosmetics, 
jewelry, movie and whisky con- 


cerns—along with night clubs 


find business 
ought to be.” 


“not what it 


Credit Loans Greater 


In the credit field, both con- 
sumer and real estate loans con- 
tinued to increase at banks in 
leading cities during April and 
the first half of May. Business 
loans declined further but the 


_ reductions appeared less than 


might be seasonally expected. 


(Resume reading on page 15) 





COPELL'S PAT'D RUBBER GRIP 
FOR 1001 USES—— 
@ POWERFUL © UNBREAKABLE 
@ OUTLASTS METAL CLIPS 

©@ SELF-ADJUSTING 

@ SAFE — WILL NOT MAR 
Packed in Colorful Illustrated Box 
— WILL SELL ON SIGHT — 


10 for 59¢; with suction—4 for 49¢ 
1” for nails—20 for 59¢ ; 1%” with screw—5 for 59¢ 
24 Boxes of Assorted Numbers—Retail Price $13.56 
Dealer's Cost—-$8.50, parcel post ins. 
Dealer Sample Assortment, 50 pes. $2 p.p. 


D. K. COPELL CO., 121-h £. 18th St., N.Y. 3 


Territories Open For Exclusive Distributors 










1” with screw 











CHROME 
BRASS PIPES 


If," to 4" sizes 


BRASS TUBING 
Ye", 14", 13%", 12" O.D. 


PITTSBURGH NIPPLE WORKS, Inc. 





1455 Spring Garden Ave., Pittsburgh 12, Pa. 
7h 








Ver 


SPEAK NO EVIL 








The rumor- 
monger 1s himself an evil, 
but only a monkey seals his 
lips against reality. And can- 
cer is a grim reality. We 
must discuss the facts of can- 
cer in order to help educate 
and protect our neighbors. 
For humanity’s sake—and our 

own preservation — we must 
> support the crusade against 
this mortal enemy of man. 


¢ GIVE TO 
CONQUER CANCER 


AMERICAN : 
CANCER 
SOCIETY 
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' CHAMPION of its Class 





No. 800 


Wrought Sash Lock 


Our No. 800 lock is a good substantial 

steel sash lock, made of heavy gauge steel, 

finely finished with positive spring action. 
Ask for a sample. We want you to see 
this fine lock. It will be sent no charge. 


The 
CHAMPION HARDWARE C0. 


GENEVA. OHIO 





? ? . 
14 ifs a CHAMPION ifs a winner 















REPRESENTATIVE 
WANTED 


by established manufacturer of finest 
quality entry and interior bore-in 
door locks in low price range. Line 
has immediate recognition and ac- 
ceptance. Want Commission Repre- 
sentative with building material or 
hardware experience. Desirable to 
have contacts with wholesale jobber 
and contract dealer trade. Several 
desirable territories available. State 
full particulars first letter. Confiden- 


tial. Write to See Page 107 


WESTWOOD Manufacturing Co. 
1420 So. Evergreen Ave., Los Angeles 23, Calif. 
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THE =a re) g 


TOP QUALITY etait GATES 


vm from selected, 
 fpocsadtto hardwoods, 
with Ys steel rods. 


Highly vee 





The Perfection No-Mar 
Adjustable Gate Holder 

(PAT. PEND.) 
@Secures safety gate in arch and doorways 
without drilling holes or marring woodwork. 
Solid metal construction 
with rubber inserts . . . 
easy to install. 


L. HOPKINS MFG. CO. 


ESTABLISHED 1895 


NORTH GIRARD, PA. 














NATIONAL GUARD 


sereen doors combination seree a 
storm door Beautifully handcrafted of 
lasting steel, in — selection of style 
featuring cast aluminum fi 


C-8i—(As_ Illustrated) ADJUSTABLE 
TO FIT COMBINATION ose 
AND- STORM ——e Cor ree ‘ 


in struction ~ e _ Ily «le 1 clamy 


st 
§ 81 ADJUSTABLE To FIT Po, 
DARD SCREEN DOORS of al 


pre ager" 


TiFUL fon “BETTER HOMES AND 
GARDENS! 


It's NEW..It's a natural for 


FASTER | | 





ADIUSTABLE 
SCREEN DOOR 
GRRLES |. | 


lesigned ir 


THE MALLARD 





ally in HOUSE BEAU 





Suggested Retail Price 

Grille only ....$21.50 4 

Packed 3 to a Carton 
Shipping weight 56 Ibs. per carton 


Other Designs Available 











Contact your distributor or write us direct. 


NATIONAL GUARD PRODUCTS, Inc. 


757 MADISON AVENUE 


MEMPHIS, TENNESSEE 
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RYERSON 
STEEL in stock 
for HARDWARE 
STORES 


Contact Ryerson when a cus- 
tomer’s order calls for steel you 
don’t carry in regular stocks. 
You can draw on large, diver- 
sified Ryerson stocks at any 
of thirteen conveniently locat- 
ed plants. We'll gladly cooper- 
ate closely on any steel require- 
ment—any steel problem. 


PRINCIPAL PRODUCTS 
Bars © Structurals © Plates * Sheets 
Tubing ¢ Allegheny Stainless * Alloy 
Steel © Safety Floor Plate © Babbitt 
Solder * Metal Working Tools & 

Machinery, etc. 


JOSEPH T. RYERSON & SON, INC. 


Plants: New York, Boston, Philadelphia, 
Detroit, Cincinnati, Cleveland, Pittsburgh, 
Buffalo, Chicago, Milwaukee, St. Louis, 
los Angeles, San Francisco 




























onty ONE NAME 


TO REMEMBER FOR 


ANY PAINT NEED 


The effect of 
frosted glass 

















. . widely used for residential, 
commercial or industrial applica- 
tion — for windows, mirrors, par- 
titions, doors or lights; excellent 
to reduce glare, increase privacy 
or safeguard against burglary. 


Sapolin Glass Frosting — applied by 
brush or spray — costs a penny per 
square foot. Washable . . . pleas- 
ingly effective. Write for com- 
plete information ¢ 
today. 


Sapolin Paints Inc., B 
229 East 42nd St., 


HOUSE PAINTS + ENAMELS + VARNISHES + STAINS 
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National 





American Hardware Manufac- 


turers Assn. meeting jointly with 
the National Wholesale Hard- 
ware Assn., Oct. 8-12 at Atlantic 
City, N. J. Convention headquar- 
ters, Marlborough-Blenheim Ho- 
tel. Arthur L. Faubel, is secre- 
tary-treasurer of the AHMA, 342 
Madison Ave., New York City 
17. Thomas A. Fernley, Jr., is 
executive secretary of the 
NWHA, 505 Arch St., Philadel- 
phia, Pa. 


California Gift Show, July 23-28, 


at the Alexandria and Biltmore 
Hotels, the Brack Shop, and the 
Merchandise Mart Bldg., Los 
Angeles. 


Cotter & Co. Fall Merchandise 


Show and Dealer Meeting, July 
31-Aug. 1, at company offices and 
warehouse, 365 E. Illinois St., 
Chicago 11, Ill. 


Dallas Lamp, Gift & Houseware 


Show, Sept. 3-8 at the Agricul- 
tural and Poultry Bldgs., State 
Fair Grounds, Dallas, Tex. 


National Contract Hardware As- 


sociation and its affiliate, the 
American Society of Architec- 
tural Hardware Consultants, an- 
nual convention, Sept. 18-21, at 
the Kiel Auditorium, St. Louis, 
Mo. John R. Schoemer, manag- 
ing director, is located at 420 
Madison Ave., New York City 
17. W. E. Peterson, Shapleigh 
Hardware Co. is chairman of the 
General Convention Committee. 
Hardware Show, Oct. 
2-6 at Grand Central Palace, 
New York City. Sponsored by 
National Hardware Show, Inc., 
331 Madison Ave., New York 
City; Frank M. Yeager, director. 


National Retail Hardware Asso- 


ciation, annual congress, July 
17-20, at Olympic Hotel, Seattle, 
Wash. Rivers Peterson, 333 No. 
Pennsylvania St., Indianapolis 4, 
Ind., managing director. 


National Housewares and Home 


Appliance exhibit, July 10-14, at 
Auditorium, Atlantic City, N. J. 
Sponsored by the National 
Housewares Manufacturers 
Assn., 1140 Merchandise Mart, 


CONVENTIONS 


EVENTS 


Corrected Each Issue According to Latest Dota 


COMING 


AND 





Chicago, Ill. A. W. Buddenberg, 
executive secretary. 

National Wholesale Hardware 
Assn., meeting jointly with the 
American Hardware Manufac- 
turers Assn., Oct. 8-12 at Atlan- 
tic City, N. J. Convention head- 
quarters, Marlborough-Blenheim 
Hotel. Thomas A. Fernley, Jr., 
is executive secretary of the 
NWHA, 505 Arch St., Philadel- 
phia, Pa. Arthur L. Faubel is sec- 
reary-treasurer of the AHMA, 
342 Madison Ave., New York 
City 17. 

Texas Wholesale Hardware Asso- 
ciation meeting in annual con- 
vention with the Texas Hard- 
ware Boosters, June 16-17, at 
the Plaza Hotel, San Antonio, 
Tex. 

Walter H. Allen Co., Inc., Dallas, 
Tex., and St. Louis, Mo., will 
hold its annual _ stockholders’ 
meeting and merchandise show, 
Aug. 28-29, at the Baker Hotel, 
Dallas, Tex. 

Western Housewares Show, Aug. 
27-30, at the Biltmore Hotel, Los 
Angeles. 





Hardware Humor 


By Hardware Age 


"Ruby! Flame! Sunset! Blush! ... 
Can't | just have a red barn?" 
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V" Pulleys 


Step” Pulleys 














One set « 
12 Cards 
SIZES 

1%” 1%” 
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Your Jobber KNOWS! 


r C ce Y 


Power Tool 


P 2 
Bali Bearing’ Piliow Biocks 


Step” Pulleys 


Bronze Bearing Pillow Blocks 


Accessories 


for complete information 
write for catalag No. 5S0A 


“ la\ Shah 
* is Collars 


Chicago DIE CASTING MFG. CO. 


 ~ wae f 


} inne ++ 7h 
Babbitt tt Bearing” Pillow ai 
CHICAGO 172, ILL. 
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~ The Old Pal Line has the stuff that fisher- 
\\. men want! Customers see it, like it and buy 
it. Ask your jobber to show you the line. 
Write for New Catalog. Over 50 numbers 
to choose from. NEW LOW PRICES 


eo, 














OLD PAL FISHING GOODS MER’S. 


DIVISION OF 3 ‘i | 
PENN METAL WARE CO., WILKES-BARRE, PA. | 


| on cards 


BRUSHES 


Touch-Up Bronzing 
Marking Varnishing 
Enameling Lacquering 






boxes 


M. GRUMBACHER 


Send for Descriptive Folder. 
Order from your Jobber 












“The tape with 


10N 
the yellow core” SPECIFICATIO 


FRICTION TAPE s2% FY. roi #8 






hat foe Tem bo on Guar 
VSZA SAA THROUGH 
Y “ OKONITE RECOGNIZED 
WHOLESALERS 


MAKERS OF 


IPy nther and 1D) ragon 


friction and rubber tapes 











GENUINE 
ORIGINAL 


DOMES OF SILENCE .: 


One Set in a 
box—12 boxes 
in carton 





1%” 1%” Ye" 








SIZES 
1%” 1%” 








One set on a Card 
12 Cards in a box. 


17s” 1” %” %” 





SELL ON SIGHT when these attention- -compelling con- 


tainers, box or card are displayed on counters. Genuine DOMES 
OF SILENCE glide softly, silently, smoothly over all flooring; 
save floors and furniture. For years the favorite with house- 
owners and furniture manufacturers. 
Ask your jobber or write 
DOMES OF SILENCE, Division of 
ROBERT E. MILLER & Co. INC. 


35 PEARL STREET NEW YORK CITY 


Se 94” ar BO 
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assified Aduertising Rates 

















Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words...... - $5.00 
Each additional word......... 10 


Positions Wanted 


*BOXED DISPLAY RATES 
$8.00 Per Column Inch 











Cuts or special borders not allowed. 
*DISCOUNTS FOR BOXED DISPLAY ADS 
5% discount for 4 or more insertions 

No Agency Commission allowed on Classified 
Advertising. 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


om & Rate) set solid, maximum, 
0 


- ro 


Allow Seven Words for Keyed Address 
or Your Address 








Samples of Merchandise, Literature, Catalogs, 
etc., will not be forwarded to box number 
advertisers unless accompanied by sufficient 
postage for remailing. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
previous to date of publication, 


Address your correspondence and replies to 
HARDWARE AGE 
Classified Opportunities Dept. 
100 East 42nd St., New York 17, N. Y. 




















WELL KNOWN QUALITY CUTLERY MAN- SALESMAN WANTED C 


ALLING ON | 


| 


UFACTURER HAS POSITION OPEN for Le apg TRADE TO HANDLE SIDE- 
Salesman to cover State of California. Straight | LINE of Plumbing and Heating Supplies and | 
commission. Must have own car. Reply Box Specialties Commission. Address Box N-871, 
N-860, care of HArpware Ace, 190 East 42nd | care of Harpwarm AGe, 100 East 42nd St., New 


St., New York 17, N. Y York 17, N. ¥. 





AUTOMOTIVE SUPPLY SALESMEN AT 


| 

. ‘ — saiiaiain anciie : 4 
wiikY MING, SeECIALTIES SALESMAN | nAAUION? TWentcuer oc Catontinn Cr 
ic Goll to Manieads Bieces andl Plumbing | of Lambswool Polishing Bonnets and Lambswool 
Contractors. Choice (protected) Territories Open Discs open for representation in many territories 
Commission. Replies confidential Address Box | sold to te ading automotive and hardware jobbers. 
N-873, care of Harpware Ace, 100 East 42nd | xay° territory covered and other lines carried 
St. New York 17. 1. ¥ , wen - = | Address Box N-859, care of 2. or Ace, 100 
i = ve ats Be East 42nd St., New York 17, 

SALESMEN: PANIC AND EXIT BOLTS—| SALESMEN TO CALL ON Building Ma- 
New England States, Ohio, Upper New York | terial Supply, Building Hardware, Mill and Lum- 
State, Michigan. Contact with Contract Builders | ber Accounts, also Tile and Plumbing Supply 
Hardware and Architects essential. Closed terri- | Contractors, to sell a full line of Modern, Com- 
tory. Commission. Advise previous experience | petitively Priced, One Piece Steel Bathroom 
and include reference. Address Box N-867, care | Cabinets. Ten per cent commission basis and 
of Harpware Ace, 100 East 42nd St., New York | exclusive territory. Address Fries & Son Co., 
7, N.Y Second and Madison, Covington, Ky. 

SALESMEN: Now calling on Hardware| ,5ALESMAN OR MANUFACTURERS 
Dealers and Plumbing and Heating Contractors, | AGENT with a following among the retail trade 
to handle our line of Pipe Fitting, Playground to sell a complete line of Sponges and Chamois 
Equipment, and Clothes Poles, on attractive com- | '® Retail and Industrial Accounts. Straight Com- 
mission basis. Please give complete information | mission Give full particulars and background 
as to lines now carried and territory covered. | first letter. Address Box N-877, care of Harp 
Write Box N-872, care of Harpware Ace, 100 | WE Ace, 100 East 42nd St., New York 17, 
East 42nd St., New York 17, N. Y | N. 


BUILDER’S HARDWARE SALESMEN — 
Well Established, Recognized Manufacturer of a 
Complete Line of —- is expanding sales or- 
ganization having several good territories avail- 
able for capable men ear on lumber and hard- 
ware dealers. Experience preferable but not es- 


SALESMAN WITH FOLLOWING 
Hardware and Housefurnishing Stores 
Popular Price Line of Hardware and Specialty 
Items out of New York. We furnish complete 
net 5 catalog. No objection to non-conflicting 


AMONG 


to sell a 


lines Liberal freight allowance given. Good | sential. State full particulars, including territory, 
commission. All territories open. Address Box | lines carried, references. All replies confidential. 
N-861, care of Harpware Ace, 100 East 42nd | Address Box N-841, care of Harpware Ace, 100 
St., New York 17, N. Y East 42nd St., New York 17, N. Y } 





SELLING ORGANIZATIONS 
—WANTED- 


Large manufacturer of DIESEL engines wants selling organ- 
izations to handle new line of small DIESELS. Exclusive territories 
are open to active organizations with broad contacts. Please 
advise accounts heing handled, length of time in business and 
pertinent information on general background of organization. 











SALES REPRESENTATIVES 


To sell Sterling Sliding Door Hardware and 
Casement Hardware to Builders’ Hardware 
Dealers and Lumber Yards. Liberal Com- 
missions. Exclusive Territory. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinois 

















WANTED SALES REPRESENTATIVE 


Metropolitan New York manufacturer of Sanitary 
Supplies and Chemicals offers exclusive territories to 
properly qualified salesmen. ‘To contact jobbers, dis- 
tributors and janitor supply wholesalers with a com- 
plete line of soaps, waxes (all types), detergents, in- 
secticides, disinfectants, cleaning compounds, polishes. 
Standard and private label specialties. Liberal com 
missions and exclusive sectional territories. Replies 
confidential. 
Address Box N-88!, care of paceens AGE 
10 42nd St., New York 17, 











CANADIAN TERRITORY 
MFG. AGENTS WANTED 
to cover Toronto, Montreal and Provinces by 


old established company with Line of Masons 
Tools, Plumbing Specialties and Garden Tools, 


Commission Basis. Protected Territory. Write 
giving full particulars to Box N-880, care of 
100 East 42nd St., New York 


Hardware Age, 
at, . * 














Manufacturers Agents Wanted 
Revolutionary new WIRE-LESS mirror picture 
hanger sells on sight to hardware, variety, art, 
dept. stores. Already in use by leading mirror 
mfrs. Adjustable on wall to 1/100”, Liberal 
cothmission. For information write— 


SCHRAGER & MCGUIRE 
FURNITURE MART, SAN FRANCISCO, CALIF. 











AGENTS CONTACTING HARDWARE, 
GROCERY OR DEPARTMENT STORES, 
WANTED for Amazing New Many-Use Furmi- 


ture Polish with tested, successful merchandising 
idea. Liberal commission, protected territories 
Write Box N-864, care of HAarpware Ace, 199 
East 42nd St., New York 17, N. Y. 





MANUFACTURER'S REPRESENTATIVES 


to handle Nu-Frigerator Enamel, the fastest selling 
White Specialty on the market. Liberal commission 
Lots of Advertising and Sales helps. Fair traded—no 
territories still 











ce aa ae ae a oe cae ae 
Reply Box N/882, care of Hardware Age, 100 East 42nd St., ARTHUR C. MANGELS INDUSTRIES 
New York 17, N. Y. DEPT. H., 27th AND ROBERTS AVE. 
PHILADELPHIA 29, PA. 
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ENGLISH LAWN MOWER 
TURER WISHES TO CONTACT AMERICA 
FIRM OR FIRMS for the distribution of 
products throughout the U.S.A. It is essential for 
facilities to be available for holding stocks of ma- 
chines and also spare parts, to give quick “ 
Sales Service.’’ Arrangements would be made on 





a long term “Exclusive Distribution Basis’ to 
successful applicant(s). When replying please give 
letails of facilities available and territory which 
could be fully covered. Write Box H. A. 835 at | 
191 Gresham House, London, E.C. 2., England. 

IF YOU ARE NOW TRAVELING A TER 


RITORY WITHIN A RADIUS OF 
and Calling on Paint, Hardware 
Stores, here is an opportunity to 
earnings with a reputable firm in 
territory. Earnings from $7500 

gross, in selling only four items 

trade. Territories available for the 
All territories with the exception of 
South and Western States require a 
job. Write Duro Decal Company, 

Juneway Terrace, Chicago 26, Illinois. 


increase 
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| Accounts Wanted H 





MANUFACTURERS REPRESENTATIVE, 





ESTABLISHED AND WELL KNOWN in 

Eastern Pennsylvania, Southern New _ Jersey, 
Delaware, Maryland, and District of Columbia; | 
seeks Hand or Small Tool Lines. Three men | 
calling on Hardware dealers and jobbers of all 
types. Best references. Address Box N-863, 

care of Harpware AGE, 100 East 42nd St., New 

York 17, N. Y 

CHAIN STORE ee f | 
Sales Representative, New York, covering big 


Syndicates, desires to contact manufacturers of 
Hardware Specialties, or Housewares, suitable 
for 5¢ to $1.00 Chain Stores. Have 20 years’ 

experience, an extensive following, and can mar- 

ket your products in volume. Quick action, com 

mission basis. Reply Box N-870, care of Harp- 

WARE AGE, 100 East 42nd St., New York 17, | 
N. Y 


TWO FORMER SALES EXECU 
PROMINENT NATIONALLY 
MANUFACTURERS of Hardware-Housewares 
have combined forces. We enjoy valuable and 
friendly association with leading jobbers, Dis 
tributors, Dep't Stores, Chains, Syndicates, and 
hundreds of top outlets. The following territory 


TIVES FOR 


will Sg concentrated coverage. Metropolitan 
N New Jersey, and Eastern Penna., includ- 
ing "Philadelphia Does your product represent 
value ? eet Competition? If so—we will ob 
tein a healthy share of ready business for you 
All responses promptly acknowledged. Reply Box 
N-876, care of Harpware Acer, 100 East 42nd 
St.. New York 17, N 3 





SALES PRODUCING TOP FLIGHT HARDWARE 
CONSULTANT THIRTY YEARS SELLING ALL 
CATEGORY HARDWARE, CONTRACTORS, ARCHITECTS 
WANTS DIRECT FACTORY LINES 


for Intensive Personal Coverage Chicago Area Hard 
ware, Lumber and Department Stores 
Address Box N-878, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















Buy Savings Bonds 
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|| ANCO CORPORATION Pittsburgh 22, Pa 


} Branch Offices 

New York @ Philadelphia @ Detrots 
leveland @ Louisville 
| Covering all classes of jobbers. We will carry 
| 


the accounts or you can bill direct. 
Write for further information and reterences 











SOUTHEASTERN STATES 


Manufacturer’s Agents. Established 1926. 
Staff of 5 men. Cover trade 4 times yearly. 
Commission basis. Inquiries invited. 


McCUTCHEN-SIMPSON, INC. 
9822 N. E. 2nd Avenue, Miami 38, Florida 











a ba Pa . ry x . 
MANUFACTURERS 

SUBSTANTIAL VOLUME AND BRAND NAME 
LINES WANTED FOR _ DISTRIBUTION IN 
EAST. Office and 5,000 sq. ft. warehouse with 3-car 
R.R. siding near Bridgeport, Conn. Guaranteed over- 
night truck deliveries in territory from Boston to 
Philadelphia. 28 years’ experience as distributing 
agency for top manufacturers. Bank references. 


Address Box N-874, care of HARDWARE ae 
100 East 42nd Street, New York 17, N. 

















| Positions Wanted =f 





AVAILABLE—HARDWARE_ EXECUTIVE. 
20 years successful experience in all phases cf 
management and operation. Qualified in Retail 
Management or Wholesale Merchandise Manage- 
ment. University graduate. Excellent trade, per 
Complete resume 


on request. Address Box N-826, care of Harp- 
waRE AGE, 100 East 42nd St., New York 17, 
N. ¥ 

SALESMAN—AGE 31--EXECUTIVE 
BACKGROUND, Creative Selling, Promotion, 
Advertising and Merchandising in New York and 
Philadelphia Markets. Thoroughly familiar Whole 
sale, Retail, and Dept Store Trade Desires 
Challenging Position as Sales Representative for 
Progressive M: anufacturer of Hardware or House 
wares Products. Salary or Commission. Address 
Box N-868, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y 


POSITION WANTED. SUCCESSFUL 
MANAGER LARGE WHOLESALE HARD 
WARE & MILL SUPPLY HOUSE desires 
Change Proven ability, excellent background, 
fully qualified due to past experience. Real pro 
ducer backed up with facts not words Prefer 
to locate South or West however will locate 
elsewhere. Age 35, married. Address Box N-866, 
care of Harpware Ace, 100 East 42nd St., New 


tae: 17, NX. F 


RETAIL HARDWARE SALESMAN 


WISHES TO CONTACT A PERMANENT 
POSITION with a reliable concern. Am a mar 
ried man, 46 years of age, and can furnish the 
best of references. Am a_e Steady. Reliable 
Worker. Like to keep stock, keep it arrang “d 
and kept clean. Do not use hard liquor in no 
way at all Have 27 years in retail selling 
Know how to trim windows. Would prefer the 
Western or North Western Part of the Country, 
will not be choicy Address Box N-865, care of 

Ace, 100 East 42nd St., New York 


HARDWARE 
i7, N. ¥. 


NATIONAL DISTRIBUTORS | 


| 


Established—Reliable Aggressive | | 


HARDWARE MAN, TWENTY YEARS EX- 
PERIENCE, hardware, paint, mill supplies, etc 
References can be furnished Address Box N-869, 

|} care of HArpware Ace, 100 East 42nd St., New 
York 17, N 





{ Business Opportunities | 





OPERATION Ot 
AUNDRY PLANT has 
Exclusive territories in this 
being opened. Th 
in our patented 
operating. Price $6750.11 } 
Request free booklet. Address 
Inc., 101 S 44th St., 


VENE rIAN 
Kart 
new 


LOCAL 
BLIND L. 
ing Power 
growth field 
need laundering 
me of plants 

mthly payments 
( K ene Co., 
Philadelphia 4, Pa 


ysusands t 





machine 





FOR SALE 


_ CALIFORNIA HARDWARE STORE 


Must Sell to Close Estate. Located at Bi 
Calif Largest & Fastest Growing 

2 Story Bidg., Apts. above, 7000 Sq 
frontage on 2 sts Wholesale Inventory 
Stock & Fixt. $40,000 00. Will give 10 yr. Lease or 
Bldg. with Stock & Fixt. $65,000.00 Tern For 
details write Big Bear Lake Real Estates & Busines 
Opportunities Clearing House 











FOR SALE—AUTO PARTS, ACCESSORIES 


AND GENERAL HARDWARE STORE, estab 
lished 11 years. Clean stock. Located on Main 
Street. Town in the Heart of the Citrus Belt of 
Florida Age und Health reason for selling 
$25,000.00 Cash required to handle. Full details 
upon application Address Box N-875, care ot 
Harpware Ace, 100 East 42nd St., New York 
17, N 

FOR SALE: GENERAL HARDWARE AND 
APPLIANCE STORE in Galesburg, Illinois, one 
of the best Cities in the United States Excel 
lent location on — Street Clean stock and 
fixtures o Charge for goodwill. 100,000 draw 
ing area Very rich tarming section $20,000 
will handle complete deal. Terms. Owner mov 
ing to Colorado Address Box N-862, care ot 
Harpware Acer, 100 East 42nd St., New York 
| ee 

FOR SALE—GENERAL HARDWARE AND 
APPLIANCE STORE establighed 50 years, to 
settle estate New Jersey thrifty farm trading 
area connecting Pennsylvania farm area by a free 
bridge. Large store, warehouses, garages and 
paved parking area Land for expansion, large 
stock, desirable franchises. Property clear Un 
usual opportunity for development Three rent 
tenants also Inspection invited Address Box 
N-842. care of Harpware AcE, 1 0 East 42nd St., 
New York 17, N 


ARRIVAL OF RETIREMENT AGE HAS 
DECIDED ME TO SELL THIS ESTABLISH 
ED BUSINESS AND BUSINESS PROPERTY 
Eastern Shore 


Location in heart of Maryland's 

Estate Country, on Main Street of historic towr 
with deep water harbor. Business is diversified, 

itering to several needs of territory Have first 
name franchises in Hardware, Paint, Heating 
Electrical Appliances, Furniture and Gifts. Build 
ings are large and modern. Property affords room 
| for expansion of buildings if needed. Conserva 
tive property value $20,000. Inventory at cost 
¢23.000. Address Box N-879, care of HARDWARE 
Ace, 100 East 42nd St.. New York 17 Y 
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JUST PUSH THE BUTTON 


to put these powerful forces 
to work in your company 


Right now management has an unusual opportunity to gain 
employee-relations value from the high public interest 
these genii have created for U. S. Savings Bonds. During 
the Treasury Department’s Independence Drive, May 15- 
July 4, every major advertising medium has been used to 
broaden the people’s interest in Savings Bonds as a means 
of building financial independence. Now, more than ever, 
as a result of this all-out campaign, your employees will 
appreciate the convenience of being able to obtain Bonds 
“automatically” via the Payroll Savings Plan. 


If your company doesn’t yet have the Payroll Savings 


Plan, now’s the most opportune time for you to install it! 


If your company does have the Plan, now’s the time to 


remind employees about it! 


Employees who pile up money in Savings Bonds feel 
more secure... are actually better workers. Moreover, 
Bond sales build a backlog of future purchasing power— 


good “business insurance” for all of us in the years ahead. 


Payroll Savings is good for your employees, your busi- 
ness, and your country. “Push the button”—call in one of 
your top executives and appoint him Savings Bonds Officer. 
All the material and assistance he may need are available 
from your State Director, Savings Bonds Division, U. S. 


Treasury Department. 


The Treasury Department acknowledges with appreciation the publication of this message 





This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and The Advertising Council. 
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* MARSHALLTOWN TROWELS *« 


MARSHALLTOWN TROWEL COMPANY * MARSHALLTOWN, IOWA 


MARSHALLTOWN 









































from The House of Quality 


America’s Fastest Selling — | ia 
TOOL CASE : 


Here’s a tool box that’s 
the favorite of mechanics 


ROYAL ELECTRIC CO. in. EE eee 


mer finish. 18” x 10/2” x 


PAWTUCKET + RHODE ISLAND Be 13”, also in 20°-26" sizes. 

BE. | 2 side bolts, 1 center lock- 
' WIRE * PLUG and CARTRIDGE FUSES ia i re “ee on 
CORD SETS * TROUBLE LIGHTS a | gause ctedl. 


* CHRISTMAS LIGHTING SETS * - | SIMONSEN INDUSTRIES INC. 
a 1410 S. MICHIGAN AVE. 
CHICAGO, ILLINOIS 





GENERAL CLEANOUT AUGER NOH! 
for Home Plumbing Needs 


Sells on Sight to All 


Suggested Retail Price, 8’ unit: $1.10 ea. 


® Sturdy, Quick, Easy-to-Use 

® Works where Chemicals Fail 
© Every Homeowner a Prospect | 
© Eye-stopper Display Box Dealer Customer 
Sells on Counter or Shelf Convenience Satisfaction 





Mophead, drainer 
& handle clamp 


IN ONE 


attractive red & black 


CARTON 













For steady, profitable Famed Minute Mop now comes with all 
business, get General Darts together ready to go on the handle. 
Cleanout Auger Display Packed the way customers like to buy 
Unit TODAY! Packed it and efficient dealers like to sell it. A 

it acke: faster selling, eye catching package for 
1 to box; 24 to carton; | the nation’s largest selling cellulose 
8’, 15’, 25’ lengths. sponge mop! Call your jobber today. Model No. 101, List price$1.95 





























SOO ay GENERAL WIRE SPRING CO. | | M | N TE MOP (0 13 E. 23 rd. St. 
all it! CATALOG! 904 Sorah St. Pittsburgh 3, Pa. U Pam od Tied Vie) et ee 
me to 7 

ROYAL joint FAsTENERS 
s teal —PRE-SOLD VIA NATIONAL ADVERTISING! 
Pover, 
wer— 
ihead. 
busi- 
yne of 
flicer. WAYS TO PROFITS 
ilable IN-DEMAND SIZES! ‘4 (( 
U.S. e . 
$Et-vouR JOBDER — OR CONTACT — —> MARKET ey Mell 
INDEPENDEN ME ne ° | INFORMATION 
ESTABLISHED 1907 » 232 THIRD ST., BROOKLYN 15,N. Y. | KINGSTON PRODUCTS CORP., Hwd. Div. A-3, Kokomo, Ind. 
¢ GREAT NECK SAW MERS., inc. - Mineola, N. Y. ° 
ENGINEERED QUALITY TOOLS SINCE 1919—at popular prices... Nationally Advertised Products 
© hack saws © hand saws © keyhole saws © back saw frames 
© panel saws © mitre saws on" | © coping saw frames © coping saws 
© pruning saws © wood chisels ! © screw drivers © compass saws & nests 
© block planes © fore planes : © jack planes © smooth planes 


FOR ACTION SALES... v. WAY SEE YOUR JOBBER IMMEDIATELY! 
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MORE POPULAR THAN EVER! 
Sells on Sight 








The popular Stevens pocket 
Level is now available in 4 new per ye 
brilliant metallic colors—red, each 
blue, green and gold. Always a per 
fast moving item—but now box 
amazing. Made of %” hex alu- 
minum tubing it is 54” long and 
has a sturdy pocket clip. 

For complete details see your 
distributor or write direct. 

There’s a Stevens for every 
Level need. 


8" sac « STEVENS LEVEL 


Z $1913 
—— NEWTON FALLS, OHIO 


2 cards 
















THE COMPLETE LINE for the TRADE 


100% AMERICAN UNDERWRITERS 
MADE APPROVED 


BUY FROM YOUR JOBBER AND 
ASK FOR "POLLY" 
Catalog and Prices on Request 


We Cater 
to the Wholesaler 


LEO POLLOCK CO. 


Mfrs. 


NEW YORK 13 





Cad 














a 

Permite Mirror-Chrome Alu- 
minum Paint and Permite Spra- 
Plast (a clear, plastic coating), for 
use either inside or outside, are 
supplied in convenient self-spray- 

rs ing, 12 ounce cans. No brush, no 
skill needed. These time and la- 
bor saving Permite 
on sight. 


ALUMINUM INDUSTRIES, INC., CINCINNATI, O. 


finishes sell 








PERMITE Aluminum Paints & Varnishes 








=\ 

Get the facts on Indestro’s Tool Merchan- 
dising Plan that brings you everything you 
need to get in BIG PROFIT tool business! 
Ask for your FREE Catalog, too! 


imo 
tre iT8 


INDESTRO MFG. CORP., N. Kildare at Schubert, Chicago 39, Illinois 
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| Accurate Mfg. Co. : vee 143 Faucet-Queens, Inc., The 102 
Ace Metal Forming Works ...... 196 | Eederated Metals Div. . ae 
| Adams Rite Mfg. Co. .......... 104| Firestone Plastics Co ce 
| Allen Mfg. Co., W. D... . 116 | Fiske Brothers Refining Co., 
Aluminum Industries, Inc. ....... 194 Lubriplate Div. 18! 
Fleischman Handle Co. .. 38 


American Chain & Cable Co..... 6 


American Fl. Surfacing Mch. Co. 183| Frick-Gallagher Mfg. Co., The.. 140 
American Screw Co. ............. 50| Fulton Products Co 182 
American Steel & Wire Co. . - 
Anchor Wire Corp. ........ ooo oe 
Arrow Metal Products Co. 140 
Artistic Wire Products, Inc 54 
Associated Chemists, Inc. 168 6 
Associated Specialties Co., Inc. 172! Seneral Wie Seieg On. ...... 193 
pg Ee a 26 f 
i Gensco Tool Div., General Steel 
Atlas Screw & Specialty Co. 130 Warehouse Co., Inc. ........... 10 
Automatic Products Co 65 Geuder Paeschke & Frey Co. .... 19 
Gilmer Co., L. H. ....... 52 
| Goodyear Tire & Rubber Co., Inc. |5 
B Goshen Churn & Ladder Co. .... I/8 
| Graham Co., Inc., John H...115, 142 
Ballonoff Metal Prod. Co. ..-» 137) Great Neck Saw Mfgrs., Inc. 193 
Barr & Co., W. M. 120 | Griffin Co., G. W. ...... wapaeica: Oa 
Behr-Manning Corp. . 103 | Griffin Mfg. Co. . 168 
Belf & Lustig 166 | Grote Mfg. Co., Inc., The : 157 
Ben Hur Mfg. Co. -+eee+ 124! Grumbacher, Inc., M. ......... 189 
Blade Mfg. Co 185 
Bluffton Slaw Cutter Co. 19% 
Boss Mfg. Co 130 
Bridgeport Brass Co. 121 
Brooks & Sons, M. S. 182 H 
Buffalo Bolt Co. —— 
Burroughs Mfg. Corp. 119 Hall-Mack Co. ' #8 
Harvard Metal Products, Inc. ... 132 
Heller & Co., W. C. , ; 18! 
Hodell Chain Co. ; ee niaden ee 
C Hopkins Mfg. Co., L. ............ 187 
Campbell Chain Co 51 | Hurd Lock & Mfg. Co. ........ 195 
Cartel Co,, Fi Giiccsccciccscen ABT 
Century Plastic Products Inc...... 58 
Champ-lItems, Inc. ....... nd 141 
Champion DeArment Tool Co. 116 
Champion Hardware Co. .. 187 
Chattanooga Impl. & Mfg. Co. 178 independent Lock Co. 9 
Chevrolet Motor Division ; 46 Independent Metal Strap Co. 193 
Chicago Die Casting Mig. Co.... 107 | i aectre Mfg. Corp. ......0.0.. 194 
Chicago Screw Co. . aoe 184 
Chicago Wheel & Mfg. Co. ...... 182 
Cleveland Chain & Mfg. Co..... 93 
Coast Paint & Chemical Co..... 99 
Colt's Mfg. Co. a clenieiis ewan. a K 
Columbian Vise & Mfg. Co...... 159} 
Congress Drives Div., Tann Corp. 168 Kay-Tite Company ............ 127 
Continental Scale Corp. ......... ee 133 
Copperweld Steel Co. .......... 41] Kennametal, Inc. ....:.....-- 113 
Copell Co., D. K. ............... 186 | Kester Solder Co. .......... vee 134 
Coughlan Co., G. N. ..........-. 23) Kilgore Mfg. Co. ..........005 196 
Crescent Tool Co. seseresee 24/ Kimble Glass Div. Owens-Illinois 
Cunningham Son & Co., James.. 35 Glass Co. pemeanweree i 
Cyclone Fence Div. , 34 Kinetic Products Corp. ........... 163 
Kingston Products Corp. ........ 193 
| Kwikset Locks, Inc. . 42-43, 68 
D 
Davis Mfg. Co. eee 
Decto Products Co. er 
Delco Appliance Div. ............ 16 L 
Diamond Calk Horseshoe Co. .... 52 
Dig-No-Mor Division ............. 172 | Lamson & Sessions Co. ... - 
Domes of Slience ........0000s00- 1g9 | Landen Putty Works ...... veveee 14 
Durham Co., Donald ............ 186 Landers, Frary & Clark ... 28-29 
| IE SI. deecevevicctvexes 105 
| Larsen Co., Charles O. .......... 55 
| Libbey Glass Div. Owens-Illinois 
E ef >See BEIORES 
| Listo Pencil Corp, ............ 85 
Edlund Co. Rbdiscukew ae Lodge & Shipley Co. 56 
Empire Level Mfg. Co. .......... 186 | Lowe Brothers Co. ............-- 22 
Enterprise Mfg. Co. of Pa., The . 64 | Lubriplate Div., Fiske Brothers 
Everedy Co., The sescceceee + 64] Refining Co. ive ae 8| 
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M | Revere Copper & Brass, Inc. 149 
| Rival Mfg. Co. 167 
Macklanburg-Duncan Co. 44-45 | Rome Mfg. Co. Div. 149 
Majestic Co., The 181 | Rooto Corp. ; 141 
Marshalltown Trowel Co. 193 | Royal Electric Co., Inc. 193 
McGill Metal Products Co. . 19] Rudolph Poultry Equipment Co 195 
McKay Company, The 56 | Ryerson & Son, Inc., Jos. T. 188 
McKinney Mfg. Co. 131 
Midway Tool Co., Inc., The 195 
Miller, Inc., Robert E. 189 
Minnesota Mining & Mfg. Co... 24-25 
Minute Mop Co. 193 s 
Monowatt, Inc , 10! S & W Moulding Co. 185 
Motorola, Inc. 153 | Safe Padlock & Hardware Co. 144 
Myers & Bro. Co., F. E. - 169) Sapolin Paints, Inc. 142, 184, i88 
Schlueter Mfg. Co. ; 57 
Schwartz Mfg. Co. 138 
Screens & Fabricated Metals Corp. 36 
N Seal Rite Caulking Co. 169 
| Sharon Bolt & Screw Co. 180 
Narmco, Inc. 15! | Sheffield Bronze Paint Corp 144 
National Enamel & Stpg. Co. ... 33) Shelby Spring Hinge Co. 100 
National Guard Products, Inc... 187 | Sheldon & Schatz . 1% 
National Housewares Mfgrs. | Siebert Co., O. W. 177 
rae. ssrsrsseceeess 1B) Sinonds Saw & Steel Co. 49 
National Lock Co. “i 129 Simonsen Industries, Inc. 193 
orsigee oy, Cn soe WN Skillman Hardware Mfg. Co. 172 
National Metal Prod. Ss s0sscce. See Southington Hdwe. Mfg. Co., The 144 
New Britain Machine Co. 160 Standfast Products Co. : 176 
Nicholson File Co. pepe ‘ a Stanley Works, The : 109 
Noblitt-Sparks Industries, Inc.....62-63 Stevens Level Co.. €. A. 194 
Northern Industries, Inc. 128 Sunset Line @ Toles Co. 102 
Syracuse Alloy Metals Corp. 126 
Oo 
Okonite Co., Tape Div. 189 | T 
Old Pal Fishing Goods Mfrs. Div. 189 | a a 175 
O'Malley Valve Co., Edward 145 Taylor-Giede Ge.. tec. . 142 
Oster Mfg. Co., The 130 | Tec Imports See dewnieutio’ 156 
Fomen, ING. 2.000 . 143 
Templeton, Kenly & Co. ‘ 142 
| Turnbuckles, Inc. 184 
Pp | 
Palmer Mfg. Corp. 169 | 
Parker Mfg. Co. ; 145 
Pearl-Wick Corp. Laie 59 | U 
Peeriess Freezer Co., The 137 United States Plywood Corp. 
Penn Metal Ware Co. . 189| (Weldwood Div.) 17 
Petko Industries, Inc. 68 | United States Steel Corp. 34 
Phoenix Table Mat Co. 11 | United States Steel Corp. of 
Pittsburgh Nipple Works, Inc. ... 186 Delaware .........-.++5 66-67 
Pittsburgh Plate Glass Co. cane | 
Front Div.) 53 
Plas-Tex Corp. : 30 
Platt & Co., Arthur |. 132 
Plumb, Inc., Fayette R. 27 | w 
—— Co., Leo 1.4 Wallace Bros. Div. R. Wallace & 
ortable Electric Tools, Inc. 173 Sons Mfg. Co. .. nt 
Porter Corp., The, J. E. 142 | Warren Tool Corp. ; 48 
Prentiss Wabers Products Co. 155 | | Washburn Co., The . , 1 
Product Engineering Co. ...... . 150 | Waterbury Tool Div., Vickers, Inc. 117 
Puritan Cordage Mills 37| Werner Co., R. D. ..... 7 
Western Tool & Stamping Co. . 136 
| Westwood Mfg. Co. 181, 187 | 
| Wheeling Corrugating Co. . il 
° | White Mop Wringer Co. 54 
| White Studios ..... 170 
Quijada Tool Co. , .. 145 | Wilcox, Crittenden & Company .. 136 
Williams & Co., J. H. 122 
Wooster Brush Co. ..... 2 
Wooster Rubber Co. . 60-61 
R 
Raybestos-Manhattan, Inc. .. 179) 
Red Devil Tools 197-198 | Y 
Reeve Co. ... iismuoneosa ae 
Republic Stee! Corp. 47 | Yale & Towne Mfg. Co. 3 
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_WETRTO 


A sleeve board that 
makes it easier to 
iron sleeves, shoul- 
ders of garments, in- 
fants’ dresses, and 
other hard-to-get-at 
places. All metal, 
welded construction 
ventilated, fire- 
proof, warp-proof. 





GEUDER, 


Ventilated 
Sleeve Board 





Retail price, $2.98 including pad and cover set. 


PAESCHKE & FREY CO. 


Milwaukee 1, Wisconsin 










Pat. D145625 


"U" flanged posts 


» SUPER-CASTER 


Other Pat 
is 


STEEL FENCE POSTS 


lugs. No Staples Required. 





The modern Hurd Caster 
now retails for only $27.50 
with liberal trade discounts; 
the Super Caster for $45.00 
—a profit-making combi- 
nation with wide consumer 


appeal. Consult yourjobber. 








- Pons ae Waning « make specification changes 


ed out obligation 


HURD LOCK AND MANUFACTURING COMPANY 


New Center Building ¢ Detroit 2, Michigan 









with self-fastening 














DEALERS! If your jobber cannot supply, 
write us. Attractive prices and 
delivery dates. 



















Manufactured by 
RUDOLPH POULTRY EQUIPMENT CO. 
Vineland, N. J. 






———— 


auger bits | Midway Auger Bits 


for every 
purpose 


Auger bits for 
electric drills 
13 sizes (%6” to '%e") 


Vrudway 
THE MIDWAY TOOL*’CO INC 








¥ Standard auger bits 


“pregerred by all 
whe want the best! 





13 sizes (%16" to 6”) 


Sales Office: 
The Arcade, Cleveland, Ohio 
Factory: Melvin, Ohio 





195 

















VOVLOM Le aersneee® 


Complete VM 4 : le 7 See our Display at 
. + a4) ‘fa for ; . Booth 310, National 
4 Piece fer lated Hardware Show. 


Salad Set Weare OPENS ANY SIZE 
| SCREW.TOP JAR 


FREE counter merchandiser sells 
this most versatile set. - ee z A ready seller for a 


This One set combines all uses | | i : | eee 
—Slicer...Grater...Fine Shred- ’ | = tough fo} ot—jallale Tele) in the 
der...Coarse Shredder. \n addi- 
tion, a handy guard protects . kitchen. An item that cus- 
against the fine steel eversharp eo 


° Shredder 
cutting edges. 


Complete set is individually tomers pick up, test Tile 
packaged, with 12 recipes. v } 4 
Orders for cases of one dozen \ ag yj Shredder @ =a buy on their own. Free 
will include Free a counter L \ 
merchandiser that sells these colorful counter display 
sets on sight! Let “Rapid” World’ 3 
Salad Sets boost your profit votenls 
margin. Write today for attrac- § cee Fastest 
2 : ‘ suggested Retail Price | 

tive prices and discounts. Free $7"; price slightly Slaw THINK OF 
newspaper mats. higher in West Cutter 2 


The Quality Reputation for Thirty-Four Years 





BLUFFTON SLAW CUTTER COMPANY 


BLUFFTON, OHIO SETTER Ke Eee 


BURLINGT 





ase THAN NORMAL 


h Shel Glo ITEMS 


for HEAVY-DUTY KITCHEN USE 


Very sturdy—walls are 
extra thick—will not 
flex. Ideal for use with 
electric mixer. Diame- 
ters are 11”, 91/,” and 
7%". One bowl each 
red, blue and yellow. 
Made of high-heat re- 
sistant Polystyrene. 
Each set in corrugated 
carton. Bowls, also, in | T AA ' & T S$ A Ni . t D 
. open stock. - 
No. 53 So You'll Sell ‘em on Sight 


Heavy Mixing Bowl Set 








Home owners who lay their own linoleum, rubber or 
Swirl-cleansing action thor- asphalt tile on floor or table- who install linoleum tile 
oughly washes vegetables, on walls have been waiting for this. 

fruits, etc. Extra thick side 

trols, ete. Extra thick sde . 7 Arnold EZ LINOLEUM KIT 

curved rim provides con- ' Contains all equipment and tools needed, with full instruc- 
tinuous handle. 91” tions to make a professional type job easy. 

diam., 41/4" deep. Made of | To display this new item is to 
high-heat resistant Poly- 2 sell it. A really fast mover. 
styrene in red, blue and No. 211 | Separate Tools Ask your jobber 
a er, | List Seendeed toute discounts. 


9" Edge Trowel 49%¢ 
Spreauer ae | MADE BY ACE METAL FORMING WORKS 


THL QA MANUFACTURING CO. ee .-.....00 | «agama a oan 
LS CeNSURRUNNAE, C080. ©. S.A. Knife ........ 55¢ 1155 Merchandise Mart, Chicago, Ill. 


HARDWARE AGE, JUNE 15, 1950 























